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‘Home Insurance Co. 
Had Record Volume 
' Of Business In 1951 


| New High Levels in Net Premiums 
_ Written and Earned, and in 
Total Assets Are Attained 


| PRESIDENT SMITH REPORTS 

| Assets Total $374,933,360 and 

' Surplus to Policyholders Rises 
to High of $160,351,447 


New high levels in volume of business 
E transacted, net premiums earned, net 
| premiums written and total assets were 
» attained by the Home Insurance Com- 
4 pany of New York during 1951, accord- 
"jing to an announcement by Harold V. 
| Smith, president. Mr. Smith also stated 
"that net income earned for the year 
"amounted to $15,744,743 compared 
' with $12,573,209 in 1950, and that a sub- 
stantial addition was made to surplus. 
During 1951 the Home originated a 
| total volume of business amounting to 
| $203,777,649 compared with the previous 
» record of $181,027,116 in 1950, an increase 
of $22,750,533 or 12.6%. Net premiums 
| retained increased to $179,685,841 in 1951, 
a gain of $16,747,086 over 1950. Net pre- 
'miums earned amounted to $169,752,941, 
q an increase of $14,507,167. 


Assets Close to $375,000,000 


Total admitted assets as of December 
F 31, 1951, rose to $374,933,360 from $358,- 
157,570 a year earlier, a gain of $16,- 
775,790. Cash or equivalent on December 
f 31 last, amounted to $148,800,056, or 
' 39.7% of total assets. Surplus as regards 
policyholders reached a new record of 
» $160,351,447 at the close of 1951 com- 
pared with $143,241,157. 
' Net investment income for 1951 
amounted to $8,271,538, compared with 
$8,941,771 in 1950. In addition a profit 
of $5,213,696 was realized in 1951 from 
sale or redemption of securities, com- 
' pared with $324,127 in 1950. 
| Underwriting operations for 1951 
showed a profit of $2,883,477 compared 
“with $5,968,933 in 1950. This result re- 
eflects the carryover into 1951 of a large 
F percentage of the total of 156,371 wind- 
‘storm losses incurred on November 25, 
'1950, covering the entire eastern sea- 
board of the country which were re- 
} ported and paid in 1951. 


Loss Ratio Higher 


as 


' The Home's ratio of losses incurred 
-to premiums earned in 1951 was 54.0% 


(Continued on Page 34) 
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This is what a fire loss 
looks like just before it hap- 
pens. Careless use of flam- 
mable liquids caused 41,000 


fires in just one year. Serve 
your assured and your com- 
munity. Teach fire protection 
constantly. 


tHe London & Lancashire 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. © ORIENT INSURANCE COM- 
PANY © LAW UNION & ROCK INSURANCE COMPANY, LID. @ SAFEGUARD INSURANCE 
COMPANY OF NEW YORK e STANDARD MARINE INSURANCE COMPANY, LTD. 
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A Good Letter 


William F. Lee, CLU, of the Penn Mutual’s Home Office 


Agency, Philadelphia:— 


“Not only is vocabulary of tremendous importance. but good 
physical appearance also influences the reader’s general attitude 
toward a letter. If it looks easy to read, if it is clean and neat, 
he picks up the letter in a receptive frame of mind. A letter 


meant primarily to do a business errand can double its value. 


“For example: Supposing a policyowner asks you for loan 
quotations and a request form. Assuming you must handle the 
case by mail, you write the letter dealing with the business errand. 
Then you can multiply the letter’s value by adding a few lines 
such as—‘In using your life insurance in this emergency you are 
proving that it is good property. You must feel a great satisfaction 
now, that you decided as a young man to build your estate on a 


life insurance foundation.’ ” 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 




















Prudential Agents’ 
Strike Settlement 
To Cost $4,500,000 


Finally Agree to ‘Company’s Terms 
Giving Liberal Benefits In- 
cluding Lump Sum 


LOCAL UNIONS TO RATIFY 


Increase Average $5.45 Weekly; 
Also $150 Cash Refund of 


Retirement Contributions 


Washington, D. C., Feb. 17—Federal 
Mediator 
nounced 


Thomas G. Dougherty an- 


today that negotiating 
mittees of The 
surance Agents’ 
(AFL) had reached 
contract to settle the 


of 7,900 district 


com 
and the In- 
Union 


Prudential 
International 
two- 


old 


agreement ona 
year 78-day 


strike about agents. 


Before becoming effective, the agree- 
ment must be ratified by the union mem- 
35 District 
of Columbia, and certain items must be 
Wage 


Board and State Insurance Departments. 


bership in states and the 


approved by the Stabilization 











Feb 
ing by union members among Prudential 
that 


Washington, 20—Results of vot- 


indicate the majority have 


the 


agents 


approved agreement for settlement 
of the strike, voting two to one to re- 
turn to work Wednesday, February 20, 


at 10 o’clock. 








Principal Decisions 


Major points are: 
rE 


ploye welfare benefits averaging 


and 
$5.45 per 


flat 


ompensation em- 


increases 


week, the major item being a cash 
allowance of $4.50 weekly. 


? 


2. Refund of agents’ contributions 


the retirement plan January 1, 1951 
and November 30, 1951, amounting to an 
of about $150 although the 


average pres- 


ent contributory pension program will be 
retained, 
2 ‘ = ’ e ; e } } 
3. Liberalization of vacation and othe 
working conditions. 
4. Arbitration of 
5. Permission for agents to engage in 


grievances. 


Saturday and Sunday “outside” work 


under certain circumstances. 
Will Cost Prudential $4,500,000 Annually 


Costs to The Prudential under the 
new program would approximate $4,500,- 
000 annually, the identical amount of the 
company’s offer to the union during 
negotiations Jast fall prior to com- 
mencement of the strike on December 1 

“We sincerely hope that our agents— 
among the highest paid in the industry 
will ratify the agreement and return to 
their jobs quickly so as to avoid con 
tinued financial losses to themselves and 
further inconveniences to policyholders 


(Continued on Page 35) 
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YOU SELL MORE LIFE INSURANCE 







In many ways the skill and integrity of the medical ex- 






aminer further your interests as a salesman. Satisfac- 





One of a series of advertisements 







dedicated to the men and women tory examinations reassure your clients and make them 
whose skill, knowledge and effort 
contribute so importantly to the better prospects for a growing life insurance program. 





life insurance salesman's success. 





Even when the doctor's findings are adverse, the pros- 















pect, prompted to seek treatment, often becomes in- 
surable later. In a very real sense, the doctor’s care in 
providing a sound basis for screening applicants keeps 
life insurance a growing, healthy business—with ever 


expanding opportunities for the men who make life in- 





surance selling their life career. 


ETNA LIFE INSURANCE COMPANY 


HARTFORD 15, @ CONNECTICUT 
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Reeves Says Insurance 
Should Be Less Complex 


HIS TALK AT SARATOGA 


Also Deplores “Bigness” Boasting; Says 
the Industry Should Avoid 


“Political” Implications 


In his address before the managers 
and general agents conference in Sara- 
toga, N. Y., last week ‘Clifford B. Reeves, 
second vice president, Mutual Life, dis- 
cussed various problems of public policy. 

He thought one of the most serious 
of those problems facing the life insur- 
ance business, as well as other business, 
is its increasing complexity. This has 
resulted in a growing inability to trans- 
late the life insurance business to the 
public in terms which the people can 
readily understand. 

Should Avoid “Verbal Shorthand” 


“In recent years, business has grown 
far more technical, and has developed 
a higher and higher degree of specializa- 
tion,” he said. “These trends have 
brought many obvious benefits, in the 
form of more efficient operations, bet- 
ter products and lower costs. But in this 
each business has developed a 

jargon of its kind 
It provides a very 


process, 
technical 
of verbal shorthand. 
efficient and accurate method of com- 
with other. people in the 
same business. But to people outside 
the business, it sounds like Greek. It 
has gotten so bad that a man in one 
business today hardly knows what any- 
one in another business is talking about! 

“It is a fundamental rule of human 
behavior that people tend to mistrust 
what they cannot understand. And there 
is a great deal of evidence to indicate 
that much of the public mistrust of 
our business system, which exists today 
in many quarters, is due primarily to a 
failure to understand it. In the life in- 
surance business we are particularly 
vulnerable in this matter of complexity 
because we have to deal with a combi- 
nation of legal, actuarial, medical and 
financial language than which no com- 
bination could be tougher.” 


Don’t Boast About Bigness 


own—a 


municating 


Mr. Reeves also warned against a 
tendency in the life insurance ‘business 
to tell how big it is. “We blithely bandy 
billions about, as if we were talking 
about the street car tokens,” he com- 
mented. “When I first entered the busi- 
ness and began to look over company 
statements I would put my thumb over 
the last six ciphers in each of the fig- 
ures so as to reduce the total to 
something I could understand.” 

Next discovery made by Mr. Reeves 
was that even the biggest life insurance 
companies are in reality not big at all. 
There are hundreds of companies in the 
world of industry which are considered 
only medium-sized in their respective 
fields, but which employ far more peo- 
ple than even the largest life insur- 
ance companies do. There are hundreds 
that do far more new business; have 
many more sales outlets; make far more 
money. They are bigger by any com- 
parative test that can be imposed, ex- 
cept one—the amount of assets shown 
on the balance sheet. That figure, and 
another called Insurance in Force (which 
is unique to the insurance business) are 
the only measurements by which the life 
insurance business and the principal 
units in it can be characterized as big. 
And that is inevitable because of the 
nature of our business, which necessi- 
tates steadily increasing policy reserves.” 

Some other points made by Mr. 
Reeves were these: 


Life insurance today is the most wide- 
ly-held of all forms of property. Any 
business responsible for the financial 
security of so many people has a public 
duty to operate in a goldfish bowl. So 
all inquiries should be welcomed. 

Life insurance has a responsibility to 
keep its policyholders better informed 
than perhaps has been the case in the 
past. There should be more direct 
communication between the home offices 
of the companies and their own policy- 
holders. 


Attitude About Inflation 


“The inflationary trend of recent years 
has raised a new and important question 
as to what responsibility we have, if any, 
to protect our policyholders against dilu- 
tion of the value of the dollars that we 
will pay to them or their beneficiaries 
some time in the future,” continued Mr. 
Reeves. “I personally believe that a life 
insurance company should do everything 
it can to avoid actions that would con- 
tribute to inflationary pressures. I be- 
lieve also that we should make clear 
to all policyholders the undeniable fact 
that, as the purchasing power of the 
dollar decreases, their life insurance 
estates decline correspondingly in pur- 
chasing power. In fact, if we do not 
make a good record along these lines, 
and if inflation later proves disastrous, 
I think our policyholders could properly 
charge us with having been remiss in 
failing to apprise them of the facts.” 

At the same time, Mr. Reeves has 
never felt that a life insurance company 
should give its policyholders political 
advice, or spend a policyholder’s money 
in an effort to sell him a point of view 
with which he disagrees. 

“IT doubt that people want their life 
insurance companies to give them politi- 
cal advice,” he said. “In fact, I think 
they resent any such effort to influence 
their political attitudes. We meet our 
responsibility fully, it seems to me, when 
we make clear to our policyholders the 
effect of inflation on their life insurance 
programs and do what we can, as com- 
panies and as individuals, to protect that 
part of their property which they have 
entrusted to our care.” 


Other Suggestions 


Mr. Reeves said that life insurance 
companies should keep abreast of the 
changing needs of the insuring public. 
Life insurance policies, if they are to 
meet the social and economic needs of 
various periods, must be improved and 
liberalized as times change and as ex- 
perience justifies such action. 

For one thing, Mr. Reeves believes 
that exclusion clauses should be avoided 
so far as possible. “Most people,” he 
said, “would rather pay more for com- 
plete coverage than to have restricted 
coverage at lower rates. When risks that 
used to be considered so unusual as to 
require exclusion become generally ac- 
cepted by the public as the normal 
risks of life, then they should no longer 
be excluded from the life contracts. 
even though mortality and the cost of 
insurance rise as a consequence.” He 
also thought that benefits of life insur- 
ance should be extended to a greater 
number of people through the develop- 
ment, refinement and better pricing of 
sub-standard insurance. Our position 
with the public becomes progressively 
stronger as we reduce the number of 
people who can say that they are 
unable to obtain insurance from private 
companies.” 

Mr. Reeves also thought that badly 
designed or out-of-date income settle- 
ment programs may be building up great 
headaches for the business in the future. 
“T wonder how many settlement agree- 
ments, if they became effective now, 
would work real hardship on benefici- 
aries?” he asked. “If we undertake to 
advise people on such matters, then we 
must assume a continuing obligation to 
keep their programs up-to-date. This 


has become particularly important in the 
light of inflationary 
years.” 


trends in recent 


O. Kelley Anderson’s Investment Talk 


Says Greatest Social Service Ever Performed by Life Insurance 
Was Being Bulwark of Unquestioned Financial Strength 
Throughout Unprecedented Depressions of the ’30’s 


Whether policyholders receive the pro- 
tection they have paid for depends in 
large part on whether they and their 
beneficiaries are paid back in solid dol- 
lars rather than in watered dollars, said 
O. Kelley Anderson, president of New 
England Mutual Life, in a talk before 
New York State managers and general 
agents in Saratoga last week. The legal 
responsibility of life insurance compa- 
nies may be fulfilled “if we see that our 
contracts are fulfilled, but our moral re- 
sponsibility goes much farther,” he said. 
That means that every insurance man, 
both in roles of insurance men and citi- 
zens, must leave no stone unturned in 
trying to use their influence toward the 
adoption of sound fiscal and monetary 
policies of this Government. Eventually 
public opinion will force such sound poli- 
cies. The job of the insurance man is 
to do all he can to accelerate the process. 

Mr. Anderson’s theme was the social 
aspect of the industry’s investment 
thinking. In his opinion perhaps the 
greatest social service ever performed by 
life insurance was to be a bulwark of 
unquestioned financial strength through- 
out the unprecedented depressions of 
the 1930's. 

3ut, just to be financially strong isn’t 
enough,” was his comment. “We have a 
real product to sell, but it’s in competi- 
tion with what everyone else has to sell: 
homes, autos, appliances, vacations, not 
to mention all other types of investment. 
And then we compete with ourselves. 
If life insurance is to compete success- 
fully we must not only have a good 
and up-to-date product adaptable to 
various needs and conditions, but also 
be cost and price conscious. 

Part of Private Industry 


“When life companies make invest- 





A warning by Mr. Reeves was that 
insurance agents should not deliberately 
promote the use of tax benefits as a 
method by which wealthy people can 
avoid taxes. If that is done there is 
trouble ahead. 


Can Improve Lapse Situation 


In his opinion the lapse situation could 
be improved if it were possible to pay 
premiums more often during the year, 
either monthly or some other way. He 
thought there was a wide public demand 
for improvement in correspondence 
methods and printed forms, for the 
speeding up and streamlining of policy- 
holder services, and for the elimination 
of useless requirements that put the 
policyholders to unnecessary trouble. 

Discussing handling of home _ fore- 
closures, he said: “In recent years life 
companies have become very large in- 
vestors in home mortgages; and a cer- 
tain percentage of these loans will in- 
evitably be foreclosed in the future. 
Foreclosures on homes are likely to 
present far more serious public relations 
problems than foreclosures on commer- 
cial buildings do. Companies, therefore, 
would be wise. to work out new tech- 
niques for the handling of delinquencies 
on home mortgages in ways that will 
minimize the number of foreclosures, 
and that will not create too much ill 
will. 

“Loans negotiated directly with a cor- 
porate borrower are usually not regis- 
tered under the Securities Act. So that 
there can be no accusation of secrecy, it 
seems highly advisable for life insur- 
ance companies to publicize all such 
loans fully at the time they are ar- 
ranged.” 


ments they have to do something more 
than a Fort Knox operation of burying 
their policyholders’ dollars where they 
will be absolutely safe but unproductive. 
They must put their money to work in 
earning the highest rate of return con- 
sistent with over-all safety of principal. 
And that word ‘over-all’ is important be- 
cause it is basic to practical investment 
procedure. Every investment entails 
some degree of risk, but the absolute 
risk of any single investment is mini- 
mized by spreading the risks through 
broad diversification. It is very much 
the same principle as spreading the risks 
on individual lives.” 

Continuing, Mr. Anderson said: “It 
therefore follows, since rate of return 
and over-all security of principal are our 
objectives, that not only should we di- 
versity, we must diversify. And that is 
why there are life insurance dollars at 
work practically everywhere you look. 
They’re invested all over this country, 
in Canada, Alaska, Puerto Rico, Hawaii, 
the Philippines. They’re invested in big 
business and little business, and in 
nearly every kind of business, whether 
it be mining, production, transportation, 
communication, distribution or services. 
They’re invested in homes, apartment 
houses, hotels, theatres, colleges, fac- 
tories, warehouses, retail stores, farms 
and many other things too numerous to 
mention here. 

“What life insurance companies invest 
in is not merely railroads or public utili- 
ties, but in America. Most important of 
all, their investments are dictated by the 
desires and needs of the American peo- 
ple themselves. If it were otherwise, I 
should be one of the first to say that 
because of their size life insurance com- 
panies, individually and collectively, are 
in a position to wield dangerous power. 
Most of us , I imagine, are mistrustful 
of the present trends in government to- 
ward centralized all-wise benevolence 
where a handful of people decide what 
they think would be good for the public 
and spend the public’s money accord- 
ingly. It would be unthinkable if life 
insurance companies, or any other in- 
stitutions investing the public’s savings, 
should adopt a_ similar self-appointed 
benevolent attitude in their investment 
policy. 

“Fortunately, the life insurance busi- 
ness is part of private industry. As pri- 
vate industry, it is subject to the incen- 
tives and restraints of the profit and 
loss system. We must invest both wisely 
and well. for we are not only directly 
accountable to our policyholders, but we 
shall fall behind in the competitive race 
if we do otherwise.” 


Public Dictates Company Investment 
Policies 


Mr. Anderson elaborated a bit on 
how the companies’ investment policies 
are basically dictated by the public it- 
self. At the end of the war, one thing 
that the general public and business men 
wanted and needed was more telephones 
and better telephone service; and they 
were able and willing to pay for them. 
To provide them, the telephone compa- 
nies had to raise many billions of new 
capital, and a very substantial part of 
this was contributed by the life insur- 
ance companies. By contrast, neither 
the public nor business, during the past 
20 vears, has needed or demanded the 
building of thousands of miles of new 
railroad tracks; and as a consequence 
the railroads have not had to raise addi- 
tional capital for this purpose. This lack 
of demand is directly reflected in the 
holdings of railroad bonds by life in- 
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surance companies, for, at the end of 


1951, such holdings were almost exactly 
the same in volume as they had been 
20 years earlier. 

“You all know, of course, of the pub- 
lic demand for new housing since the 
end of the war,” he continued. “Here 
again, the life insurance companies re- 
sponded to this public demand and to 
the public’s willingness and ability to 
borrow capital on a sound basis, with 
the result that, since the end of the war, 
the life companies have increased their 
holdings of real estate mortgages by 
nearly thirteen billions of dollars—no 
trifling sum even in these days. 

“Life insurance companies help finance 
little business and big business. Cer- 
tainly, we lend to big business and we're 
proud of it, not because it is big, but 
because in certain types of business only 
big corporations can supply efficiently 
and economically what the public de- 
mands. It would be physically impos- 
sible for the City of New York to be 
supplied with gas and electricity by little 
companies ; just as it would be impos- 
sible to construct a great electric grid 
over the Empire State through little 
companies. The same can be said of the 
natural gas pipelines that now bring 
this new fuel to New York. So, of 
course we finance them, when the eco- 
nomics are sound and the rate of re- 
turn is adequate. We are able to do so 
because life insurance is one of the most 
efficient methods vet devised bv man for 
pooling billions of savings of millions 
and millions of individual citizens. 


Smaller Business Also Financed 


“T sometimes think that we overem- 
phasize the obvious and dramatic re- 
sults of life insurance investing. We are 
proud, for example, to point to the New 
loses Turnpike and say that it was fi- 
nanced by 33 different life companies. 
This kind of publicity is undoubtedlv 
good for our business; but it doesn’t tell 
the story of how we have financed small- 
er business and it doesn’t answer the ac- 
cusation so frequently made that we 
confine our investing to bigness.” 

One of the most important and sig- 
nificant developments in recent years 
has been the emergence of a new method 
of financing medium-sized and smaller 
companies, a development pioneered by 
the life insurance business. By this new 
method, life companies have found a 
way through direct negotiation with 
would-be borrowers to lend on a long 
term basis to thousands upon thousands 
of well managed and sound corporations. 
These corporations are not known to 
the general investing public and thev 
would be unable to sell securities to the 
public through the ordinary operations of 
the market-place except at prohibitive 
cost. “I will not go into detail here as 
to why these new methods had to be 
developed, if medium-sized and smaller 
businesses were to be successfully fi- 
nanced, except to say that it is a fact 
well-known in financial circles,” Mr. 
Anderson said. 

“These so-called direct placements 
have assumed great magnitude. In 1950 
alone, which is the latest vear for which 
we have full figures, the life companies 
put out almost three billions of dollars 
in this way, spread amongst nearly 
1,500 individual business concerns. In- 
vestments have ranged in size as low as 
$5,000, with the averaee being some- 
where around $500,000. The negotiations 
of such investments have required im- 
agination and ingenuity, for each in- 
vestment is tailor-made to meet a par- 
ticular situation, and the situations are 
more varied than you would susnect for 
they represent a cross-section of Amer- 
ican business. The smaller and medinum- 
sized loans life companies are making 
may not be spectacular, but they are 
meeting a real public need. 

“I believe this method of financing 


will be a great stabilizing factor in our 
whole business picture—in good years 
and particularly in bad years. I believe 
it will result in fewer receiverships, for 
the loans are made on a long-term basis 
providing for regular pay-down of prin- 
cipal, and usually also for additional 
reduction of principal during prosperous 
times when earnings are large. Thus, 
there is little likelihood that these bor- 
rowers will, in unfavorable times, be sud- 
denly called upon to liquidate their bor- 
rowings or to meet a heavy maturity 
and thereby embarrass their solvency. 


Other Financing 


“Naturally, there are a great many 
small businesses that cannot be financed 
by ordinary long-term credit loans ne- 
gotiated through direct placements. 
Often they are one man organizations, 
so that there is no assurance of con- 
tinuance of competent management 
throughout the life of the loan, or they 
have only indifferent records of earning 
ability or insufficient assets to justify 
a credit loan. In thousands of cases, 
however, even though a credit loan can- 
not be arranged, it is possible for life 
companies to help their financing 
through a real estate mortgage. 

“There are many other examples I 
might mention of new methods that 
have been developed by the life com- 
panies to meet new conditions and 
changed financial requirements of Amer- 
ican business. The direct purchase of 
real estate and its lease back to corpora- 
tions is one, others are new devices for 
the financing of ships, railroad equipment 
and oil investment.” 


The M.I.T. Housing Project 


Another example is the construction 
and ownership of multiple dwelling 
apartments. In 1950 the New England 
Mutual Life completed such a_ project 
on the property of Massachusetts Insti- 
tute of Technology. Many ultra-modern 
architectural ideas went into the plan- 
ning of its 260 apartments. The com- 
pany has leased the land from M.I.T. 
for a 60-year period and at a nominal 
rate. At the expiration of this leasehold 
the title to the building will revert to 
M.I.T. The income from this property 
is sufficient to amortize the cost over 
the life of the lease and still provide the 
company with a more than adequate re- 
turn. 

“All during the design and construc- 
tion stages we were able to call on the 
expert engineers at M.I.T. for assistance 
with heating, accoustical, and architec- 
tural problems,” said Mr. Anderson. 
“What these free services meant in the 
way of savings and superior design can- 
not be estimated. 

“Many investors feel that because of 
high construction costs this is no time 
to go into this type of investment, yet 
we have been able to earn a more than 
adequate return on this property. 

“Tt’s an old axiom that money knows 
no flag. It can almost equallv be said 
that no investment manager will put his 
company’s funds to work on a _ philan- 
thropic basis. But being philanthropic 
is entirely different from following a 
statesmanlike investment policv. The 
life insurance companies with their 
large combined assets, have very grave 


public responsibilities. These responsi- 
hilities include taking the long view of 
sound finance in the public interest 


rather than the seeking of immediate 
and probablv temporarv financial gains 
regardless of their broader consequences. 


Credit Restraint Agreement 


“Let me cite you just one example of 
what I mean. Early last year it became 
very evident that inflationary forces 
were becoming increasingly threatening. 
One of the contributing forces was a 
very rapid expansion in the volume of 
credit and of the money supply. To 
restrain credit expansion and to ration 
available investment funds to places 
where they were most needed for re- 
armament and essential civilian purposes, 


Zimmerman Says More 
Coverage Is Essential 


MANY HAVE NO _ INSURANCE 
Wonders if Another Modification of 
Agency System Should Take Place; 


His Saratoga Talk 


The extent of the success of life in- 
surance marketing must be measured in 
terms of the extent of the coverage ap- 
plied for all the people in all strata of 
American life, said Charles J. Zimmer- 
man, managing director of Life Insur- 
ance Agency Management Association, 
addressing the New York State General 
Agents and Managers in Saratoga last 
week. So far a marvelous job has been 
done in convincing the public it should 
have life insurance, if one takes an op- 
timistic view. On the other side of the 
fence, if one be pessimistic, it has not 
been a good job, he said. At Baton 
Rouge a survey of people interviewed 
showed that half of them had never 
seen an agent in a year, although 37% 
of those interviewed had an income of 
more than $5,000 annually. The Psvcho- 
logical Corporation found that 25% of 
the people who owned life insurance had 
not been called upon in two vears, their 
inquiries said, and 50% had not been 
interviewed in two years. 

A study by LIAMA showed a falling 
off of 19% in anplications of the first 
six months of 1949 compared with the 
first six months of 1946. And yet the 
national income, productivity per capita 
and standard of living had been consid- 
erably increased. 

“The truth is,” said Mr. Zimmerman 
looking at the subject realistically, “we 
have not vained ground—we have actu- 
ally lost it. This mav be traceable in 
part to factors beyond our control, such 
as changes in our economic svstem and 
the competition of other fields.” 


Influencing Results 


In appraising the performance of life 
insurance he cited these factors as in- 
fluencing the result: 1, whether we have 
a type of insurance for every kind of 
person, and, 2, whether we have the kind 
of agents who are extending the bene- 
fits of life insurance to all kinds of peo- 
ple. “Does our investment, actuarial, 
sales and other philosophy, for instance, 
make it impossible to extend the bene- 
fits of life insurance to all Americans ?” 
he asked. 

“Should we decide that in any of these 
areas our American agency system is 
failing to perform its full function to all 
segments and strata of American life 
insurance we must change our proce- 
dures to accomplish those objectives, 
and do so within the pattern of the pres- 
ent framework, if possible. If not, the 
decision is obvious that the American 
agency svstem just cannot accomplish 
the job. So far the svstem has been the 
best medium furnished.” 

Tracing the agency svstem, Mr. Zim- 
merman told of the modifications of the 
past. He traced the inauguration of the 
general agent and of the manager, the 
variants among the agents, including the 
part-timer and the growing importance 
of the general insurance agent and of 





the Federal Reserve Board suggested 

program of voluntary credit control. 
Commercial and investment banks, as well 
as the life insurance companies were 
asked if they would care to join. This 
they have done, and they have followed 
the principles laid down in the voluntary 
agreement religiously, as many officials 
of the Federal Reserve and of govern- 
ment have testified. The point is that 
because of the agreement life companies 
have passed up millions of dollars of 
financially attractive investment oppor- 
tunities simply because more was at 


stake for the country and their policy- 
holders than the temporary earning of a 
little higher rate of interest, 





the specialists. The start was on the 
home office level, then came the devel- 
opment into the territorial level, and 
now the predominance is at the agency 
level. He described the developments in 
the special servicing fields, the growth 
of Group insurance, of disability angles, 
of health and accident, of wider extent 
of coverage, of package insurance, pen- 
sions and so on. In soliciting and selling 
methods there is no uniformity. For in- 
stance, one company finds that 11% of 
its business comes from old _ policyhold- 
ers. Another has as much as 45% from 
that source. “Why such a tremendous 
difference in the sales methods?” he 
asked. 


Suggestions for Making Insurance 
ore Available 


Mr. Zimmerman then offered some 
suggestions for making life insurance 
more available for the public. He said in 
part: 

“Rapid and frequent changes in our 
economy have tremendously increased 
the need for an amount of service to 
policyholders. Changes in tax laws and 
in social legislation, judicial decisions and 
evolution of our economy necessitate in- 
sistent frequent re-examinations of the 
life insurance needs of the individual. 
Thus, the agent finds himself torn be- 
tween the social need for giving ade- 
quate service and the economic need for 
making sales. As a result, service is too 
frequently inadequate. 

“Perhaps the solution of this problem 
lies in releasing the agent from a maior 
part of his responsibilities for service 
and conserving business. One method of 
accomplishing this might be through the 
development of salaried service repre- 
sentatives. Such service representatives 
would in turn offer a source for the de- 
velopment of future full time career men. 
The institution of life insurance is 
acutely aware of its responsibilities for 
making benefits of life insurance avail- 
able to all of our people. 


Making It Easier to Pay Premiums 


“In order to do so, however, it may be 
necessary to devise new methods mak- 
ing it easier to pay the premiums or 
amend existing ones. In the Ordinary 
field our present methods of marketing, 
collections and acquisition cost make it 
uneconomical to the companies, the 
managers and the agents to place on the 
books any large volume of small poli- 
cies with low average premium and high 
frequency collection. Under our present 
framework it is essential to strive con- 
tinuously to upgrade prospects, sell 
larger average policies and to stress an- 
nual premiums. Yet, the purchasing hab- 
its of the American people are definitely 
in the direction of monthly payments. 
The fact is more and more of these se- 
curity payments are being taken at the 
source through payroll deduction. So- 
cial Security, Unemplovment and Work- 
men’s Compensation, all forms of Group 
insurance, Pension contributions, are ex- 
amples of this. 

“In an effort to meet this desire for 
the convenience of monthly payments, 
we have seen the development in life 
insurance of such methods as the bank 
draft plan. We have witnessed banks 
offering special premium services to our 
policyholders. Does this not suggest that 
our monthly premium methods for Or- 
dinary insurance to not fully meet the 
needs of the public? 

“Salary Savings would seem to offer 
an ideal solution since it provides for 
both monthly payments and payments 
at the payroll source. Yet Salary Sav- 
ings has not taken a real hold. There 
are obvious weaknesses in Salary Sav- 
ings. Practical considerations make it 
necessary for the employer to give a Sal- 
ary Savings franchise to one or at most 
two companies. This limits choice of 
insurance company to the employe. Fur- 
thermore, should the employe leave for 
other employment he loses the Salary 
Savings method of payments. 

“Can we not take a leaf out of the 


(Continued on Page 5) 
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New York State Managers 


Meet at 


Saratoga 





Milton Goldberg On 
Duties of Actuaries 

NEED OVER-ALL VIEWPOINT 

Safety and Soundness of Company; 


Maintenance of Equities Among 
Policyholder Classes 





Taking the actuarial department of a 
life insurance company as his theme 
Milton J. Goldberg, an actuary of Equi- 
table Society who is on the staff of Vice 
President A. B. Dalager, head of the 
agency department, told the New York 
State managers and general agents 
meeting in Saratoga Springs last week 
that the principal responsibility of an 
actuarial department is in connection 
with the safety and solvency of the 
company and the maintenance of equi- 
ties among the different classes of pol- 


icvholders. It is a concentration not 


only on preparation of new policies and 
forms the company plans to write, but 
also there are duties in connection with 
adequacy of rates and other technical 
matters, such as those presented to the 
actuaries at the time their companies 
adopted the Commissioners Standard 
Ordinary, or new mortality table. Their 
concentration is not only on current 
problems but also on the necessity of 
contract promises being carried out over 
the passage of years, often many years. 


Many Ideas for Contracts Originate 
in Field 


In Mr. Goldberg’s opinion the actu- 
arial department should be in close re- 
lationship with every department of the 
company and also with its personalities. 
Likewise, that applies to field relation- 
ship, too, where many new ideas for 
coverage originate, obvious in view of 
fact that the field has every-day con- 
tact with the public and knows Its needs 
and what will be most attractive in fu- 
ture insurance purchases. 

In the case of every new contract, 
whether originating in the field or in 
the home office, these suggestions may 
look alluring at first sight. But all must 
have an over-all and most careful scru- 
tiny by all involved from the stand- 
point of ultimate safety in event of 
adoption. While an actuary who does 
not exercise extreme caution may find 
his company engineered into an unsound 
situation, and jt is his duty to stress 
safety, at the same time an actuary must 
be progressive. In fact, a company can- 
not continue to be safely sound if it be 
not progressive. The actuary must also 
be reasonable. As an example, he 
thought common sense should be a 
strong factor in consideration of acquisi- 
tion cost matters, the actuary appreciat- 
ing that while acquisition costs should 
not be excessive at the same time if 
there were no acquisition cost there 
eventually would be no company. 


Policy Nomenclatures 


One of the great wits of the business 
and perennial toastmaster at the ban- 
quets of the Actuaries Society of New 
York Mr. Goldberg stopped in his de- 
scription of the actuary’s duties to 
give an amusing description of insurance 
policy nomenclature as he has seen it 
adopted by many insurance companies. 
Many of these policy titles look most 
alluring, he said, but are simple enough 
if their titles are broken down and ex- 
plained. Principal thing is that the 
public should know exactly what it is 
buying. In talking of cost estimates 
of insurance as between various com- 
panies he said that these percentage 
figures were sometimes misleading, es- 
Specially if comparisons were made be- 
tween companies writing all kinds of cov- 
erage and those who write only selected 
business or do not write such covers as 
Group insurance and accident and health. 


Magazine Editor Raps 
National Economy Ads 

FORTUNE MAN’S SARATOGA TALK 

Ralph F. Lewis Says That All Policy- 


holders Are Not Against Soclialism 
or Inflation 





The energy which the life insurance 
business is devoting to attempts to halt 
inflationary trends and also to impress 
the public with the necessity of preserv- 
ing the capitalistic system was caustically 
reviewed at Saratoga, N. Y., last Friday 
by one of the editors of Fortune Maga- 
zine. Speaking before the meeting of 
the New York State General Agents and 
Managers Ralph F. Lewis, whose title 
with the deluxe trade magazine is as- 
sistant managing editor, criticized some 
phases of the industry’s “public rela- 
tions” advertising and also literature of 
the companies individually in stressing 
ideological and economic trends. Fur- 
ermore, Lewis asserted that the copy 
in these ads and literature was really 
in the nature of giving political advice 
and, therefore, could be construed as a 
campaign to have a new administra- 
tion in Washington—in short, Republi- 
can instead of Democratic. To the in- 
surance fraternity his advice is to sell 
more insurance, which he felt was the 
best way to improve the purchasing 
power of the dollar. 

The address of the Fortune editor was 
a link in that magazine’s campaign about 
sounder grasp of the subject of com- 
munications. Attitude of Fortune is that 
no job can be efficiently done in in- 
fluencing public opinion unless those 
conducting the campaign know whether 
they are reaching the right people with 
their message and understand what they 
are attempting to communicate. 


Says There Is No Average Policyholder 


Admitting that Fortune would like 
to see “creeping Socialism” halted be- 
fore it takes too much hold on the 
insurance business, and that it wants 
the general price level down to conserve 
the value of the people’s savings, Lewis 
said that he did not think a life insur- 
ance company should give its policy- 
holders political advice nor should it 
spend a policyholder’s money in an effort 
to sell him a point of view with which 
the latter may disagree. 

“The point I am trying to make,” he 
continued, “is to urge that we must be 
honest and know what we are trying to 
do. Maybe if all of the companies 
recognized that they are attempting to 
elect a different administration they 
would stop it—and IT don’t think that 
would be a bad idea. The concept of 
spending a policyholder’s money for this 
purpose is morally wrong.” 

Mr. Lewis declared there is no such 
person as the average policyholder or 
the potential average policyholder. The 
people being addressed in ads, company 
literature and addresses by company of- 
ficials “are all individuals, each of 
whom has his own hopes and fears, 
ideals and ideologies, and both innate 
and acquired prejudices. Everybody we 
are addressing is the greatest expert in 
the world on the America of his expe- 
rience. Nobody knows more about what 
democracy, free enterprise and freedom 
mean than he does. And it may be that 
he is damn sore about it and you are 
not going to change his way of think- 
ing with a free enterprise ad or pre- 
mium stuffer. The people is not a mass 
of 10-year-old mentalities groping for 
the ‘word.’ Many are living better now 
than they have ever lived before. To 
them a little bit of inflation does not 
necessarily produce dire results. I don’t 


believe the American people have so 
lost faith in their system that they 
must be resold, despite the fervent 
pleas of our great army of after- 
dinner speakers. 

“You cannot sell a guy who has no 
bathtub that America is a wonderful 
place because it has so many bathtubs. 
You cannot sell a man who is living 
today better than he has ever lived 
before that a little inflation is a ter- 
rible thing.” 


His Solution 


As to the industry’s campaigns against 
inflation and other factors which may 
damage the nation’s economy Lewis 
wondered how many replies had been 
received from “the man with the ham- 
mer and the girl behind the counter.” 

Lewis admitted there is a job to be 
done. The field force is his answer 
for improved public relations. “To the 
policyholders and potential policyholders 
you managers and your salesmen are the 
personification of the institution of life 
insurance. You can be and should be 
ambassadors of our way of life. Selling 
life insurance is the best way to sell 
free enterprise and to combat inflation. 
When you are selling life insurance you 
are selling individual self-reliance. The 
more life insurance is sold the less 
money will be available for purchase of 
goods, and, hence, life insurance sales 
alone can be very powerful deterrents 
to price rises. 

“My final advice: sell more life insur- 
ance and service it better than hereto- 
fore.” 


Coffin’s Concluding Talk 


As is always the case in the program 
of the managers and general agents an- 
nual conference at Saratoga, the con- 
cluding talk was made by Vincent B. 
Coffin, senior vice president of Con- 
necticut Mutual. Mr. Coffin, an artist 
in summarizing speeches made at con- 
ventions, is very much in demand as 
such an observer. He felt that the Sara- 
toga conference of 1952 was an unusu- 
ally stimulating one and complimented 
the New York State Underwriters Asso- 
ciation in having provided a continuous 
succession of able speakers who can 
present current problems so effectively. 


Zimmerman Talk 


(Continued from Page 4) 


Salary allotment methods in existence 
in the armed forces which permit taking 
insurance payments from pay regardless 
of the company in which the individual 
is insured? Can we take a leaf out of 
the experience of our banking system 
and set up a life insurance premium 
clearing house to which the employer 
forwards the premium deductions for 
transmittal to the companies? Last week 

was informed that such a system is 
in existence in Norway. 

“In any event, our business must con- 
tinuously study this entire question of 
acquisition and maintenance cost so that 
the benefits of Ordinary insurance can 
be available to the largest segment of 
our population at minimum cost and as 
much in accordance with the desire and 
convenience of the public as is possible.” 





Change in Date for LAA 
Eastern Round Table Meeting 


A change has been made _ necessary 
in the date for the meeting of the 
Eastern Round Table of Life Insurance 
Advertisers Association which has now 
been definitely set for March 27 and 28 
at St. Moritz Hotel, New York, it has 
been announced by Harvey Kesmodel, 
Ir., sales promotion manager for Sun 
Life of Baltimore, who is chairman of 
the Eastern Round Table. 


1952 Committees Named for 


American Life Convention 

Appointments to the 1952 committees 
of American Life Convention has been 
announced by Frazar B. Wilde, presi- 
dent of the Convention, .who is also 
president of Connecticut. General Life. 
Chairmen of the committees follow: 

Accident & Health Insurance: Harry 
J. Stewart, president, West Coast Life. 
Actuarial: M. R. Dodson, executive 
vice president, Ohio National Life. 

Agents and Agencies: Rolland E. 
Irish, president, Union Mutual Life. 

Coordination of Activities: Claris 
Adams, president, Ohio State Life. 

Departmental Supervision: H. O. Fish- 
back, Jr., vice president, Northern Life. 

Finance: L. D. Cavanaugh, president, 
Federal Life. 

Insurance Regulation: Berkeley Cox, 
general counsel, Aetna Life. 

Medical Examinations: John E. 
3oland, M.D., medical director, Country 
Life. 

Meetings: J. Howard Oden, president, 
North American Reassurance. 

Program: Frazar B. Wilde, president 
Connecticut General Life. 

Resolutions: Carl E. Lien, president, 
United American Life. 

Uniform Laws: Willis H. Satter- 
thwaite, counsel, Penn Mutual Life. 

As board of regents for the Life Offi- 
cers Investment Seminar the following 
were named: Julian D. Anthony, presi- 
dent, Columbian National; Willard N. 
Boyden, vice president, Continental As- 
surance; Geo. K. Cavenaugh, vice presi- 
dent, Jefferson Standard; Geo. T. Conk- 
lin, Jr., second vice president, Guardian; 
Gartield V. Cox, dean School of Busi- 
ness, University of Chicago; Victor 
B. Gerard, treasurer, Commonwealth; 
W. S. Henrion, treasurer, Woodmen 
Central; Robert L. Hogg, executive vice 
president, ALC; Marshall D. Ketchum, 
associate professor of finance, University 
of Chicago; H. W. Manning, managing 
director, Great-West; T. A. Sick, presi- 
dent, Security of Lincoln, Neb.; Frazar 
B. Wilde, president, Connecticut Gen- 
eral. 


Life Insurers Conference 


To Meet in Miss. in April 
The executive committee of Life In- 
surers Conference has announced its de- 
cision to hold the 43rd annual meeting of 
the LIC at the Edgewater Gulf Hotel, 
Edgewater Park, Mississippi, April 23- 
25, 1952. The fourth quarterly meeting 
of the executive committee will be held 
as customary on the day preceding the 
convention. 

The program committee held a_ spe- 
cial meeting in the LIC headquarters 
office in Richmond recently, and periodic 
releases will be made at later dates as to 
their plans for the program. The mem- 
bers of the program committee are Bas- 
com T. Baynes, president, Home Security 
Life (chairman); George R. Kendall, 
chairman of executive committee, Wash- 
ington National; O. F. Stafford, presi- 
dent, Pilot Life; I. R. Leal, secretarv, 
Interstate Life & Accident; Neal O. 
Dubson, vice president, Quaker City 
Life. 

Chairman of the attendance commit- 
tee is A. A. Biggio, vice president, Lib- 
erty National Life, Birmingham; and 
chairman of the activities commitee is 
Vic S. Oulliber, executive vice presi- 
dent, Delta Life, New Orleans. 


Prudential Strike 


(Continued from _Page 1) 








arising from this unnecessary strike. For 
its part, the company assures the agents 
that full assistance will be given them 
in restoring their earning power,” The 
Prudential said. 

“The company is deeply appreciative 
of the cooperation it has received from 
the policyholders during. this, difficult 
period, and intends to do everything pos- 
sible to assure that type of service for 
which it has been so well known for 
the past three-quarters of a century.” 
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N. Y. C. Association’s 
Educational Meeting 


VIEW UNDERWRITING PROBLEMS 


Dr. A. M. Master, A. C. Webster Fea- 
tured Speakers; Meeting Is 
Well Attended 


educational meeting of 
Association of 
held last 
and presided 
CLU, the 
association’s president. 
Speakers at the meeting, which was well 
Arthur M. Master, 
lood Pressures” 


The 
the Life 
the City of 


February 
Underwriters 
New York was 
week at the Hotel Statler 
by Harry K. 


educational 


over Gutmann, 


vice 
attended, were Dr 
who had for his topic “B 
Andrew C. Webster, 
Mutual Life of New York, 
discussed “How Would You Rate It?” 
Dr. Master is president of the Medical 
Society of the County of New York, 
cardiologist at Mt. Sinai Hospital, and a 
many 


and manager of se- 


lection, who 


consultant to life insurance com- 
panies. 

Normal Blood Pressure Range 
comments on the 
said that 
indicated 
normally in- 


Dr. Master, in his 
normal blood pressure 
numerous investigations 
that the blood 
creases in a significant manner with age, 


range, 
have 


pressure 


the females 
Using the 
criteria, he re- 


being somewhat higher in 


than the males after age 45 
commonly accepted 
marked, many investigators have pointed 
out the relatively high incidence of so- 
called hypertension in the normal popu- 
lation. It has been the common ob- 
servation of many physicians that peo- 
ple with blood pressure readings above 
ae commonly accepted limits, may live 
out their normal life span without com- 


—— related to their blood pres- 
sure. All of these studies, Dr. Master 
pointed out, would indicate the neces- 
sity tor revising upwards the figures 


which are commonly accepted as normal 
blood pressure, particularly in the mid- 


dle and other age groups. f 
As a result of iene ip new defini- 
tions according to sex and age, Dr. Mas- 


ter said that many people will now re- 
ceive reassurance from their doctor be- 
cause blood pressure readings hitherto 
considered significant are probably not 
so in some cases. Furthermore, many 
widely accepted theories in medicine 
will have to be reconsidered. As an ex- 
ample, he stated that it has been ac- 
cepted that high blood pressure is a 
factor in coronary thrombosis and that 
it is the most common cause of enlarge- 
ment of the heart. These matters will 
need investigation anew. 

About the application to the practices 
of life insurance companies in respect 
to blood pressure readings, Dr. Master 
said that the research study was done 
for clinical purposes, not for insurance 
reasons. The clinician, he said, is in- 
terested in the individual, in the patient 
of whom he takes care, whereas the in- 
surance company is interested in the 
outlook for the group. The practicing 
doctor is interested in the range of 
normal blood pressure. 


Underwriting Problems 


Mr. Webster's talk dealt with some 
of the problems of home office under- 
writers. He said that an improvement 


Conrod Now Vice President 
Of Loyal Protective Life 





STUART F. CONROD 

Stuart F. Conrod’s election as vice 
president and actuary of Loyal Protec- 
tive Life, Boston, at the February meet- 
ing of the board of directors, has been 
announced by John M. Powell, presi- 
dent. 

Mr. Conrod started with the company 
as associate actuary in 1939 and was 
appointed actuary in 1940. Prior to his 
joining the company he was for a num- 
ber of years with a large Canadian in- 
surance company and was with one of 
_ leading consulting actuarial firms in 

he United States. Mr. Conrod is a Fel- 
0 of the Society of Actuaries. 





in the general mortality which the com- 
panies have been experiencing over the 
past few years does not leave the un- 
derwriting untouched. Many of the 
items which have tended to lengthen 
life, he pointed out, have resulted in 
more favorable consideration by under- 
writers of applicants who ten or fifteen 
years ago would not have been consid- 
ered for insurance. On the other hand, 
the mortality on definite serious impair- 
ments has probably not improved. 

One point frequently overlooked, Mr. 
Webster said, is that while the incidence 
of such impairments in the population 
may have decreased, as in the case of 
tuberculosis, the mortality of applicants 
who have had the disease does not ap- 
pear to have changed. Also, in under- 
writing against a background of lower- 
ing population death rate, the extra 
mortality may be a higher percentage of 
the normal if the death rate among 
those with an impairment does not 
change. 

Discussing some of 
problems associated with overweights, 
Mr. Webster said that one of the in- 
teresting facts about overweights is that 
the mortality does not get any better, 
it is just as bad as it ever was. 

Mr. Webster also commented on the 
underwriting problems associated with 
habits, which he said are the most diffi- 
cult to classify, finances, lack of insur- 
able interest and other intangible fac- 
tors which have to be given weight in 
appraising a risk. 


the underwriting 
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CLU Registration 59% 
Greater Than Last Year 


Registration of new CLU candidates is 
59% greater than for the corresponding 
period last year, Dean Davis W. Gregg, 
CLU, of the ‘American College of Life 
Underwriters has announced. He stated 
that this was a remarkable increase 
in view of present conditions and at- 
tributed most of it to heightened inter- 
est on the part of individuals in becom- 
ing members of the “Huebner Class.” 
Dr. S. S. Huebner, professor of insur- 
ance at the University of Pennsylvania 
and one of the founders and now 
president of the American College, is 
completing in 1952 a span of 48 years of 
teaching and 25 years of service to 
CLU. All persons registering with the 
college for the first time to take exami- 
nations in June, 1952 are designated 
members of the “Huebner Class.” 

In September hundreds of new CLU 
candidates throughout the country start- 
ed their studies and each of these will 
officially become members of the “Hueb- 
ner Class” when his registration with 
the college is completed. Dean Gregg 
added that there are many more life 
underwriters not presently studying for 
exams who can still qualify. Primarily, 
these would be recent college graduates 
who in the three months remaining could 
review and properly prepare themselves 
for one or more examinations. Dean 
Gregg urged all new candidates to start 
the registration procedure by writing 
to the American College of Life Under- 
writers at 3924 Walnut Street, Philadel- 
phia 4, Pa., for information about regis- 
tration. 


Carl Rage tien Supervisor 
Of Aetna Life Schools 


Appointment of Carl W. Eagle, CLU, 
as supervisor of life insurance schools 
for the Aetna Life has been announced 
by Robert B. Coolidge, vice president. 

Mr. Eagle, who will continue as an 
instructor in the schools, has served as 
agency assistant since 1947 and _ previ- 
ously was editor of “The Life Aetna- 
izer,” the company’s monthly magazine. 
In recent years he has traveled exten- 
sively conducting seminars as a_ part 
of the field training program for Aetna 
Life representatives. 

A former instructor for chartered life 
underwriter classes at the Hartford 
College of Insurance, Mr. Eagle is a 
graduate of the CLU Institute on estate 
planning and the Life Insurance Agen- 
cy Management Association school. 

Mr. Eagle will complete 25 years 
with the Aetna Life this June, having 
joined the company in 1927 at its Denver 
general agency, where he rose to assist- 
ant general agent before coming to the 
home office in 1945, 

Nearly 1,300 Aetna Life representa- 
tives have been graduated in the 55 
classes that have attended the schools 
since they were organized in 1939. 













EXCELLENT LOCATION FOR 


COMPANY 
MEETINGS 


LUNCHEONS, DINNERS, PARTIES 


Private rooms tor 10 to 3000 

Wonderful values! 5 min. from 

downtown N.Y. Clark St. sta. 

7th Ave. IRT sub. in hotel. 
MAin 4-5000 


sve. ST.GEORGE 


Clark St., Brooklyn 
Norman H. Free, Gen. Mar. 
BING & BING, Inc., Management 















Capitol’s Top Producer 





Pat Vigil and Thomas F. Daly II 


Pictured above is Pat Vigil, left, re- 
ceiving a Capitol Life stock certificate 
from Thomas F. Daly, II, vice president 
and director of agencies, at the home 
office in Denver. Mr. Vigil, agency 
manager in Antonito, Colo., was named 
the “1951 Top Producer” in insurance 
sales for the company. Mr. Vigil, for- 
merly with New York Life, joined Capi- 
tol Life in 1936. He served in the field 
until 1950 and the following year was 
appointed agency manager in Antonito. 
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THE LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 


Now Extends Its Service To Include 
Noncancellable, Guaranteed Renewable 


DISABILITY INSURANCE 






























yA New LNL policy replaces income lost through prolonged 
disability from accident or sickness! 


y@ Company cannot cancel it; cannot reduce its benefits; will 
renew it up to age 65! 


jy Has many of the permanent features of life insurance! 
yA Premium remains the sume throughout life of policy! 

4 Policy has incontestable and premium waiver provisions! 
y@ Change of occupation cannot reduce your benefits! 


V@ You do not have to be confined to your home to receive total 
disability income! 


N°” FOR THE FIRST TIME, The Lincoln National, one of America’s 
largest life insurance companies, extends its service into the 
field of accident and sickness insurance. It provides sound, guaranteed 
protection to age 65 through noncancellable, guaranteed renewable 
disability insurance. Policies cover disability from accident and sick- 
ness or from accident only, as you prefer. Also, a hospital benefit may 
be included to produce additional income while hospitalized. 


e@ This long-term disability protection is designed especially for 
professional men, business men, and others in preferred occupations. 
Consult your Lincoln National representative—or send the coupon 
for full information. 


Its Name Indicates Its Character 


INSURANCE COMPANY -. Fort Wayne 1, Indiana 


% 


* 


THE LINCOLN NATIONAL LIFE 




















MORE THAN FOUR BILLION DOLLARS OF INSURANCE IN FORCE | The Lincoln Nati I Life | Company 
| Dept. S-22, Fort Wayne 1, Indiana $100 $200 $300 
| Please send me full information on noncancellable, guar- [] [] 
1 | anteed renewable disability insurance that will pay me 
CHECK YOUR NEEDS | PER MONTH 

l NAME AGE 
| ais 

AND MAIL COUPON! [| cccrstos 
ADDRESS 
| CITY ZONE. STATE 
wu. 


This full-page advertisement is reproduced from the February 9 SATURDAY EVENING POST. Similar ads appear in the 
February 11 issue of LIFE and in BETTER HOMES & GARDENS for March. 
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1951 One 





of Best New ae Mutual Years 





Total Insurance in Force December 31 Last was $3.134 Billion; New Life 


Insurance for 1951 was 336 Million; Life Insurance and 





Smith, chairman, and 
president, in their 
New England 
company had 


George Willard 
O. Kelley Anderson, 
108th annual report of the 
Mutual Life said that the 
in 1951 one of the best years in its 
long history. New life insurance issued 
in 1951 was $336 million, which was 13% 
more than in 1950. Total insurance in 
force, which $3,134 millon, was an 
increase of 7% during the year. Receipts 
from premiums were $116 million, an 
increase of 64%. Investment earnings of 
$44 million were up 12.3%, bringing the 
income to $186 million, including 
left with the company. Life 
insurance and annuity reserves were in- 
creased by $68 million. 

Assets of $1,254 Million 
total resources at end 
of the year were $1,254 million, an in- 
crease of 7%. Surplus funds now amount 
to $87 million, including voluntary invest- 
on fund of $19 million. At 


Was 


total 
$25 million 


The company’s 


ment fluctuati 

the end of December, 1951, the bond 
holdings of the company were these: 
U. S. Government, $116,409,000; State 
and Municipal, $16,172,000; Canadian 
Government and subdivision, $34,863,800; 
public utility, $257,431,500; railroad, $160,- 


and miscellaneous, 
stocks were $35,- 
stocks, $44,591. 


424,600; industria 
$201,209,100. Preferred 
481,100, and common 





800. Mortgage loans were $265,018,500. 
Policy loans were $43,417,259. 

Discussing the company’s operations 
the ‘New England Mutual chiet officers 


said in part: 
Sales Hit New Peak 

sales of $336 million of new 
insurance in 1951 were the largest in our 
history. This insurance was purchased 
for a wide t For ex- 


“Our 


variety of reasons. 


ample, parents and grandparents bought 
$26 million on the hves of children un- 
der 19 years of age to give them a head 
start on their life insurance programs. 
More than $33 million, 10% of new 


insurance issued, was purchased by 
women. 


“Nearly 


by businesses to provide 


was purchased 
pensions for 
millions 


$75 million 


retiring employes. Many more 
were placed on the lives of key execu- 
tives, and by business partners who were 
arranging to buy out each other’s 
interest. 

“But the primary reason for which 


insurance is purchased every 

sure f 
death or re- 
breadwinner. 


most life 


year is to provide a source of 
income in case of the 


tirement of the family 


“Life insurance companies exist basi- 
cally to pay claims when they. are pre 
sented nit i it is the company’s obliga- 
tion, when such a time comes to pay 
the claim as promptly as possible. So 
far as we know, New England Mu- 
tual’s record in this respect is unex- 
cel lled.” 

Mortality 
“In 1951, death came to 3,308 New 


England Mutual policyholders. Of these, 
25 were on active duty with the United 
Nations armed forces in Korea (making 
39 for the duration to date). The total 
value of 1951 death claims amounted to 


$23,440,422 and each clai 
lump sum settlement : 
an average of 24 hours after 
sented at the Home Office 
members, largely as matured 
ments, retirement income or 
there was paid a_ total of 
exclusive of dividends—plus an 





endow- 
} 
cash values, 
$25,190,568, 
addi- 
tional $18,038.681 from funds previously 
deposit 
safe to say 


with the company. 
that all of 


left on 


“Tt is these 





Annuity Reserves Increased by $68 Million 





WILLARD SMITH 


GEORGE Boris-Boston 
KELLEY ANDERSON 
payments were made to families or indi- 
viduals who needed money,” said Messrs. This demand continued throughout last 
Smith and Anderson. “As part of an year and exceeded the available supply 
industry-wide picture in which an esti- of new investment funds. 

mated $4 billion were paid in life insur- The changed relationship between the 
ance benefits in 1951, the effect on the demand for and the supply of invest- 
national economy was tremendously ment funds naturally led to increasing 
helpful. It is impossible to calculate the = strains on the money markets and car- 


number of cases in which life insurance — ried serious inflationary implications. To 


benefits provided the only money avail- meet the situation three highly signifi- 
able to remedy personal situations, and cant steps were taken by the Federal 
obviated the use of public funds. Reserve banks and the Treasury, all 
Money for Future Delivery of which had important effects upon 

“In 1951, members and beneficiaries life insurance companies and upon in- 


left on deposit with the company a to- terest rates. 





tal of $25,710,855 from dividends and Steps to Meet Treasury Situation 
from payments received on their poli- Early in March the Treasury offered 
cies. This was more than twice as much to exchange certain of its outstanding 
Executives Tell Of Their Departments 
The annual meeting of the policyholders of the New England Mutual 
Life was conducted along novel lines. Instead of the annual report of the 


read it was circulated in print and the proceedings at the 
talks by these home office executives: 

Sherwin C. Badger, vice president in charge of investment division; 
John L. Stearns, vice president and actuary; Homer C. Chaney, second 
vice president and director of agencies; John W. Ayer, assistant secretary 
in charge of claims; and G. Doane Arnold, assistant secretary in charge 
of home underwriting. Each executive discussed the operations in 
| his department. 


company being 
meeting consisted of 


ottice 











as 10 years ago. While the care and long-term 24%% bonds into a new issue 
distribution of such funds add to our bearing 234% interest. The New Eng- 
obligations as trustees, we encourage land Mutual exchanged all of its $66,- 
this practice in the knowledge that its 000,000 holdings of these issues, and a 
effects are both advantageous to our similar response from other investors 
members and anti-inflationary on the made the conversion highly successful. 
country at large. Within a few days this action was 


gradual withdrawal 
banks from the 


followed by a 


“Due to the company ’s rapid growth, was 
the Federal Reserve 


administrative, investment and agency by 


or sales expenses were naturally some- support of the long-term government 
what larger than a year ago, but re- bond market. Prices of the long-term 
mained at approximately the same per- 2%s were allowed to decline below 
centage of total income. In spite of the par and during the year reached a 
increase in costs, the year’s insurance low of just under 96. 


“This change in official policy marked 
the first abandonment in nearly two 
decades of the doctrine of ‘easy money.’ ” 
said the report. “It accelerated the rise 


operations showed net earnings or ‘sav- 
ings,’ of $25,185,724, of which $17,000,- 
000 was set aside to be returned to 
members as dividends in 1952. 


At the beginning of 1951 the company in interest rates caused by the heavy 
had large commitments for future in- demand for capital. Most important of 
vestment resulting from the unprece- ail, from a longer term viewpoint, it 
dented demand, following Korea, for marked a retreat from an artificially 
funds from business and real estate. supported market and at least a_par- 






Now in Every State 

The New England Mutual in 1951 re- 
ceived licenses in the following states: 
Idaho, Mississippi, Montana, Nevada, 
New Mexico, North Dakota, Oklahoma 
and Utah. The company is now licensed 
in every state in the union. A general 
agency in Oklahoma City was estab- 
lished on January 1, 1952, and one in 
Albuquerque, N. M., shortly thereafter, 
Within the territories now served by 
the companv’s 79 general agencies a 
number of district offices were opened 
in important cities during 1951 and more 
are contemplated this year. 





This should 
policyholders 
rate of return 


tial return to a free market. 
prove beneficial to our 
through a bettering of the 
on our investments. 

“To supplement the above two anti- 
inflationary steps, the Federal Reserve 
sponsored a plan whereby commercial 
banks, investment banks and life in- 
surance companies entered a Voluntary 
Credit Restraint Program. Participants, 
including the New England Mutual, 
agreed to screen loan applications so 
as to eliminate those that would have 
an inflationary effect and also so as to 
direct funds into channels immediately 
helpful to the rearmament program and 
essential civilian production. The Agree- 


ment has, in the opinion of most ob- 
servers, served a highly useful purpose. 


1951 Investment Activities 

“During 1951 the New England Mutual 
invested a grand total of $173,129,000 
of which $97,974,000 was in bonds and 
stocks, and $68,253,000 in real estate 
mortgages and $6,902,000 in investment 
real estate. It sold $41,756,000 of securi- 
ties during the year, chiefly for the 
purpose of reinvestment at more ad- 
vantageous rates, and disposed of $43,- 


187,000 additional through maturities, 
calls, etc. These figures do not include 
transactions in short-term U. S. Treas- 
ury issues nor the already mentioned 


exchange of $66,000,000 Treasury 214% 
bonds. 

“Our portfolio is now in better bal- 
ance than for many, years, due partly 
to a reduction in the percentage repre- 
sented by governmental bonds, and part- 
ly to a marked upturn in our real estate 
mortgages. Our three multi-family resi- 
dential developments, which we own 
and manage, and which house approxi- 
mately 1,500 families, have continued 
to show excellent operating results,” 
Messrs. Smith and Anderson continued. 

“In the past ten years, insurance 
held in the company has nearly doubled, 
and resources have more than doubled. 
Our members may well be surprised to 
learn that the home office clerical and 
administrative staff has increased less 
than 25% during the same period. 

“Modern and efficient business meth- 
ods have enabled our personnel to 
handle a larger work-load per unit, but 
it should be recognized that the loyalty 
and intelligence of our associates have 
in themselves made a major contribution 
to this result. This has been particularly 
true in the past year when the volume 
of business has been the heaviest in 
our history. 

New Billing Procedure 

“As a result of a continuing study, 

in billing pro- 
January 1, 


age 14) 


two important changes 
became effective on 


(Continued on 


cedure 
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Legislative Committee 
Ends Sec. 213 Hearings 


McLAIN COMMITTEE’S CHANGES 


Superintendent Bohlinger Final Witness ; 
Roger Hull Gives Cost Figures of 
Proposed Revisions 


The New York State Joint Legislative 
Committee on Insurance Rates and 
Regulation completed its hearings on 
proposed amendments to Section 213 of 
the insurance law, the limitation of ex- 
pense provision, with a one-day session 
in New York, Thursday of last week, 
the final witness being Superintendent 
of Insurance Alfred J. Bohlinger. Sena- 
tor Wm. F. Condon, chairman of the 
legislative committee, closed the hear- 
ings with the statement that as all per- 
sons who desired to be heard had been 
given a hearing it would not be neces- 
sary to meet the second day as sched- 
uled. 

James A McLain, president of Guard- 
ian Life and chairman of the joint com- 
mittee of ALC and LIAA, presented a 
revised draft of proposed changes in 
Section 213 drawn up since the original 
proposals were made before the Con- 
don committee at hearings in Novem- 
ber. Mr. McLain’s statement about the 
changes, which are understood to meet 
questions raised since the previous hear- 
ings, appears under a separate heading 
in these columns. 


Cost to Policyholders 


Roger Hull, executive vice president 
of Mutual Life of New York, who was 


asked originally by the legislative com-- 


mittee to estimate the cost to policy- 
holders of the expense _ limitation 
changes, presented some figures on 
maximum possible increase in cost un- 
der the proposals, allocated according 
to different classifications of expense. 
The total maximum increase in cost, Mr. 
Hull told the committee, assuming every 
company utilized the maximum limit, 
would be $5,630,000 or about 30 cents 
per thousand per annum on new busi- 
ness or a little less than 1% of the pre- 
mium. This is on New York State busi- 
ness only and represents approximately 
one-sixth of the business for the coun- 
try. This question of cost to policy- 
holders was the most pressed matter 
at the November hearings particularlv 
by Senator Louis L. Friedman which 
caused the study resulting in Mr. Hull’s 
figures. When Superintendent Bohlin- 
ger was on the stand he said. in answer 
to questions, that his technicians in the 
Department had checked Mr. Hull’s fig- 
ures and found them substantially cor- 
rect. 

Small Companies Approve Proposals 

Richard B. Evans, president of Co- 
lonial Life of New Jersey, who put his 
company in the “small company” group 
and would speak only for Colonial, gave 
figures showing the company’s margin 
for expense under the present law was 
so limited that if no change is made 
the company would have to get relief 
from the limitation because of the 
amount of new business being written. 
He took occasion while on the stand to 
answer previous implications by Assem- 
blyman Dwyer that the McLain com- 
mittee was “packed” with big compa- 
nies and that the small companies were 
not adequately represented. Mr. Evans 
said emphatically that the smaller com- 
panies were constantly consulted and 
that as a group they had met with Fred- 
erick D. Russell, president of Security 
Mutual Life of Binghamton, a member 
of the McLain committee and that they 
were in accord with the views of the 
committee. 

E. J. Moorhead, executive vice presi- 
dent of United States Life, was called 
to the stand briefly. He told the com- 
mittee that anything he would say 
would be a duplication of his testimony 
before the committee in November. He 
said the proposed provisions would meet 
the need of small companies. 

Senator Friedman asked each of the 
company witnesses if, in their opinion, 





the appointment of a “public” director 
to the board of a company, possibly by 
the Superintendent of Insurance, would 
put a check on objectionable action such 
as extravagance. He has introduced in 
the New York Legislature a bill pro- 
viding for such a “public” director or 
trustee for life insurance companies and 
savings banks. 


Superintendent Bohlinger Heard 


Superintendent Bohlinger was empha- 
tic in denying that the McLain com- 
mittee recommendations “or any other 


proposals” had received the endorse- 
ment of the New York Insurance De- 
partment as had been implied. He re- 
vealed that last fall he had asked M. A. 
Linton, president of Provident Mutual, 
who, he said, had been called the 
“father” of Section 213, to draw up 
suggested amendments to the present 
law rather than make a complete revi- 
sion of the statute. This Mr. Linton did 
in collaboration with Gordon D. Mc- 
Kinney, vice presidennt of Security Mu- 
tual, but there has not been time to 
study this approach to the problems un- 


McLain’s Summary of Sec. 213 Changes 


The proposed revision of Section 213 
by the joint committee of ALC and 
LIAA presented to the Condon commit- 
tee at its hearings in New York, Thurs- 
day of last week, comprises 50 mimeo- 
graphed pages. James A McLain, presi- 
dent of Guardian Life and chairman of 
the joint committee, made a brief state- 
ment before the committee touching on 
the more important changes which fol- 


ow: 

301(7)—A new subsection has been 
added giving the Superintendent author- 
ity to prescribe, for the purpose of Ar- 
ticle IX F, classification of expenses and 
methods to be followed by insurance 
companies in reporting their operations 
under Article 

302(1)—The__ provision that non- 
admitted companies could enter New 
York without revising existing agency 
contracts has been eliminated. 

302(6)—This section, limiting service 
and collection fees to agents to 3% of 
premiums after fifteen years, has been 
rewritten. It is now proposed that one- 
third of the value of such fees may be 
paid as compensation during the first 
fifteen years and that any pait not 
otherwise used will be available to pro- 
vide or augment a plan of security bene- 
fits for agents. 

302(7)(a)(2)—A_ reduction has been 
made in the maximum compensation 
permitted to be paid to agents on 
monthly debit insurance. 

302(10) (a) (3)—One of the limits for 
training allowances previously proposed 
was $5 of the agency expense limit. 
This has been reduced to 4% of the 
first ten million dollars of the limit and 
2% of the excess. The aggregate reduc- 
tion for all companies is approximately 


$4,000,000, based on 1950 figures. 

303(2)(e)—The limit for agency ex- 
penses for each company has been re- 
duced somewhat. For all companies 
combined, the reduction amounts to ap- 
proximately $4,400,000, based on 1950 
figures. 

304(2)(b)—The limit for general ex- 
penses for each company has been re- 
duced. For all companies combined, the 
reduction amounts to approximately $5,- 
700,000, based on 1950 figures. (This in- 
cludes the reduction of $4,400,000 in the 
agency expense limit.) 

306—This section has been consider- 
ably expanded and now limits, in a 
number of ways, the compensation of 
general agents. 

“These are the major modifications of 
our proposal,” said Mr. McLain. “The 
other changes are minor and, since they 
are described in the memorandum pre- 
pared for you, no comment is neces- 
sary at this time. 

“We are also. proposing certain 
changes in Sections 113, 204, 221 and 223 
of the New York Insurance Law. These 
changes are restrictions pertaining to 
group and accident and health insur- 
ance. In addition, we are proposing 
necessary amendments to Section 212, 
214 and 217 required primarily because 
of references to Section 213. 

“The material now being submitted 
to you consists of a detailed statement 
of all changes made since the Novem- 
ber 29 proposal, and a copy of the 
complete proposal with all of the 
changes included therein and also the 
changes in Sections 113, 204, 212, 214. 
217. 221 and 223. The proposed legislation, 
in bill form, will be in your hands early 
next week.” 


Hull Presents Cost On Sec. 213 


Roger Hull, executive vice president 
of Mutual Life of New York, exhibited 
before the Condon committee at its 
hearing on Section 213, a large chart 
showing the cost of putting into effect 
the proposed changes in the expense 
limitation. 

“The committee will recall,” said Mr. 
Hull, “that during the hearings in No- 
vember, I gave some estimates on the 
possible cost to New York State policy- 
holders in the event that the proposed 
legislation should become law. Since 
that time, as Mr. McLain has pointed 
out, there have been a number of 
changes in the proposed legislation 
which have had an effect on cost, and 
furthermore, at the previous hearings, 
the cost figures I gave on agents’ com- 
pensation were based entirely on the 
Ordinarv Life Plan. Since that time, we 
have obtained from the companies fig- 
ures based upon the actual distribution 
of business by plan, and therefore, the 
figures IT wish to present today are con- 
siderably more accurate than the ones 
I was able to present on short notice 
at the November hearings.” 

Following is the maximum possible 
increase in cost. based on 1950 figures, 
to the policyholders in the State of New 
York: 

The maximum increase in 

agents’ compensation over 
the amount now being paid 
1 SSCA lpn qe eater an pie Pep a $3,920,000 
The maximum increase for 


training allowances to new 
EOE ES os oats. os Bamine aac 
Thus, the total possible in- 
crease payable to agents, if 
the maximum limit is used 
by all companies (which is 
not the case under the pres- 
ent law) would be.......... 


1,250,000 


5,170,000 
The increase in Agency Ex- 
pense limits for the compa- 
nies under $1 billion in force 
(limits for companies over 
$1 billion in force will de- 
crease under the proposed 
[fo a | a a oe Ne 
The increase in General Ex- 
pense limits, in addition to 
the increase in Agency Ex- 
pense limits for companies 
under $1 billion in force, 
AMOUNTS £0 ...-ccccescceres 
The estimated increase in com- 
pensation that might be paid 
to General Agents in com- 
panies under $1 billion in 
force under the proposed 
TORISIAMON 1945) nce cw aatnns.c 


240,000 


80,000 


140,000 


Thus, the total maximum in- 
crease in cost, assuming that 
every company utilizes the 
maximum limit would be... $5,630,000 
This amounts to about 30 cents per 
thousand per annum on new insurance 
to be sold in the future, or a little less 
than 1% of the premium. 


der the expense limitation law. 
In response to questions by Commit- 
tee Counsel Paul L. Bleakley, Superin- 








. 
Action Expected on Sec. 213 

Albany—The New York Joint Legisla- 
tive Committee on Insurance Rates and 
Regulations headed by Senator Wm. F. 
Condon as chairman, held an executive 
session here on Tuesday following the 
closing of hearings on Sec. 213 in New 
York last Thursday. It is understood 
that the committee will introduce a bill 
to provide relief for small companies 
whose margin of expense under Sec. 213 
is small and are pinched by the amount 
of new business currently being written. 
It is also understood that some members 
of the committee feel that the companies 
did not make strong enough case for 
their general proposals which are in- 
cluded under the designation of Article 


IX-F, 








tendent Bohlinger said that Section 213 
las been criticized as complex. 

“It is necessarily complex,” he said, 
“designed as it is to cover all types of 
companies and classes of business—par- 
ticipating, non - participating, branch 
office operation and general agencies, 
life insurance, accident and_ health, 
Group life and Group accident and 
health. I would question that the pro- 
posals made here are not complex. T 
am not inferring that there are no in- 
firmities in Section 213. Any legislation 
on this matter would develop infirmi- 
ties.” 

Some Infirmities of Section 213 

Asked by Counsel Bleakley to tell 
some of the infirmities of the present 
law, Superintendent Bohlinger said that 
Section 213 was designed to meet what 
was considered normal conditions at the 
time; it contemplates orderly develop- 
ment of the life insurance business. In- 
stead, life insurance has grown by leaps 
and bounds. There has been a tremen- 
dous increase in volume which has cre- 
ated problems. The formula of the ex- 
pense limitation is geared to insurance 
in force and not to sharp increases in 
new business. A company which does 
not have large insurance in force, yet 
experiences a large increase in new busi- 
ness, is in a difficult situation. 

Another point brought out by Super- 
intendent Bohlinger was the matter of 
setting a proper training allowance in 
view of the “extremely high” termina- 
tion rate of new agents which he placed 
at close to 75% in the first three years 
which is very costly, he said. The com- 
panies must compete with other indus- 
tries in the terms of employment and 
the training offered. He said there is 
no provision under the present law for 
a company to charge off training as 
such: it must come out of general ex- 
pense. ; ; ; 

“It is a question if changing train- 
ing allowance is going to solve the turn- 
over problem,” said the Superintendent 
“Also, perhaps it would be fair to say 
that changes in the training allowance 
could be effected by amendment of the 
existing law.” 

There are some special problems as to 
general agencies touched on by Super- 
intendent Bohlinger. In an expanding 
company it takes time before a new 
eeneral agency can develop enough busi- 
ness to pay. The larger companies can 
meet this situation by transferring a 
block of old business to keep the agency 
going. A smaller company will not be 
able to do this. Companies handle gen- 
eral agency expense differently. In cases 
of termination of the agent the renewal 
commissions could be paid to the gen- 
eral agent. 

The Superintendent said it was the 
new and small companies that need re- 
lief. The large companies can operate 
under any expense limitation provision 
as they have large margins to spare. A 
further complication was the current 
great activity among companies in de- 
veloping disability insurance. He added: 
“The companies should be highly com- 

(Continued on Page 10) 
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Pearce Shepherd Reviews H.O. 


Underwriting at Toledo Meeting 


Says Growing Insurance Needs Must Be Met; Sees Marked 
Changes Through 20 Years in Disability Income, Medical 


and Financial Underwriting and Brokerage Situations 


The job of the life insurance business 
is to make the public want what the 
business knows the public needs, said 
Pearce Shepherd, vice president and ac- 
tuary of The Prudential, in a talk be- 
fore the Toledo Life Underwriters As- 
sociation, February 15. In terms of what 
life insurance in force will buy the busi- 
ness has lost ground in recent years. 
“We know it is a mistake to measure 
a man’s life insurance in terms of dol- 
lars,” said the speaker. “It should be 
measured in terms of what it will do. 
It is just as much of an error to look 
at the total amount of life insurance in 
force in terms of dollars, instead of in 
‘bread, meat and potatoes.’ In terms of 
bread, meat and potatoes, as well as of 
shelter and clothing, we have not met 
our obligations to the public.” 

Mr. Shepherd divided his talk into 
discussion of four divisions: disability 
income, medical underwriting, financial 
underwriting and brokerage. He did this 
in the form of a review of operations 
during past two decades. 

Disability Income No Longer Minor 

Factor 

For all practical purposes, disability 
income was cut out in 1931. “I do not 
mean to slight the companies that did 
continue on a _ restricted basis—those 
that had the courage to trim their sails 
but not abandon ship,” he said. “But for 
the most part, disability income became 
a minor factor in life insurance selling.” 

Now, companies are returning to this 
field. Those that continued the dis- 
ability income benefit are liberalizing 
it and getting it back to the point where 
it again resembles the benefits aban 
doned 20 years ago. Other companies 
are going into the sickness and acci- 
dent business as their answer to the de- 
mand for protection against “living 
death.” “What we have come to realize 
is that we know the mistakes that we 
made, we know the dangers and we 
think we can avoid them,” said Mr 
Shepherd. “We have the experience of 
over 20 vears to look back upon and we 
can build a sound disability income busi- 
ness or a sound sickness and accident 
business on the basis of that experi- 
ence.” 

Few Now Uninsurable 

Commenting on medical ane 
Mr. Shepherd said there is little chance 
that an uninsurable risk will get rs all 
the various requirements the business 
now has when a large amount of insur- 
ance is applied for. “We look them over 
carefully, get our special tests, and are 
sure of our ground before we give an 
approval,” he said. “Knowledge of elec- 
trocardiograms and X-rays is accumu 
lating all the time and this increased 
knowledge does not lead to stricter un- 
derwriting but rather to more liberal 
underwriting.” Continuing he said: “We 
have seen the range of substandard risks 
which are considered insurable’ ex- 
tended to the point where to all intents 
and purposes we are willing to quote 
any price which the applicant should 
be willing to pav excent in the few most 
extreme cases. This is an area of un- 
derwriting where there has to be solid 
foundation of experience, and we have 
it today.’ 

The Large Risks 

Discussine financial underwriting—the 

questions of insurable interest and over- 
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insurance, these are particularly impor- 
tant, he said, where a large amount is 
applied for. In the later ’20’s it became 
obvious that a one-year suicide clause 
was not enough and that making a 
policy incontestable after one year in- 
vited anti-selection. The two-year pe- 
riod generally permitted by law has 
since become standard practice. 

“The inspection service we get today, 
particularly with reference to fin incial 
information is quite different service 
from that for which we were paying in 
1928 and 1929,” he said. “Then a one- 
sheet report with a statement that the 
earned income is $10,000 or more would 
be taken as adequate evidence for a 
sizable line of insurance. Now we get 
more accurate figures from the inspec- 
tion company—many times based on a 
frank and complete interview with the 
proposed insured. We get help from 


our managers or general agents—and 
sometimes from other sources. We all 
know today that the amount of life in- 
surance must bear a reasonable relation- 
ship to the finances of the proposed in- 
sured. Ability to pay premium is not 
in itself sufficient as it was at one time.” 
Stepping Up Retentions 

While 20 years ago companies were 
reducing their retentions, today, with 
the growth of the business and the 
larger amounts necessary, companies 
are stepping up their retentions. The 
Prudential established a $500,000 maxi- 
mum four years ago. The jumbo risk 
is not turned away at the door any 
longer. He is brought in, looked at care- 
fully, appraised on his merits. “We are 
sticking to the principle that the amount 
of insurance we grant must first be 
based upon sound and insurable inter- 
ests, and, second, have a reasonable re- 
lationship to the loss of income or loss 
of abilities that death takes away,” he 
said. 

Desirability of Brokerage Business 

Reviewing the brokerage business Mr. 
Shepherd said that four years ago 
Gerald A. Eubank of the Downtown 
Agency in New York, asked the com- 
pany what it thought of brokerage busi- 
ness and Mr. Shepherd answered say- 
ing that the company thought from 
study that it could underwrite such busi- 
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ness with confidence. This situation pre- 
vails today. The speaker said he noted 
that many companies were announcing 
they were sympathetic with the idea of ac_ 
cepting brokerage business. The Pruden- 
tial years ago looked into the mort: ality 
coming to it from brokerage sources and 
compared it with the mortality it was 
getting from its full-time Ordinary 
agency staff. It found a high mortality. 
“But the remedy proposed,” said Mr. 
Shepherd, “was one aimed at correcting 
defects in selection of applicants for 
large amounts of insurance, no matter 
where they came from. That is true ex- 
cept for one step—The Prudential did 
discontinue doing business with five 
brokers. Several years later it repeated 
the study again in even greater detail 
and with more experience in front of it. 
It found that the business selected from 
1932 on from brokers gave the company 
a slightly lower mortality than the busi- 
ness it had taken from its special agents, 
The volume over those years was almost 
evenly divided between special agents 
and brokers. We concluded that we 
were on sound ground in continuing to 
welcome brokerage business and we 
have continued to do so ever since.” 
Prudential studies have covered three 
classes of brokers: agents of other 
companies who gave Prudential surplus 
business; general brokers who gave the 
company most of their life insurance; 
and brokers who distributed their life 
business to several companies. “We 
found,” said the speaker, “that we need 
not be afraid of any of these classes.” 
In the last decade the comnany has 
(Continued on Page 11) 


N. Y. Assn. Against Delay In 


Passing New Expense Law 

The New York State Association of 
Life Underwriter will push for imme- 
diate enactment bv New York State 
legislature of the bill calling for adjust- 
ment of expense limitations in the life 
insurance business. Announcement of the 
Association’s decision was made in Buf- 
faol this week by W. Merle Smith, 
president of the Association, following 
a special meeting of the Association’s 
executive meeting. 

Mr. Smith said that the bill coming 
before the legislature has been processed 
for more than three years by various 
interested groups representing the best 
thinking of the entire life insurance 
business. Its purpose, he stated, is to 
adjust the limitation on expense so as 
to give necessary relief to the smaller 
companies operating in New York State, 
enable the companies to train new 
agents more thoroughly and make it pos- 
sible for companies, if they wish, to pay 
slightly more to their agents. The justi- 
fication for a somewhat higher commis- 
sion scale, he said, lies in the increase 
that has occurred in the agent’s cast 
of doing business. 

The maximum possible increase of 
cost, under the new bill, Mr. Smith said, 
would be about 30 cents per $1,000 of 
insurance, or roughly, a 1% increase in 
gross premiums. It would apply only to 
new insurance issued in the future. 


Sec. 213 Committee 


(Continued from Page 9) 





mended for going into the accident and 
health insurance field.” 

Simon Wyman, president of a minor- 
ity group of Equitable Society agents, 
was rebuked by the committee for mak- 
ing extravagant charges not substan- 
tiated by facts. David I. Shapiro, as- 
sistant counsel of a CIO agents union 
and James Hanover of the N. Y. State 
Federation of Labor, appeared, also a 
couple of Prudential agents now on 
strike. 
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Many Insurance Men in 
1952 Red Cross Appeal 


LINCOLN NEW YORK CHAIRMAN 





Herd, Josephs and Homans Insurance 
Division Chairmen; Volunteers 


Luncheon at Waldorf 





Following a Red Cross volunteers’ rally 
and luncheon in Grand Ballroom of Wal- 
dorf-Astoria, Leroy A. Lincoln, who heads 
the 1952 Red Cross Fund appeal in 
New York, and who is chairman of Met- 
ropolitan Life, announced the formation 
of three insurance committees for the 
Red Cross campaign in March. Chair- 
men of these committees are J. Victor 
Herd, executive vice president of Amer- 
ica Fore Group who will direct all gen- 
eral insurance activities for Red Cross; 
Eugene V. Homans of Prosser & Ho- 
mans, Equitable Society, who heads the 
life insurance agencies committee and 
Devereux C. Josephs, president, New 
York Life, who will be chairman of the 
life insurance companies division. 

Serving with Mr. Herd on the gen- 
eral insurance committee are Robert J. 
arr, assistant vice president, Liberty 
Mutual; J. Arthur Bogardus, chairman, 
Atlantic Mutual; Harold C. Conick, U. 
S. manager, Royal-Liverpool Group; 
Roy N. Jenkins, president, Alexander & 
Alexander, Inc.; Walter D. Owens, 
president, United States Casualty; Ed- 
ward I. White, president, White & 
Camby, Inc.; and T. Morgan Williams, 
vice president, Home. 


Some Other Committeemen 


Those serving with Mr. Homans on 
the committee for life insurance agen- 
cies are Osborne Bethea, Prudential; 
Joseph V. Davis, Equitable Society; 
Matthew J. Lauer, Continental Ameri- 
can; Arthur W. Schmidt, New England 
Mutual; Louis W. Sechtman, Aetna; 
George P. Shoemaker, Provident Mu- 
tual; Edward J. Sisley, Travelers; and 
H. Rowland Vermilye, Penn Mutual. 

The national goal for Red Cross is 
$85,000,000, New York’s 1952 target is 
$6,700,000. Principal speaker at the Wal- 
dorf-Astoria luncheon was Lieutenant 
General Albert C. Wedemeyer, retired, 
who achieved World War II fame in 
the China theatre. The band of the U. 
S. First Army played the national an- 
them during the luncheon. 


Lincoln Tells of Red Cross Work 


In his opening remarks at the Wal- 
dorf-Astoria luncheon Leroy A. Lincoln 
told of the great responsibilities of the 
Red Cross which during the present 
period of half-peace and half-war have 
largely increased. He said there were 


300 major disasters each year in this 





Pearce Shepherd 


(Continued from Page 10) 


been satisfied to keep an eye on its 
large amount of experience and found 
it has continued good so it has not con- 
sidered it necessary to make a special 
study of brokerage business again. 

_The Prudential knows, continued Mr. 
Shepherd, that brokerage business does 
not grow on trees; that it must be cul- 
tivated and in face of competition grow- 
ing stiffer all the time. The agency 
which seeks to develop brokerage busi- 
ness must be prepared to give the gen- 
eral insurance broker the specialized 
service his client needs and demands. 
Some companies give this service 
through an assistant manager or super- 
visor who devotes full-time to develop- 
ing brokerage sources. Some establish 
entire agencies to develop this business. 
“It has even been suggested,” he said, 
‘that ultimately we may find a high 
ranking home office official whose job 
't 1s to develop this additional source 
of life insurance.” 


country in each of which Red Cross 
plays a relief role. No American city 
has a greater or more varied need for 
Red Cross than New York with its mili- 
tary and naval installations, its port 
of entry, its large veteran population and 
its complex business and industrial life. 
He introduced Deputy Mayor Charles 
Horowitz who promised the city’s hearti- 
est cooperation in the March campaign. 

Next, Chairman Lincoln introduced Lt. 
General Albert C. Wedemeyer who 
among other things said: “Of all our 
secular institutions the Red Cross is 
outstanding, as it exemplifies in a prac- 


tical way mercy and compassion to those 
overwhelmed by forces beyond their 
control. The Red Cross management of 
the nation’s blood bank has saved count- 
less lives and brought hope to many suf- 
ferers on the battlefields of World War 
II and Korea. It is a practical illustra- 
tion of the great American virtue of mu- 
tual helpfulness which has come down to 
us from pioneer times. There are no 
barriers of race or creed within its all- 
encompassing arms. When need strikes, 
all men are considered and treated truly 
as brothers.” 

Martha Wright of “South 


Pacific” 





read a piece symbolizing Red Cross. 

E. C. McDonald, second vice president 
of Metropolitan Life, is Deputy Greater 
New York chairman of the 1952 Greater 
New York Red Cross campaign. John 
S. Sinclair, president, National Indus- 
trial Conference Board, is national chair- 
man of the 1952 Red Cross Fund cam- 
paign. 


NAPOLEON MEYERS DIES 
Napoleon Meyers, 89, New York Life. 
3uffalo, died there recently after an ill- 
ness of three months. 





That Extra Something 


OvcciweNTAL POLICYHOLDERS find 
it, among other places, in the Income 
Disability benefit they may add to their 
Term insurance. 


For Income Disability, like the Term itself, 
is convertible. And if the policyholder 
gets disabled, conversion becomes auto- 
matic—like this: Upon the Term policy’s 
expiry while its owner is disabled, the 


insurance is automatically converted to 
Ordinary Life, the monthly income is 
continued and the higher premium on 


the new policy is likewise waived. 


Just another way of providing “More 


Peace Of Mind Per Premium Dollar.” 


A Star in the West...~ 


OCCIDENTAL LIFE insurance saenliatcs csi 
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State Mutual Makes 
Home Office Changes 


TITLES OF SIX NEW OFFICERS 
Arthur W. Siennt Cantal Vice Presi- 
dent and Secretary; Three Others 
Are Advanced 


Arthur W. Johnson was elected vice 
pre sident and secretary of State Mutual 
Life, Worcester, last week. Three others 
were advanced and six new officers were 
named. A. George Bullock was_ nz amed 
assistant treasurer and manager securi- 
ties department, Lorne S. Stone was ad- 
vanced from assistant to associate un- 
derwriting manager and Richard H. 
Wilson promoted to assistant treasurer 
and assistant manager, securities depart- 
ment. ; a 

Titles were given to six new officers 
as follows: Abbott P. Allen, assistant 
manager underwriting department, 
group division; George D. Blakeslee, as- 
sistant treasurer and assistant manager 
mortgage loan department; Everett F. 
Greenleaf, manager claim department, 
Group division; James J. Kane, Jr., as- 
sistant manager underwriting depart- 
ment, Group division; William F. Mc- 
Avoy, assistant counsel, and Franklin 
Wyman, Ir., assistant controller. 


Careers 


Arthur W. Johnson joined State Mu- 
tual in 1930. A graduate of Massachu- 
setts Institute of Technology, he en- 
gaged in industrial engineering for sev- 
eral years, later specializing in office 
equipment and methods. During World 
War I he was commissioned an ensign 
and served in the submarine service of 
the Navy. He was then engaged by 
State Mutual to organize a central pur- 
chasing department and given the title 
of purchasing agent. In 1940 he was 
made assistant secretary. He was pro- 
moted to assistant secretary and as- 
sistant treasurer in 1946 and made sec- 
retary in 1950. He has served as chair- 
man of the planning board, chairman of 
the building committee and member of 
the compensation committee. As vice 
president and secretary he heads the 
administrative division of the company. 

A. George Bullock came to State Mu- 
tual in 1931 directly after his graduation 
from Harvard College. He joined the 
Army Air Forces in 1942 and spent 18 
months in the European Theatre of Op- 
eration being separated as a major. Mr. 
3ullock is a director of the Merchants 
and Farmers Mutual Fire Insurance Co. 
and Norwick & Worcester Railroad Co. 

Lorne S. Stone is a native of Minne- 
sota and graduated from the Business 
Administration School of the University 
of Minnesota in 1940. Before joining 
the Armed Forces in 1942, he was as- 
sociated with the Universal Credit Co., 
traveling in three-mid-western states 
After three and a half years in the 
Army Air Forces, Mr. Stone joined the 
State Mutual as an underwriter. He 
was advanced to a senior underwriter in 
1949 and to. assistant underwriting 
manager in 1950. He is a member of 
the Home Office Life Underwriters As- 


sociation and the Institute of Home 
Office Underwriters. 
Richard H. Wilson graduated from 


Harvard College in 1937 where he ma- 
jored in economics. From 1937 to 1942 
he was an investmennt analyst for Lib- 
erty Mutual. He joined the Navy in 
1942 and served overseas in the South 
Pacific and Australia, being released to 
inactive duty in 1945 as a lieutenant. 


eaiiainieemmmeaes 


ARTHUR W. 


JOHNSON 


Mr. Wilson joined the State Mutual in 
1946 in the financial division as an in- 
vestment analyst. 

Abbott P. Allen started with State 
Mutual in the renewal department and 
later spent four years in the field. Re- 
turning to the home office in 1941 he 
joined the actuarial division. For the 
past four years he has been in the 
Group division advancing to assistant 


manager Group underwriting depart- 
ment in 1950. Mr. Allen served in the 
Asiatic Pacific Theatre during World 


War II and was attached to the Army 
Signal Corps. He is a past president of 
the State Mutual Fellowship Club. 

George D. Blakeslee graduated from 
Wesleyan University in 1933. He re- 
ceived an M.B.A. degree from Harvard 
Graduate School of Business Adminis- 
tration in 1937. Prior to his entry into 
military service, he was engaged in real 
estate management. He served 17 months 
overseas with the 5th Division in the 
Furonean Theater. Mr. Blakeslee ioined 
the financial division of State Mutual 
in 1946. 

Everett F. Greenleaf graduated from 
Brown University in 1941 where he was 
elected Phi Beta Kappa. He entered 
Harvard Business School in 1941 but 
was called to active duty with the U. S. 
Navy in 1942. Servine for four vears 
he commanded a ship in the Pacific and 
was decorated for heroism against kami- 
kaze planes at Okinawa. In 1946 Mr. 
Greenleaf entered Harvard Law School 
and graduated in two years attaining 
membership in the Massachusetts Bar 
Association the same vear. After a vear 
with a Boston law firm, he joined State 
Mutual in 1949. He is now man; uger of 
the claim denartment—Groun division. 

James J. Kane, Jr. graduated from 
Northeastern University where he stud- 
ied law. Mr. Kane entered the service 
in 1942 as a private and was discharged 
as a captain. Previous to joining State 
Mutual in 1947 as claim examiner he 
was associated with Milton Bradley Co. 
in Springfield. He became head of the 
Group claim department in 1948 and in 
the same year was admitted to the 
Massachusetts Bar Association. In Jan- 
uary, 1950, he was transferred to the 
Group underwriting department and ad- 
vanced to assistant manager. 

William F. McAvoy graduated from 
University School of Law where in 1947 
he received his LL.B. degree. He was 
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Joins Occidental Life 
Don F. 
vertising and 


Sorensen has joined the ad- 
public relations depart- 
ment of Occidental Life of California. 
Advertising director is H. D. Trueblood. 

Mr. Sorensen’s duties with Occidental 
Life’s home office will include coordinat- 
ing the firm’s news bureau and_ public 
relations activities in 39 states, the ter- 
ritories of Alaska and Hawaii, and the 
Philippines. 

For the past 15 months director of 
Angeles 
Commerce, Mr. 
Sorensen graduated from the School of 


relations for the Los 
Chamber of 


public 
Junior 


Journalism at the University of Southern 

California in 1950 and attended the Uni- 
versity of Wisconsin and Los Angeles 
City College. 

He is a member of Sigma Delta Chi, 
national honorary journalism fraternity, 
Southern California Industrial Editors 
Association, and International Council of 
Industrial Editors. 





admitted to the practice of law in April, 
1947, a month after he joined the law 
division of State Mutual. Mr. McA Avoy 
served in the Navy in both the Atlantic 
and Pacific Theatres 

Franklin Wyman, Ir., attended Har- 
vard College and graduated from the 
Harvard Graduate School of Business 
Administration in 1943. He served in 
the U. S. Navy durine World War II 
and was separated in 1946 with the rank 
ef lieutenant. Prior to coming to State 
Mutual in December, 1950, he was asso- 
ciated with the General Radio Co. Since 
1947 he has been an instructor in the 
evening division of the College of Busi- 
ness Administration of Boston Univer- 
sity. 


Wisconsin Nat’! Leaders 

The Andrew R. Mason Agency, Wis- 
consin National Life, Flint, Mich., was 
the leading agency for 1951 in life 
production. Mr. Mason was the leading 
individual life producer and also the 
leading individual combined life and 
accident and health producer for the 
year. 

The C. E. Schwalm Agency, 
burg, Ill, was the leading agency in 
accident and health production and Na- 
than E. Ziskind, Sheboygan, Wis., was 
the leading individual accident and health 
producer for the year. The W. T. Smith 
Agency, Indianapolis, was the leading 
agency in combined life and accident 
and health production for 1951. 

Plaques are being prepared and _ will 
be presented to the individuals person- 
ally by Vice President and Director of 
Agencies William J. W. Merritt. 


Gales- 


Win Aetna Certificates 


Three general agencies of the Aetna 
Life have been awarded certificates for 
producing outstanding agency bulletins 
during 1951. 

Receiving the award for the second 
consecutive year was the Rayford B. 
Hills agency, Dallas, publishers of the 
“Heart Beat.” Other winners were the 
Campbell & Vineyard agency, Little 
Rock, which puts out the “Aetua-gram,” 
and the James P. Graham, IJr., agency. 
Baltimore, publishers of the “Maryland 
Meteor.” 

The annual awards are based unon 
excellence and effectiveness in design, 
in presentation of contents, and in in- 
terpretation of agencv policies and 
plans. 
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Linton 4-Point Program 
To Fight Inflation 


A CHECK AGAINST COMMUNISM 





In Annual Report of Provident Mutual 
Life President D U t d Eco- 
nomic Policy; Company’s Fine Year 








“Inflationary dangers, expressing them- 
selves in rising living costs, are still 
a menace to the economy of this coun- 
try,’ M. Albert Linton, president of 
Provident Mutual Life, told policy own- 
ers at the company’s annual meeting. | 

After reporting that the company’s 
insurance in force during 1951 reached 
a new high of $1,447,600,000, and that its 
billionth dollar in policy owner benefits 
had recently been paid, Mr. Linton advo- 
cated a four-point anti-inflation program 
which he urged: 

1. That the Government waste be 
eliminated and non-essential Government 
spending cut to the bone. “A con- 
tinuation of our program of overspend- 
ing gravely endangers our economic 
strength,” he said. “In order to do the 
job cut out for us, the nation needs 
great economic strength as well as 
adequate military power.” 

2. A Federal budget, balanced to the 
maximum extent possible by the im- 
position of properly devised taxes. “It is 
a question of choosing between two un- 
pleasant things,” he said, “an adequate 
tax now, or deficit financing resulting in 
more infiation—and ultimately greater 
hardship.” 

Credit Control Program 


3. A credit control program that will 
prevent unwise expansion of business 
enterprise and the use of labor and 
materials without increasing commensu- 
rately the production of necessary con- 
sumers’ goods and services. Mr. Linton 
explained that the life insurance com- 
panies of this country have approved 
and beocme part of the program of 
voluntary credit control fostered by the 
Federal Reserve System with this ob- 
jective in mind. 

4. The holding of wages within proper 
limits was the fourth point advocated 
by Mr. Linton. “Had the post-war wage 
level been held until increased efficiency 
in production permitted increases in pay 
to be absorbed without increasing prices, 
the country would be far better off than 
it is today,” he said. 

“Tt is ironical,’ Mr. Linton asserted, 
“that while the great majority of Ameri- 
cans—businessmen, farmers, labor union 
members, and government office holders 
alike—are decrying the menace of Com- 
munism, we have been guilty of follow- 
ing unsound economic policies that play 
directly into Communists’ hands. One of 
their fundamental aims is to cause the 
economic and political systems of the 
free-enterprise nations to be so weak- 
ened that dictatorship may be substi- 
tuted for individual freedom. In the pur- 
suit of this objective, the Communists 
do not rely upon military weapons alone. 
Their aims would be greatly furthered— 
and perhaps attained—if through our 
own acts we allowed inflation to sap our 
economic strength.” 


Increase in Taxation 

Commenting on life insurance costs, 
Mr. Linton explained that one of the 
important elements determining the cost 
of life insurance to policy owners is 
the rate of interest earned upon a com- 
pany’s assets. Interest rates, largely as 
a result of Governmental policy, were 
reduced to abnormally low levels in the 
depressions of the 1930’s and during the 
subsequent war years. This reduction 
alone has, over the last decade, in- 
creased by several billions of dollars the 
cost of life insurance to the policy own- 
ers of this country. While in recent 
years there have been moderate in- 
creases in the interest returns on life 
surance investments, beginning in 
1949, there have been concurrent in- 
creases in the Federal Income Taxes 
levied upon the net investment incomes 
of the companies. These taxes have 
largely offset the gains from higher in- 
terest returns. 


Tri Cities Sales Congress 

All Southland Life field reprersenta- 
tives in the company’s Central, East, 
North, Northwest, San Antonio, South 
and Southeast Texas Territories (head- 
quarters in Austin, Tyler, Dallas, Fort 
Worth, San Antonio, Corpus Christi and 
Houston, respectively) were invited to 
attend that session of the Tri Cities 
Sales Congress held nearest their home 
location, according to an announcement 
by John W. Carpenter, president of 
Southland Life. The Congress was held 


in San Antonio, February 7, in Houston 


on February 8, and in Dallas on Feb- 
ruary 9, 

In addition to the opportunity of 
hearing nationally known speakers and 
leaders in the life insurance industry, 
Southland Life representatives 
guests of Mr. Carpenter at a special 
luncheon held in each of the key cities 
on the day the Congress convened there. 
At the Southland Life luncheons plans 


were 


for future company expansion were dis- 
cussed. 


C. R. Connell Appointed 

C. R. Connell has been named general 
agent for Pacific Mutual Life at Colum- 
bus, Ohio. The appointment, according 
to Fred S. Sibley, Pacific Mutual’s su- 
perintendent of agencies, is in the na- 
ture of a promotion for Mr. Connell, 
made 





who has outstanding record 
on the sales staff of the Sulier general 
agency, Toledo, for the past five years. 


Previously he was in the Navy, having 


an 


left school to enter the service at the 
outbreak of war in 1941, 








HIGHLIGHTS OF OUR 106th YEAR 


Here are reasons for the rapid growth of 


@ New Insurance — $257,446,165 


@ Insurance in Force — $2,273,170,774 

@ Reserves for 1952 Dividends — $13,305,000 
® 

@ Total Income — $138,606,349 


@ Total Assets — $888,351,139 
© Surplus — $45,380,525 ... 
* 


the Company’s business: 


2. 


4. 


5. The Company’s sound financial condition. 


Exceptionally wide range of plans for all ages — 
ages 0-70; broad limits up to $250,000. 


A variety of liberal income settlement options — 
available to both individuals and corporations. 


An agency force well qualified by 
experience — to fit the various plans of 
income settlements to the needs of the 


Low cost of benefits — made possible by five dividend 
increases to both old and new policyowners since 1943. 


Interest on Dividend Accumulations 


see eee ee eee 


Net Interest Rate Earned before Federal Income Tax, 3.68% 


a oe 


Up $15,810,188 over 


Up $161,474,698 over 


Up $1,125,000 over 


Up $7,500,534 over 
Up $51,151,717 over 


Interest on Settlement Incomes 


1950 


Paid to Policyowners and Beneficiaries — $68,984,837 .... Up $4,394,549 over 1950 


1950 


1950 


Up $2,520,313 over 1950 


after, 3.52% 


..3.25% 








$205.5 


training and 
insurance and 
individual. 





NEW LIFE INSURANCE SALES... MILLIONS OF DOLLARS 


$211.0 


$257.4 
$241.6 
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Appointed General Agent 





HARRY L. HILL 


Harry L. Hill has been named as gen- 
eral agent at Washington, D. C., for the 
Massachusetts Protective Association, 
Inc. and the Paul Revere Life. He suc- 
ceeds Homer N. Nick, who recently re- 
signed to devote his time to personal 
production. 

A graduate of the University of Rich- 
mond, Mr. Hill entered the business with 
the Travelers, serving first as field as- 
sistant and later as assistant manager 
and manager of the life, accident and 
Group department of its New York of- 
fice. Subsequently he represented the 
Royal-Liverpool Group as home office 
representative and the Loyal Protective 
Life of Boston as regional superintend- 
ent of agencies. 

Mr. Hill joined the Worcester, Mass., 
insurance companies in January, 1951 
and, prior to his recent appointment, 
served as field supervisor in their East- 
ern territory. 


Joins 30-Year Club 





Cosmo-Sileo 


T. E. Lovejoy and 
J. T. Schubert 


Joseph T. Schubert of the Manhattan 
Life’s home office has rounded out 30 
years’ service with the company and 
becomes eligible for the 30-Year Club. 
He is shown here receiving his member- 
ship card from Thomas E. Lovejoy, Jr., 
Manhattan Life president. Senior mem- 
ber of the club is Frank McKendrie. 
Presentation was made at a luncheon of 
club members at the New York Athletic 
Club. 
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Yes. The Manhattan Life’s 
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New Enéland Mutual 


(Continued from Page &) 


1952, which we expect to result in 
substantial savings of both time and 
money. These involved the discontinu- 
ance of sending premium receipts, un- 
less requested, to members who pay 
premiums by check or money order, and 
reminder notices to those who have 
delayed paying their premium. Expe- 
rience has shown that such _ notices 
are unnecessary and are seldom used 
by other businesses. 

“A notice will continue to go, of 
course, to the member whose premium 
is not paid by the end of the 31-day 
period of grace. In this connection, it 
is worthwhile pointing out that New 
England Mutual is one of a very few 
companies which allow an additional 31 
days after the grace period in which 
the insured may reinstate a lapsed policy 
without evidence of insurability.” 


Strengthening of Surplus 


In discussing the subject of surplus 
the New England’s executives said: 

“It is axiomatic that if a company 
is to be competitive and to render sound 
life insurance protection it must be 
financially strong. It must have the 
resources to meet whatever strains may 
arise. Surplus, which measures the ex- 
cess of assets over obligations, is the 
most important buffer to absorb unusual 
losses, such as those which occurred 
because of the heavy death rate during 
the influenza epidemic of 1918, or the 
shrinkage of investment values during 
the depression of the 1930's. Surplus, 
therefore, is one indication of financial 
strength. It should also be borne in 
mind that surplus, like policyholders 
reserves, is invested and contributes to 
the total interest earned, and to the 
mutual benefit of all policyholders.” 

During the depression the New Eng- 
land Mutual made substantial with- 
drawals from surplus. “This is exactly 
what the surplus was set up for,” said 
the New England Mutual’s executives- 
“to absorb losses when they occurred. 
By the end of 1937 surplus had been 
reduced to 3.8%, from 7.66% of assets, 
which it was in 1929. 

“One of our first objectives since the 
depression has been to take advantage 
of better business and financial condi- 
tions to restore surplus, also that we 
would be even better prepared to 
weather any new storm that might blow. 
This restoration took a long time, 
chiefly because the extremely low levei 
of interest rates prevailing throughout 
the period adversely affected investment 
earnings. At the end of 1951 our surplus, 
consisting of $19,000,000 investment fluc- 
tuation fund and $68,310,724 unassigned 
surplus, came to $87,310,724, which was 
exactly 7% of our assets. While we be- 
lieve this ratio of surplus to assets is 
adequate under conditions as we now 
see them it is only one of the several 
steps we have taken to strengthen our 
financial position. 

“Life expectanacy has risen very rap- 
idly in recent years, more rapidly than 
has been assumed in calculations made 
when many of our older policies were 
issued. This has resulted in increased 
savings from mortality because our aver- 
age policyholder has lived longer and 
therefore paid premiums over a longer 
time than had been anticipated. On the 
other hand, increased life expectancy 
has had exactly the opposite effect in 
the case of those who have purchased 
annuities, or those who as life insurance 
beneficiaries have elected to receive a 
guaranteed income for life rather than 
the entire face amount of their policies 
in cash. Since these people are tending 
to live longer, we shall have to dis- 
burse more money than had originally 
been expected. We have prepared for 
this future contingency, therefore, by 
strengthening these annuity and life in- 
come reserves. 


Favorable Current Position 
“Not included in our surplus funds, are 
two special reserves totaling $12,539,612, 
which have been set up further to cush- 
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jon fluctuations in our securities in- 
vestments. These various reserves, in 
addition to the increase in our surplus, 
have placed us in the best financial 
position we have enjoyed in many years. 
We do not, however, contemplate build- 
ing up our reserves to levels beyond 
those needed to assure security, and we 
have very much in mind the desirability 
of paying the maximum dividends con- 
sistent with safety. 

“In addition to the increase in mor- 
tality savings, three other factors affect- 
ing future dividend decisions should be 
mentioned. One is favorable, the others 
unfavorable. On the favorable — side is 
the recent upturn of interest rates. The 
trend turned as far back as 1947, but it 
was not until this past year, and par- 
ticularly the latter half of the year, that 
the rise in rates became of real signifi- 
cance. Our rate of return, after in- 
vestment expenses, but before Federal 
Income Tax, was 3.37% last year as 
compared to only 3.07% in 1947, the 
low year. This change may seem minor, 
but the increase in rate of return last 
year on our total assets as compared 
to the rate in 1947 is equivalent to 
$3,763,000 of added income. 

Federal Taxes Increasing 

“Offsetting, at least in part, the more 
encouraging outlook for investment in- 
come is the increased Federal income 
tax load of the company, which on our 
1951 operations amounted to $2,320,000, 
as against $1,229,683 on our 1950 opera- 
tions. If the tax were charged against 
investment earnings, it would reduce 
our 1951 net rate of return from 3.37% to 
3.17%. The law, as it affects life insur- 
ance companies, was revised again last 
year on an interim basis. It is of the 
greatest importance to the more than 
86,000,000 life insurance policyholders 
of this country that an equitable and 
permanent life insurance tax bill be 
passed. In so doing, Congress should 
have in mind that the money with which 
a mutual life insurance company pays 
such a tax is money which otherwise 
would be applied in the direct interest 
f policyholders. 

“The other partial offset to improved 
investment earnings has been the steady 
rise in all costs and operating expenses. 
Like all businesses, we are subject to 
this inescapable upward cost trend. For- 
tunately, however, it does not affect a 
life insurance company to the extent that 
it does an industrial business, which 
must pay out a major part of its income 


for raw materials, power, transporta- 
tion and wages. Neverthless, it is an im 
portant factor, and we _ have taken 


steps during the vear to increase our 
operating efficiency and to hold down 
expenses are discussed elsewhere in this 
report. 

Must Prevent Further Decline of Dollar 

“Probably the one development that is 
of greatest concern to the policyholders 
of this company, as well as to all other 
holders and beneficiaries of life insur- 
ance, has been the further loss of pur- 
chasing power of the dollar since the 
outbreak of war in Korea. Between June 
30, 1950, and the end of 1951 the cost 
of living has gone up 10%. This is on 
top of the great World War II and 
post-war inflation. Today’s dollar will 
buy only a little more than half what 
the dollar of 1939 would buy. 

“The deterioration of the dollar is 
doubly serious because it comes at a 
time when the country must spend huge 
sums to preserve its security in a 
troubled world. Every time the dollar 
drops further in value our Dill for 
national defense goes up proportionately. 
Obviously, it is of vital importance, not 
only to every policyholder and_ indi- 
vidual in the country, but also to the 
nation as a whole, that continuing de- 
terioration of the dollar be prevented.” 

Should Keep Federal Reserve Out 

of Politics 

In making suggestions for protecting 
purchasing power of the dollar the New 
England Mutual executives said: 

“From a financial standpoint three 
main lines of attack seem indicated. 
The first and most important is that 
the Federal Reserve System be kept 


free of political influence and fear of 
political reprisal. It must have both the 
means and the courage to restrain fur- 
ther expansion in the supply of money, 
for this is the core of inflation. Tradi- 
tionally, there has been nothing so 
discouraging to inflation as making 
credit more difficult and costly to ob- 
tain. 

“There are those who would make 
the Federal Reserve System subservient 
to the Treasury. This, in practical 
terms, would mean subservience to the 
political party in power. It is difficult 
enough to administer a sound monetary 
system in the absence of a free and 
automatic gold standard; to do so under 
the domination of political expediency 
would be impossible. 

“The second line of attack is to cut 
non-defense governmental expenditures 
to the bone, and to make certain that 
defense expenditures are made economi- 


cally and efficiently. The threatened 
large excess of government spendine 
over government income is an_ open 


invitation to another round of inflation. 

“Well informed persons of both po- 
litical parties believe that the passage 
of the bi-partisan Hoover commission 
Proposals is the most practical approach 
to greater efficiency as far as internal 
expenditures of government are con- 
cerned. To put the remaining recom- 
mendations of this Commission into ef- 


P. M. Mutualization in Court 

Litigation over the proposed mutuali- 
zation plan for Pacific Mutual Life was 
taken under submission February 6 by 
Los Angeles Superior Court Judge Paul 
Nourse. 

The mutualization plan is opposed by 
a group of Old Company stockholders 
who seek a writ of mandate to com- 
pel California Insurance Commissioner 
John R. Maloney to set aside the Com- 
missioner’s approval of the plan, under 
which the policyholders would own the 
company and all outstanding shares of 
stock would be retired. The group of 
stockholders opposing policyholder own- 
ership contend that the price set to 
retire the stock is not high enough. 
Counsel representing the Commission- 
er’s office, as well as the company’s 
policyholders, have filed briefs demon- 
strating the fairness and equitableness 
of the price and plan. 





fect is of the utmost importance. Let 
us realize that pruning of non-essential 
departments can be accomplished in a 
period of high employment, while it is 
far more difficult to do so when condi- 
tions are reversed.” 





WANTED 
LIFE BROKERAGE SUPERVISOR 


In Nassau and Suffolk Counties. 
Unlimited opportunity for live- 
wire. Write giving complete back- 
ground and experience. Box 147, 
New Hyde Park, L. I., N. Y. 


All replies confidential. 











Join Pacific Mutual 

Fred S. Sibley, agencies superintendent 
of Pacific Mutual Life, has announced 
two important additions to his home 
office agency department staff. They are 
Robert E. Daisey, CLU, whose responsi- 
bilities will center on agents’ training, 
and Nolan 
agement training. 

Mr. Daisey comes to Pacific Mutual 
from the Insurance Research and Re- 
view Service, where he was director of 
training. Previously, he served in field 
and managerial work with an eastern 
company. Mr. Twibell has made an out- 
standing record as a personal producer 
for Pacific Mutual over the past five 
years. 


Twibell, assigned to man- 








Amounts in millions 





285 Madison Avenue 


Again, for 1951 
THE NORTHWESTERN MUTUAL 
REPORTS SOLID PROGRESS 


SPOTLIGHTING THE FACTS —as taken from 
the Company’s 94th Annual Report 


taxes other than federal income taxes) 


(To reduce the effect of fluctuations 
in asset value of securities) 


(64,034 new policies, for an average 
new policy of $6601) 


(Of which $2,549.6 represents re- 
serves for future payments to policy- 
holders and beneficiaries ) 


The Company’s income $ 383.5 
Benefits paid and credited 326.7 — 
Cost of operations 36.6 — 
Federal income taxes 4.7 
Credited to Continency Reserves 10.6 
New Security Valuation Reserve 1.2 
Set aside for 1952 dividends 41.5 
New Insurance 422.7 
Total in force 6,560.7 
Net Interest Rate earned 3.21% 
Assets $2,747.9 
Liabilities 2,569.9 
Contingency reserves 178.0 


The Company’s Annual Report, now being mailed to policyholders, con- 
tains a full presentation and interpretation of these and other facts. Copies 
are available on request. 


WILLIS F. McMARTIN, C.L.U., General Agent 


AND ASSOCIATES 


a New York 17 
Home Office — Milwaukee, Wis. 


(62.6% 
ments; 13.3% other sources) 


holders; and credited to policy and 
other legal reserves) 


(Home Office operating and invest- 


(An increase of 86%) 


(Against future contingencies ) 


(Continuing 1951 scale, with minor 
upward adjustments ) 


(An increase of 4.1%) 


(New yields higher; overall rate re- 
flects gradual improvement) 


(An increase of 5.9%) 


(Ratio to total liabilities, 7.15%) 


’ ORegon 9-5110 


premiums; 24.1% invest- 


to beneficiaries and  policy- 


expenses, commissions, fees, 
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Estate Planning Views 


Given by Solomon Huber 
PROVIDENCE - ASS’N SPEAKER 
Mutual Benefit General Agent Outlines 
Operating Methods of Present- 
day Estate Planner 

“Highlights in Estate 
subject of a talk given last week 
by Solomon Huber, general agent in 
few York for Mutual Benefit Life, be- 
fore the Providence Life Underwriters 
Association. Commenting on the man 
who does the job, Mr. Huber said that 
you know him today by various titles. 
His card may variously read Estate 
Analyst, Estate Planning, Estate Con- 
servation. “Basically,” Mr. Huber said, 
“he is a life underwriter who earns 
his living selling insurance, but only if you 
need it, want it and can afford to pay for 
it. Semantically there may be wide dis- 
tinctions in the designations employed. 
in his 





Planning” was 


There is no distinction, however, 
essential philosophy. His high calling 
has all the habilaments of the ministry 


for he too preaches the gospel. He calls 
on people who do not need life insurance 
so that they will call on him when they 
do. He lives to serve and not to sell. 
He knows that a definite number of 
people will buy from him as a result of 
his efforts. Pressure is absent from his 
operations because he believes that there 
difference betweeen buyman- 
salesmanship. His job is to 
problems. If life 


is a vast 
ship and ! 
secure recognition ot 
insurance can solve them, it behooves 
the client to exercise ‘buymanship.’ 

“It is a far cry indeed from the early 
efforts at programming with settlement 
options only to the complete job of 
today. Your estate planner knows that 
the needs of the American people in 
certain income brackets, and in lower 
ones pose problems which are for 
the most part common to all. He defini- 


too, 


tizes the problems and secures recogni- 
tion of them. He knows that his prospec- 
tive client would one day like to achievea 
position when sufficient income will be 
available to enable him to retire—if he 
wants to. He knows too that concern for 
the welfare of dependents is uppermost. 
So the average citizen carries with him 
these thoughts, in a nebulous sort of 
way, and satisfies the urge for security 


for self and family by haphazard ac- 
cumulations in various forms and 
vaguely believes that somehow it will 
all come out right in the end. 


Secures Concrete Commitments 


“Your estate planner, after securing 
definite recognition of these highly laud- 
able objectives, then proceeds to secure 
concrete commitments. Funds for taxes 
mortgage redemption, education and last 
expenses are discussed and listed. In- 
come rather than cash dispensation for 
the first time comes in for serious con- 
sideration. Income for the widow during 
the growing-up period of the children, 
followed by a somewhat lower income 
when the job of preparing offspring for 
their own world to conquer is done. 

“At this point, your estate planner is 
separated from the programmer for all 
of the assets comprising the estate are 
carefully noted and considered. The as- 
sets of most men, in addition to life 
insurance, comprise savings accounts, a 
home, government bonds, pension bene- 
fits and social security. Men of wealth 
may be sole proprietors and in addition 
may own close corporation stock, part- 
nership interests, securities, realty. In 
good conscience, planning the life in- 
surance alone and _ neglecting other 
property may wreak havoc. The tax col- 
lector respects no asset above others. 
Government must have its due. So your 
estate planner in his solution will show 
how all of the assets may be integrated, 
coordinated, correlated. This in turn calls 
for a knowledge of instruments of dis- 
position—any document which disposes 
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GUARDIAN 
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OF AMERICA 


SQUARE 
NEW YORK 3, N. Y. 


FIFTY UNION 





The combination of natural ability, 
ring generalship learned through 
experience, and a fighting heart 
usually marks the champion boxer. 
But with it all, he knows the im- 
portance of having strong hands. 


GUARDIAN strengthens the hands 
of its field representatives by of- 
fering a diversified and _ well- 
rounded kit of attractive policies 
and services. 

Included among them are: 
Low cost Preferred Risk 
Low premium TERM 
DISABILITY INCOME PROVISION 
Unique Pension Trust facilities 
Salary Savings Insurance 


They help towards performance of 
real championship calibre. 











ROBERT E. MURPHY ADVANCED 





Made Executive Vice President Califor- 
nia-Western States; Also Continu- 
ing Manager of Agencies 

California-Western States 7 ife of Sac- 
ramento has elected Robert E. Murphy 
executive vice president, it is peice 
by President O. J. Lacey. Mr. Murphy, 
who retains the title of manager of 
agencies, came to the company in 1940 
as manager of the Sacramento agency 
after serving as general agent for North- 
ern California for Lincoln National. 

Native Californian, Mr. Murphy grad- 
uated from Oregon State College where 
he majored jn business administration. 
He has been active in the Agency 
Management Association serving as a 
director and on numerous committees. 





of property. These would include the 
insurance policy, evidence of joint own- 
ership, will, the intervivos or living trust 
and others.” 

The estate planner, Mr. Huber re- 
marked, does not measure achivement 
in dollars and cents. As new clients are 
taken on and established ones serviced, 
this matter of compensation takes care 
of itself. “Sincere, conscientious and 
happy in his chosen profession,” he con- 
tinued, “the estate planner is respected 
and active in his community, and he is 
ever conscious that his service is unique. 

“The efforts of the true estate planner 
are endless and tireless. He pursues his 
chosen profession, never his prospective 


clients. Ranging the fields of semantics, 
logic, psychology, economics, philosophy, 


business and finance, he does not pre- 
scribe anti-allergic drugs for allergies. 
He knows that at best these can produce 
but a palliative effect. His interest lies 
deeply rooted in permanent cures. 

He applies his motivation logically, 
semantically and with an appeal of rea- 


son, if not to the emotions. 





Manhattan Life Gained 
34% in New Business 

SETS SOME COMPANY RECORDS 

Assets lead oe 11% to $67, 713,248; 


Insurance in Force Up 17.5% 
to $297,426,641 





Manhattan Life reports that its new 
paid-for life insurance in 1951 set a rec- 
ord for the company as did its year-end 
insurance in force and admitted assets. 
New paid-for business totaled $64,551,- 
127, a gain of 34% over 1950 volume of 
$48,216,122, including revivals and _ in- 
creases. 

Insurance in force stood at $297,426,- 
¢641 on December 31, 1951, a gain of 
17.5% over the $253,037,872 in force on 
December 31, 1950. 

Admitted assets reached $67,713,248 at 
the end of 1951, an increase of 11% 
over the figure of $60,861,011 at the close 
of 1950. 

Premium income during 1951 was $11.,- 
680,214 and $10,437,982 in 1950. Pay- 
ments to policyholders and beneficiaries 
was $4,932,864 in 1951 compared with 
$4,463,508 in 1950. Since organization 
the company has paid to policyholders 
and beneficiaries in excess of $165,- 
435,645. 

The average size policy sold, includ- 
ing juveniles, rose from $6,430 in 1950 
to $6,724 in 1951. 


NwNL January Production 

Sales of new Ordinary insurance by 
Northwestern National Life, Minneapo- 
lis, totaled nearly $6,400,000 in January 
and made that the best January for the 
company in 16 years. Most noteworthy 
production record among NwNL agen- 


cies was that of the Preston agency, 
Great Falls, Montana, which was second 
only to the company’s home-state 


White & Odell. 


agency, 





AMED FOR WORLD-WIDE SERVICE from branches 

located in more than 20 countries, including 50 offices 
in the United States, the SUN LIFE ASSURANCE COM- 
PANY OF CANADA has won universal recognition for the 
diversity of its comprehensive life insurance and annuity 
plans. The specific needs of men, women and children 
under widely differing circumstances are taken care of, 


and a variety of optional policy privileges offers valuable 
alternatives to safeguard the interests of the beneficiary. 


More than One 
and a Half Million 
Policies in Force 
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Training Expenses Allowed 
In Condon Bill on Sec. 213 


Senator Wm. F. Condon has _ intro- 
duced a bill at Albany—S. Int. 2147— 
amending Section 213 to allow for ex- 
penses of training new agents not to 
extend beyond the first three years pro- 
vided such allowances do not exceed in 
the aggregate the greater of: 

“Five per cent of the first $5 million 
of the first year expense limit plus 2“%% 
of the balance of such expense limit as 
provided in subsection 3 of this section, 
or 30% of the first year premiums and 
stipulated payments, excluding single 
premiums and single stipulated payments 
paid during the current calendar year 
on business written by new agents while 
receiving such additional allowances.” 

\ further amendment qualifies the 
commissions and allowances of the gen- 
eral agent. The bill was referred to the 
insurance committee. 





Left to right—Roleigh Martin, Perry O. 
Moore, Wallace Danby. 


In accompanying picture’ Roleigh 
Martin, Ottumwa, la., agency manager 
of Bankers Life Co., and Wallace Darl- 
ing, Cedar Rapids agency, are shown 
with Perry O. Moore, Central agencies 
superintendent, following a campaign 
between the two agencies in which the 
Ottumwa agency lost. It all started last 
spring when the two agencies. stood 
about equal in production. A challenge 
resulted, and both agencies were soon 
set to beat each other. It was a_ nip 
and tuck race in which the Ottumwa 
agency maintained a lead which Martin 
regarded as sufficient enough to war- 
rant its continuance and his final vic- 
tory. He even scheduled a “victory” 
meeting of the agency for January 3, 
and invited Darling to Ottumwa to re- 
ceive condolences and pay a_ wager 
which the two managers had made. In 
the final hours of 1951 Darling’s agency 
moved into the lead and defeated Ot- 
tumwa by the small margin of $18,114 
production. 

Mr. Martin is the company’s oldest 
manager in terms of service. Joining 
the company in 1920 he became agency 
manager in May, 1923. Darling has just 
celebrated his 25th anniversary as a 
manager of Bankers Life Co. 


Philadelphia Life Meeting 


At the annual general agents’ conter- 
ence of Philadelphia Life, held recently 
in Atlantic City, new policies and litera- 
ture were introduced to the field and 
plans laid for the current year. Among 
the newly introduced sales kits were 
three specially prepared guaranteed 
plans: “Guaranteed Estate Builder” (an 
automatic juvenile  jump-up _ policy), 
“Guaranteed Protection Plan” (a com- 
plete mortgage-slanted kit), and Guar- 
anteed Savings Plan” (featuring $10 
monthly savings). 








P. L. Klyne and J. A. Newman 


Associate General Agents 
Philip L. (Pat) Klyne, CLU, and John 
A. Newman have been appointed asso- 
ciate general agents in the L. A. Cerf 
Agency of State Mutual Life of Wor- 
cester at 90 John Street, New York 
City. Mr. Klyne is assuming additional 
responsibilities in directing all broker- 
age phases of the agency’s operations. 
Mr. Newman will supervise full time 
men. 
Mr. Klyne has been with the agency 
for the past six years. He has been in 


the business for 28 years having served 
previously with the Myrick agency of 
Mutual Life of New York for nine years, 
the Bragg and Warshauer agencies of 
Guardian Life for ten years, and during 
the war for a period with United States 
Life. Mr. Klyne has been active in CLU 
and LUTC supervisory and underwriters’ 
association work. 

Mr. Newman, a naval officer during 
the war, entered the business with The 
Prudential at Boston in 1946. He was an 
instructor at Massachusetts Institute of 
Technology. He joined the Young 
Agency of State Mutual Life in New 





Acacia Annual Meeting 

The annual meeting of policyholders 
of Acacia Mutual Life will be held at 
the home office in Washington Tuesday 
March 18 at 12 o’clock noon for the 
election of nine directors to serve for 
three years. 


York as a supervisor in 1948 

The Cerf Agency paid for $6 million 
f Ordinary business last year, the larg- 
est volume in the agency’s 35-year his- 
tory. The agency ranked second for the 
company. 














ALABAMA MISSOURI 
Birmingham = =John C. Pittman. Mer., Watts Building Kansas City Edward G. Mura, Brvant Building 
Montgomery Hopkins & Clements, First National Bank Bldg. St. Louis Frank M. See, Boatmen’s Bank Building 
ARIZONA = ; NEBRASKA 
Phoenix William W. Clore, 404 Heard Building Omaha Will F. Noble, Suite 220, 1904 Farnam Street 
ARKANSAS NEW HAMPSHIRE 
Little Rock Edwin L. Baxley, Mgr., 811 Boyle Building Manchester James C. Nute, Amoskeag Bank Building 
CALIFORNIA NEW JERSEY 
Los Angeles ee — 1111 Wilshire Blvd. Newark C. Vernon Bowes, 2520 Raymond-Com. Bldg. 
Junn & Bare, Associated Realty Bldg 
Oakland Frank W. Dedman, 606 Insurance Building a George D. Farrington, Mar.. 90 State Street 
San Francisco David S. Kamp, 220 Montgomery Street Brooklyn Irvine S. Bober, Mar.. 16 Court St 
COLORADO Buffalo William L. Wadsworth, 1618 Lib. Bk. Bldg. 
Denver Isadore Samuels, First National Bank Bldg. New York City Roswell W. Corwin, 150 Broadway 
CONNECTICUT David Marks. Jr., 17 East 42nd Street 
Hartford W. Watson House, Hartford Natl. Bank & Trust Co. Lambert M. Huppeler, 527 Fitth Avenue 
Building Wheeler H. King, 500 Fifth Avenue 
The Schmidt Agency. 217 Broadwa 
DISTRICT OF COLUMBIA r oe Rochester Clifford W. Beers. Suite 400. Reynolds Arcade 
Washington J. Hicks Baldwin, Woodward Building Syracuse George R. Vibbert, Mer., 300 Larned Building 
FLORIDA 
: . NORTH CAROLINA 
Jacksonville James H. Lipscomb, 112 West Adams Street Charlotte Archie B. Carroll, Jr., 112 South Tryon Street 
GEORGIA ? i: nee ' OHIO 
Atlanta Linwood Butterworth, Citizens & Southern National Cincinnati Guy D. Randolph, 1003 The Fed. Res. Bk. Bldg. 
Bank Building Cleveland E. Clare Weber, 509 Euclid Avenue 
Savannah — reo Megr., 609-11 Savannah Bank & Trust Columbus Clifford C. Wharff. 42 East Gav Street 
40. Bullding Dayton New Eng!and Mutual. Third National Building 
ILLINOIS Toledo Elsworth E. Reid, 724-727 Nicholas Building 
Chicago George C. Bebrns, 30th Floor, Bankers Building 
William M. Bramhall, Room 2140. Field Bldg. — Albert Whale. First Nat. Bk. Bldg 
George H. Gruendel, 2040 Lincoln Park West ee cee 7 7 
H. G. Swanson, 3300 Board of Trade Building OREGON ). Or Conkcis Palatine 
E. B. Thurman, One La Salle Building Portland Gordon D. Orput, Corbett Building 
Peoria James R. Love, 301 South Adams Street PENNSYLVANIA 
INDIANA Harrisburg William B. Wagner, 240 North Third Street 
. . ‘eaet ea 5 oe Philadelphia Moore & Haines, Land litle Builcing 
Indianapolis Hastings A. Smith, 1450 Consol. Bldg. Pitsboraks John T. Shirley, 1909 Oliver Building 
ittsburg ohn T. Shirley, 19% er Building 
IOWA 
Davenport William R. Nutt, Mgr., 326 West Third Street RHODE ISLAND R. Bre i Ficed Huildine 
Des Moines Rodney Bliss, Jr., Mgr., 1010 Fleming Bldg. Providence Howard R. Brewster, Turks Head Building 
KANSAS SOUTH CAROLINA 2 : 
Topeka Pendleton A. Miller, New England Building Greenville Lloyd E. Roberts, Mgr., 710 So. Carolina Nat. Bk. Bldg. 
KENTUCKY TENNESSEE E » 
Louisville George M. Chescheir, Marion E. Taylor Bldg. Chattanooga Alson R. Kemp. Chattanooga Bank Bldg. 
: Memphis Charles D. Richardson, 1617 Sterick Building 
LOUISIANA * 
N - ‘ ae Nashville Thomas G. Harrison, Nashville Trust Building 
New Orleans Henry J. Miltenberger, Mgr., 816-24 Richards Building TEXAS 
MAINE ; Dallas L. Mortimer oe 2 5 919 Merc. Bank Bldg. 
Portland Lawrence W. Sawyer, Bank of Com. Bldg. Houston Francis G. 417 Shell Building 
MARYLAND SanAntonio Christopher Golds sburyv, Mgr., 512 National Bank of 
Baltimore Frederick A. Savage, Jr., Equitable Building Commerce Building 
MASSACHUSETTS VERMONT se ' aoa 
Boston Wm. Eugene Hays, 80 Federal Street Burlington Frederick E. Gould, 209 College Street 
Richard W. Partridge, 102 Federal Street VIRGINIA : - 
Merle G. Summers, 50-60 Federal Street Richmond Benjamin W. Davis, State-Planters Bank & Trust Co. 
Springfield Philip B. Steele, Suite 204, Security Building Idg. : ; - 
Worcester Gordon C, Henley, Slater Building Roanoke Wayne C. Metcalf, Boxley Building 
MICHIGAN WASHINGTON , 
Detroit Fraser E. Pomeroy, 2466 Penobscot Building Seattle Gordon E. Crosby, Jr., 803 Skinner Bldg. 
Grand Rapids Fred A. Lumb, 845 Michigan Trust Building WEST VIRGINIA 
MINNESOTA Parkersburg A. Wesley Steer, Union Trust Building 
Duluth* Hubert D. Wheeler, 800 Alworth Bldg. WISCONSIN 
Minneapolis* Francis L. (Pug) Lund, 545 Northwestern Bk. Bldg. Milwaukee George L. Grimm, 1st Wis. National Bank Building 
St. Paul Donald O. McLeran, 700 Pioneer Building TERRITORY OF HAWAII 
*Known as the Minneapolis-Duluth Age ncy, of which Mr. Lund Honolulu Home Insurance Company of Hawaii, Ltd., 
and Mr. Wheeler are co-General Agents. 129 S. King Street 
istrict Agencies in many other cities throughout the country 
District Ag ry oth ties throughout th tr 
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S. L. Zeigen Speaks in 
Memphis, Little Rock 
NEW YORK “GENERAL AGENT 


Gives Life Underwriters in Both Cities 
His Ideas on “Hidden Treasures in 
Business Insurance” 





Samuel L. Zeigen, general agent of 
Provident Mutual Life at 501 Fifth Ave- 
New York, has been on a southern 
speaking tour he talked 
on “Hidden Business In- 


to sizable 


nue, 
during which 
Treasures in 
un- 


surance” audiences of life 


® 





Gladder, Gleason Appointed 
At Spokane by Union Central 


Carlton A. Gladder has been appointed 
manager and Arnold A. Gleason has as- 
sumed the post of associate manager 
of the Spokane, Wash., agency of Union 
Central Life, according to an announce- 
ment by Vice President and Superin- 
tendent of Agencies Wendell F. Hansel- 


Offices of the agency will be main- 
at 801 Paulsen Building, Spo- 


man. 
tained 
kane. 

Engaged principally in the life insur- 
ance business since 1933, Mr. Gladder 
was formerly affiliated with Bankers Life 
and Mutual Life. He graduated from 
Spokane’s North Central High School, 
and was awarded his A.B. degree from 
Drake University. While attending 
Drake, he was president of his class, 
student body, Inter-Fraternity Council, 
Sigma Alpha Epsilon fraternity, and a 
member of the honor fraternity, Helmet 
and Spurs. During World War II, he 
was with the Glider Corps in _ the 
U.S.A.F. Reserve. He is on the board 
of directors of the Spokane Life Un- 
derwriters Association, secretary of the 
Spokane Gyro Club and a member of 
the Episcopalian Church. 

Arnold Gleason attended L & C High 














EDITORIAL OPPORTUNITY 


If you know life insurance and how it is sold, and if you have had 
some editorial or reportorial experience, you might be interested 
in an excellent opportunity on a house magazine published by a 
large eastern insurance company. 


(Our staff knows about this advertisement). 
BOX 2072 
The Eastern Underwriter, 41 Maiden Lane, New York 38, N. Y. 























School in Spokane and graduated from 
Washington State College where he 
belonged to Sigma Nu fraternity. Al- 
though he began his career in the bank- 
ing business, attaining the position of 
cashier in a Spokane bank, he left to 
join Union Central in 1932. His insur- 
ance achievements include membership 
in the company’s $500,000 Club on_two 
occasions, In his community, Mr. Glea- 
son has been active in the Kiwanis 
Club, Elks’ Lodge, Chamber of Com- 
merce, Red Cross, and the First 
Presbyterian Church. 


Agency Superintendent 
Minnesota Mutual Life 
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SAMUEL L. ZEIGEN 


derwriters. He accompanied on his 
trip by Mrs. Zeigen. 

In Memphis on February 11 Mr. Zei- 
gen addressed a dinner meeting, jointly 
sponsored by the CLU local chapter, 
the Memphis Life Insurance Leader’s 
Club and the Managers and General 
Agents Association. Program arrange- 
ments were handled by Lester A. Rosen, 
Union Central, who heads the CLU 
chapter. Following the meeting a re- 
ception was given to Mr. and Mrs. 
Zeigen in observance of their wedding 
anniversary. 

Mr. Zeigen repeated his business in- 
surance talk on February 13 in Little 
Rock, Ark., at a luncheon meeting of 
the local Life Underwriters Association. 
He emphasized that it is just as impor- 
tant to program a client’s Business in- 
surance as his personal insurance be- 
cause most of the business man’s assets 
are tied up in his business. 

In prospecting for business insurance 
Mr. Zeigen advised not to overlook the 
small business man who is really “the 
big buyer of tomorrow.” He felt that 
a basic knowledge of law is important 
as it enables the life underwriter to 
shake a prospect out of his complacency. 

Mr. Zeigen then gave essential facts 
regarding the sole proprietor, partner- 
ship and corporation; emphasized the 
important difference—when a business 
man dies with and without a will: the 
conflict between the survivors and the 
wife of the deceased, and how - addi- 
tion of “good will” by the U. S. Treas- 
ury Dep erage can bankrupt an estate. 

“All of this leads us to the imnortz ance 
of a proper buy and sell agreement,” 
said the speaker. 

In closing Mr. Zeiven told about the 
various types of agreements and how to 
finance these agreements. 


Was 


TO HEAR H. BRUCE PALMER 

H. Bruce Palmer, executive vice pres- 
ident, Mutual Benefit Life, will address 
the District of Columbia Life Under- 
writers Association on February 28 at 
the National Press Club. Mr. Palmer’s 
subject wi ll be “The Power of the 
Salesman,’ 








FRED KERMOTT 


Minnesota Mutual Life has appointed 
Fred Kermott as superintendent of 
agencies and advanced Everett Jay, as- 
sistant superintendent to superintendent 
of agencies and Carl Cummings, agency 
supervisor to assistant superintendent of 
agencies. 

Mr. Kermott comes to the Minnesota 
Mutual from the Liberty Life where he 
was manager of the Tampa, Florida 
branch office. He began his life insurance 
career with the St. Paul Fire and Ma- 
rine in 1938. During the war he spent 
three years in the army, two of them 
overseas. Upon discharge, he entered 
the School of Life Insurance Market- 
ing at Purdue University, studying un- 
der Bert Jaqua, the founder of the 
school. When Mr. Jaqua established a 
similar school at Southern Methodist 
University, Fred Kermott joined its fac- 
ulty as assistant director. In 1948, he 
joined the Liberty Life as agency super- 
visor being appointed later manager of 
the Tampa branch office. : 

Everett . Jay began his career with 
Metropolitan Life in 1936. In 1944, he 
entered the U. S. Navy, where he served 
for 1% years. Returning to Metropolitan 
in 1945, he joined Minnesota Mutual in 
1948 as agency supervisor. His appoint- 
ment now makes him superintendent 
of agencies. 

Carl Cummings is a native of Lexing- 
ton, Va., where he became associated 
with a large grocery chain. He began 
as a clerk, advanced to store manager 
and then to district superintendent. In 
1943, Mr. Cummings entered the U. S. 
Army for three years’ service. After 
two years in Europe, he returned home 
with five battle stars and the Bronze 
Star decoration. Upon his discharge he 
joined the A. Carleton Elder Agency, 
Roanoke and later became agency su- 
pervisor. In 1951, Mr. Cummings was 
promoted to home office agency super- 
visor until his present appointment as 
assistant superintendent of agencies. 
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Kesmodel To Be Chairman 
Of Eastern Round Table 





HARVEY KESMODEL, JR. 


Harvey Kesmodel, Jr., sales promotion 
manager, Sun Life of America, Balti- 
more, will serve as chairman of the 
Eastern Round Table meeting of the 
Life Insurance Advertisers Association, 
it has been announced by LAA Presi- 
dent A. L. Cawthorn-Page. 

This year’s traditional meeting will be 
held at the St. Moritz Hotel, New York, 
Thursday and Friday, March 27 and 28 
and will be built around the theme “The 
Life Advertiser and His Job.” 

Mr. Kesmodel is a graduate of Johns 
Hopkins University. He joined the Sun 
Life in July, 1929 as publicity manager 
and editor of the company’s publications 
and in December, 1946, became sales 
promotion manager in the Agency De- 
partment. A member of the Advertising 
Club of Baltimore, Mr. Kresmodel has 
been active in LAA since its inception, 
having been editor of the LAA Maga- 
zine (1944-45), a member of the execu- 
tive committee (1945), chairman of the 
arrangements committee—LAA annual 
meeting (1948), chairman of the East- 
ern Round Table registration committee 
(1947) and treasurer of the LAA annual 
meeting (1951). 

Members of Mr. Kesmodel’s Eastern 
Round Table committee will include 
Seneca M. Gamble, advertising manager, 
Massachusetts Mutual; Frederick J. 
Kiefner, CLU, advertising and publica- 
tions manager, Provident Mutual; Rob- 
ert M. MacGregor, advertising super- 
visor, Phoenix Mutual; Miss Sid Shaul, 
editor of publications, Colonel Life; 
Norman T. Sheppard, manager, Field 
Service Department, Manufacturers 
Life; Paul Troth, New York Life; and 
William S. Weier, CLU, assistant di- 
rector, advertising and_ publications, 
Prudential. 


Hartford CLU Activity 

Joseph T. McCance, CLU, general 
agent, Aetna Life, has been appointed 
chairman of the institutional relations 
committee of the Hartford Chapter of 
American Society of Chartered Life 
Underwriters. This committee will co- 
operate with the Chartered Property 
and Casualty Underwriters of Hartford 
in presenting insurance as a career to 
college seniors. 

Manuel Glass, CLU of United Life 
and Accident Co. and vice president 
of the Hartford Chapter has been named 
chairman of the CLU candidate com- 
mittee. This group advises with insur- 
ance men who are interested in taking 
the course of study offered by the Amer- 
ican College of Life Underwriters. 

These committee appointments were 
announced by Francis T. Fenn, Jr., CLU. 
president of the Hartford Chapter and 
associate general agent for the National 
Life of Vermont. 


Mutual Life Liberalizes 
Its War Clause Rules 


New insurance up to $5,000 will be 
available without a war clause to all 
non-flying personnel now in the armed 
forces or alerted for a call to active 
duty, it was announced by Mutual Life 
of New York. 

The company feels that the flying per- 
sonnel present a hazard which can be 
insured only through the use of war 
and aviation clauses. 

No Preferred Risk Modified Life, 5- 
Year Modified Life, Level Term Income 
Protection or Mortgage Protection poli- 
cies will be available to war risk anpli- 
cants. They will, however, be eligible for 
other plans including Family Income, 
Decreasing Term or Double Protection 
Riders in connection with new business, 
the company said. 

No specific limit on amount has been 
set for other applicants with a war 
risk potential. Draftees classified other 
than 1-A and inactive reservists will 
receive individual consideration by the 
company. 






the “TIFFANY” of 


Preferred Risk Whole Life 
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Individual Non-Cancellable 


e “Non-Can” Disability Income to Age 60-65-70 
© $400 per Month Maximum Participation 
@ $10 per $1000 Disability Income Under 


Your Inquiries Invited 


IRWIN B. HALWEIL, Manager 
UNION MUTUAL LIFE INSURANCE CO. 
26 Court Street, Brooklyn 2, N. Y. Room 2112. MAin 4-0794-5 


Home Office: Portland, Me. 
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Dr. Albert A. Pollack Joins 
Mutual Life of New York 


Dr. Albert A. Pollack has joined Mu- 
tual Life of New York as a home office 
medical examiner and medical under- 
writer. Dr. Pollack graduated from 
Washington and Lee University in 1938 
with a B. A. degree and received his 


medical degree from Long Island Col- 
lege Medical School in 1942. 

He interned at Michael Reese Hosni- 
tal in Chicago, was a member of the 
Army Medical Corps for three years 
during World War II, and from 1946 
to 1949 studied under a Fellowship in 
Internal Medicine at the Mayo Clinic. 

Dr. Pollack is an instructor at the 
New York University Post-Graduate 
Medical School and a member of the 
staff of University Hospital. 








FINANCIAL 
STATEMENT 


Bonds Owned 


NATIONAL 
LIFE AND 


ACCIDENT 
INSURANCE 


COMPANY 


SHIELDS 
You 





December 37, 
1951 


$152,226,835.52 





Real Estate Loans 


183.365.063.08 





Stocks Owned 


11,282,622.28 





Cash in Banks and Offices 


7,238.215.18 





Real Estate Owned 


10,741,170.38 





Net Unpaid and Deferred Premiums 





7.820,490.00 





13,513,572.85 





Policy Loans 
Collateral Loans 


28,000.00 





Interest Due and Accrued 


1,931.782.80 





TOTAL ASSETS 





$388,147.752.09 





Legal Reserve, Life and Annuity Contracts 


LIABILITIES 


$333.893,167.00 





2,735,808.00 





Reserve, Disabilty Policies 


Investment and Mortality Contingency Fund 
Gross Premiums and Interest Paid in Advance 
Taxes Accrued But Not Due 


9,000,000.00 





2,028,562.92 





2,503,702.30 





727,540.61 





Agents’ Bond Deposits 


Capital and Surplus 


Reserve for Policy Claims in Process of Payment 
Commissions Accrued to Agents, and all Other Items 


Liabilities Other Than Capital and Surplus 


1,707,179.09 





1,121,673.85 








$353,717.633.77 





34,430,118.32 





TOTAL LIABILITIES 





$388,147,752.09 








Gain in Life Insurance in Force During 1951 


TOTAL LIFE INSURANCE IN FORCE DEC. 31, 1951 


$ 322.829,389.00 
2,891,772,678.00 











C. R. CLEMENTS, Chairman of the Board 





The NATIONAL LIFE AND ACCIDENT 
INSURANCE COMPANY 


of Nashville, Tenn. 


EDWIN W. CRAIG, President 
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Northwestern Mutual 
Operations for 1951 


INVESTMENT ACTIVITY SHOWN 


President Fitzgerald Reports Interest 
Rate Increase and Higher Dividend 
Disbursements 


Investment in defense and defense- 
supporting industries by the Northwest- 





ern Mutual Life Insurance Co., high- 
lighted financial activities of the com- 
pany during 1951, according to the an- 
nual report issued by Edmund Fitz- 
gerald, president. Assets of the com- 
pany increased $154 million to bring to- 
tal assets at vear end to $2,747,904.824. 


Industrial securities increased $75 mil- 
lion, bringing the to $364 mil- 
lion. Commitments made for 1952 in- 
vestment promise a further substantial 
rise in this account, which amounts to 


account 


19% of the total bond portfolio of $1,- 
92?.793,786. 

The greatest investment increase of 
the company is shown in the residence 





mortgage loan account, which gained $88 
million to a total of $355 million. “Pres- 
ent commitments indicate, however, that 
the phenomenal growth in this field dur- 
1e post-war years has about run its 
report states. Total mort- 
gace loans now are $560.413,755, an all- 
time high and $106 million above the 
figure of a year ago. 


ing tl 
course,” the 
] 


Improved Investment Yield 


Northwestern Mutual investments 
produced a net return in 1951 of 3.21% 
before Federal income taxes, compared 
with 3.12% for 1950. This improvement 
in the interest rate, applied to the total 
asset account of $2.7 billion, will in- 
crease investment income by $2,430,000. 
The interest vield of new investment 
acquisitions in 1951 was the highest that 
] uined in over ten years. 

Total state and Federal upon 
1951 operations amount to $9,187,803. An 
se in Federal income tax over 
had the effect of offsetting a 
sizable portion of the improvement in 
investment return 





been obtai 


taxes 





Mortality Favorable 


Death rate among policvholders con- 
tinued low, being only slightly higher 
than the company’s all-time record es- 


tablished two vears ago. Claims paid in 
1951 amounted to $65,229,505 under 14,- 
821 policies. War deaths continue to be 


smal! in number in relation to total 
deaths. 

The Northwestern Mutual has set 
aside $41,500,000 for dividends payable 
to policyholders in 1952, as compared 


with $39,400,000 in 1951. 


Income and Disbursements 


For the year, the Northwestern Mu- 
tual had an income of $383,491,714, con- 
sisting of insurance and annuity pre- 
miums, income from investments and 
other sources. 

totaled $372,939,438, of 


Disbursements 
h $132,749,634 was credited to policy 
contract reserves. A total 
added to the con- 
which amounted to 
end of 1951. Their 
liabilities is now 
7.11% a year 






was 


at the 
to total 


reserve 
is compared with 





Commenting on new business produced 
by the Northwestern Mutual agencv 
force in 43 states and the District of 
Columbia, Mr. Fitzgerald said that sales 
continued at a good level. For the vear 
they totaled $423 million under 64.034 
policies. By amount this is 7.1% below 


1950, but is 3% more than for 1949, and, 
like stwar vears, exceeds anv 
vear in the Northwestern’s history be- 
fore 1946. Insurance in’ force at the 
vear-end totaled $6,560,726,220, a net in- 
crease of 4 1% 


1 
other p 








for the year 
Appointed to Finance Committee 
William C. Frye, Milwaukee industrial- 
ist and a member of the comnany’s board 
1% trustees, has been named a member 
t the finance committee of Northwest- 
ern Mutual. 





War Hazard Pool Plan 
Withdrawn For More Study 


The tentative plan for a_ pooling 
agreement to cover the war catastrophe 
hazard for life insurance, drawn in De- 
cember by Joint War 
Problems, is being withdrawn pending 
the situation, 


Committee on 


further observation of 
Ray D. Murphy, executive vice presi- 
dent, Equitable Society and chairman 
of the committee, announced this week. 
The committee jointly represents Life 


Association of America and 
American Life When 
vidual company consideration was given 


Insurance 
Convention. indi- 
to the plan as drawn up, it was found 
difficult to arrive at a 
ceptable plan at this time, due to some 
of the problems raised, including that 
of uncertainty in the measurement of 


generally ac- 


the risks. 

“Another problem was that the plan 
as drawn up was necessarily only a 
partial pooling of risk and did not pro- 
vide a means of meeting all death 
claims in the event of sweeping atomic 
bombing,” Mr. Murphy commented. 
“Because of this, it was also felt that 





New England Promotions 
In Agency Division 
Homer C. Chaney, CLU, has been 
elected second vice president and di- 
rector of agencies, New England Mu- 
tual Life; Charles F. Collins, CLU, sec- 
ond vice president and agency director, 
and William C. Gentry, CLU, associate 
director of agencies. 


Albert H. Curtis, III, CLU, is now 
director of field training; E. Robert 
McLellan, director of agency finance, 


and Edwin W. Folsom, assistant agency 
secretary. Merton E. Sayles, CLU, 
George G. Joseph and William R. Wag- 
ner have been given title of assistant 
superintendent of agencies; Warren L. 
Bacon, Jr., becomes supervisor of visual 
sales promotion; Warren F. Brooks is 
supervisor of agency records and Ver- 
non L. Jewett assistant supervisor of 
agency records. 





there might be some misunderstanding 
on the part of the public that the atomic 
hazard was more fully covered than the 
limitations of the plan would permit. 
In the public interest, such an interpre- 
tation should be avoided. The commit- 
tee, therefore, decided to withhold any 
definite plan until conditions became 
more clearly defined.” 


ELECTS NEW TOP OFFICERS 





Clarence A. Jackson President, J. How- 

ard Alltop Secretary of American 

United Life, Indianapolis 

Clarence A. Jackson, executive vice 
president of Indiana State Chamber of 
Commerce, has been elected president 
of American United Life of Indianapolis, 
succeeding Leslie E. Crouch who con- 
tinues on board. J. Howard Alltop has 
been elected secretary succeeding Wil- 
liam A. Jenkins. President Jackson has 
been chairman of American United 
executive committee. Secretary Alltop 
has been assistant secretary and _ per- 
sonnel manager. He is a past president 
of Indianapolis Personnel Association. 
Harry T. Ice, Indianapolis lawyer, has 
joined the company’s board. 





BROKERAGE MANAGER 


Man who knows life, accident and sick- 
ness insurance to train as Brokerage 
Manager. Replies confidential. Box 
2073, The Eastern Underwriter, 41 
Maiden Lane, New York 38, N. Y. 




















JOHN J. PEARCE 


Ably representing the 
friendly Franklin in 
Wilmington, Delaware 
since 1950, after 11 years 
with a large eastern 
company, Jack Pearce 
becomes more enthusiastic 
and prosperous with the 
passage of time. 


Here is a record of his 
earnings since becoming 
a Franklinite: 


1950 
1951 


$8,989.27 
. $11,012.43 














This [§ the 


Promised 


Mr. Chas. E. Becker, President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear Mr. Becker: 


This IS the Promised Land! 


With twelve years experience in this business behind me at age 
34, I am now enjoying for the first time that sense of prosperity and 
confidence in the future which caused me to choose the life insurance 
business in the first place. 


Without question, the biggest single factor in my present sense 
of well-being is the amazing popularity of our wonderful Franklin 
exclusives ... particularly the incomparable PPIP. How gratifying it 
is to hear my prospects say, “How in the world can the company do 
it?” or “That’s exactly what I’ve been looking for,” or “Can I add more 
next year?” ... after my years of dispensing life insurance like medi- 
cine through the programming method. 
How reassuring it is to have a plan which appeals to the masses 
as well as “the classes.”” How stimulating it is to be associated with an 
agency organization whose morale is so sky high it’s the wonder of 
the industry . . . an organization in which “the salesman is king.”” How 
inspiring it is to be associated with men who are earning two and three 
times as much as they’ve ever earned before, due to your unique mer- 
chandising ideas and your unmatched “agent-consciousness.” 
Is it any wonder that I say “This IS the Promised Land’’? 
Sincerely, 


JJP:af 


An agent cannot long travel at a faster gait than the company he represents. 









CHAS. E. BECKER, PRESIDENT 


Over A Billion Dollars Of Insurance In Force 





SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Land 


December 10, 1951 


/s/John J. Pearce, C. L. U. 
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Relinquishes Management 


Duties With Mass. Mutual 





RALPH D. LOWENSTEIN 


Ralph D. Lowenstein, veteran Massa- 
chusetts Mutual Life field man in St. 
Louis, has asked to be relieved of agency 
management responsibilities on account 
of ill health. The agency which he now 
heads at 915 Olive Street will be com- 
bined with the agency at 506 Olive 
Street where Leonard R. Woods is gen- 
eral agent. Mr. Lowenstein will continue 
with personal sales and service activities, 
as associate general agent. The change 
becomes effective March 1. 

Mr. Lowenstein joined Massachusetts 
Mutual in 1923 and was a leader among 
company agents before being appointed 
co-general agent at St. Louis in 1937 
with the late Anthony E. Veith. He was 
made sole general agent in 1942. In 1949, 
the second company agency in St. Louis 


was established by Mr. Woods. 


A. T. & T. Bond Issue Echo 


At the anti-trust trial here of 17 in- 
vestment banking houses before Federal 
Judge Harold R. Medina the court said 
Monday that the Investment Bankers 
Association of America had a_ perfect 
right in 1941 to write to Louis H. Pink, 
then New York Superintendent of In- 
surance, to ascertain whether three in- 
surance companies “had violated the in- 
surance law” by joining together to pur- 
chase a $90,000,000 debenture issue of 
American Telephone & Telegraph Co. 


Aetna Life Award Winners 


The President’s Trophy for outstand- 
ing agency performance in 1951 has been 
awarded to 11 general agencies of the 
Aetna Life. 

They are: G. V. Austin, Brooklyn; 
Campbell & Vineyard, Little Rock; G. 
B. Chapman & Co., Cleveland; Chase & 
Co., Pittsburgh; C. E. Clinton, Omaha; 
R. S. Edwards, Chicago; Richard T. 
Hughes, Syracuse; F. E. McMahon, De- 
troit; E. W. Nelson, Grand Rapids; 
Frank H. Plaisted, Portland, Ore. and 
W. J. Schergens, Shreveport, La. 

Established in 1929, the trophv is 
awarded annually to Aetna Life general 
agencies which establish outstanding 
sales and agency management records 
during the preceding year. 

In recognition of the award, the gen- 
eral agents have been invited to serve 
a one-year term on the General Agents’ 
Advisory Council, which meets. each 
spring at the Aetna Life home office in 
Hartford. 


Alexander Hutchinson Made 


Assistant Vice President 
Alexander Hutchinson, formerly man- 
ager of the Metropolitan Life’s McKees- 
port, Pa., district, has been appointed 
assistant vice president in field man- 
agement. He will have responsibilities 
concerned with the Metropolitan’s field 
training activities, particularly with ref- 
erence to advanced underwriter training. 
Mr. Hutchinson has been with the 








up his pen on a 28-below-zero night and 
wrote us a letter testifying how life insurance 
had saved the day for himself and his depres- 


sion-ridden, drouth-stricken farm and family. 








Twelve years ago a 
North Dakota farmer- 
stockman, Benjamin F. 
Robinson, read a North- 
western National Life 


advertisement, 


. We tried every bank, every Govern- 
ment Loaning Agency, every moneyed man we 
knew to get a loan and all to no avail!" he 
related in a letter which many life insurance 
men the country over still recall. ‘‘We then 
turned to our Life Insurance Policies and bor- 
rowed every dime they would loan us. The 


money came at once. We saved ourselves...” 





Metropolitan since 1933, starting as an 
agent in the Company’s Poughkeepsie, 
N. Y., district. He served as assistant 
manager in Poughkeepsie, and as field 
training instructor, field training super- 
visor, and then division supervisor in 
the field training division prior to his 
promotion, in 1948, to manager of the 
McKeesport district. 

In McKeesport he was active in Life 
Underwriters Association activities, serv- 
ing as director and national committee- 
man of the local chapter, and on a num- 
ber of occasions addressing association 
meetings. He holds the CLU designation. 


picked 


insurance.” 


NORTHWESTERN /Vational LIFE INSURANCE COMPANY 


MINNEAPOLIS, MINNESOTA 





How much that “‘lift’’ from his life insurance 


would mean to him even Mr. Robinson could 


his home on the Three Bars Ranch, and 500 


head of cattle — and every item completely / 


cially. And, as | tell my sons over and over, 
life insurance saved the ranch for your mother 


and |, so don’t you ever lose your faith in life 


U. S. Life Enters California 

The United States Life has been 
licensed to do business in California. 
The company is now considering ap- 
pointment of general agents and organ- 
izing the state. The home office is at 
84 William Street, New York. The com- 
pany offers a complete line of life, Group 
and accident and health plans. 

SUPERVISOR | AT KINGSTON 

Great-West Life has appointed Donald 
C. Elliott supervisor at Kingston, On- 
tario. 


not foresee. More than a decade later he 
was able to list among his assets over $20,000 
of paid-up life insurance, 52 quarter sections 


of land (that’s 13 square miles, you city fellas !), 


debt free. Besides, his two sons will have the 


j 
advantages of a college education. { 
| 
Little wonder that Mr. Robinson says with ; 
f 
a sense of firm satisfaction, ‘‘The loans | ob- pf 


tained in the 30’s on my life insurance was the 


blood transfusion which kept me alive finan- 
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” D. Cavanaugh Reports 
Sound Progress in 1951 


FEDERAL LIFE’ S ASSETS AT PEAK 


Chicago Coaueny’ s ‘Like Insurance in 
Force Up to $148,382,620 at Year-end; 
Capital-Surplus Increased 


avanaugh, president of the 


Chicago, in his 


i ae: es 
Federal Life of 
report to policyholders for the year 1951 
which in- 


annual 


pointed to substantial gains 


dicate that the company enjoyed one of 


the best years in its 53-year history. 


Total assets ct the year-end reached an 
high of $33,069,587, a gain of 


all-time 





L. D. CAVANAUGH 
$1,737,276, while capital and surplus com- 
1 is shown in the statement at $3,- 
increase for the 
than 40% of the 
bonds, all of 


286,59 ilso an year 

company’s as- 
invested in which 
were in good sianding both as to 
. 1 


interest as oO! last 


prin 
December 


Mr. Cavanaugh also reported that to- 














tal life insu e in force reached $148,- 
382,620 at the vear end, an increase of 
$12,355,992. Accident and health pre 
mium income was 55 and claims 
p: uid in this were $1,380,453 

Total policy reserves (computed on a 
legal -e $ 7,692 or 768% of 
the Fe tal resources, and 
Mr. Cavanaugh explained that this 
umount ith interest and future de 
posits, “insures the payment of all bene 
fits provided in_ policies.” The next 
largest reserve item w $2,118,180 for 
yayments to policyho s, or 64% of 





1 
I 
total resources 


Pays Tribute to Field and Home 
Office Staff 








While gratified over the company’s 
sound growth and progress in 1951, Mr 
C al “Due credit for this 
sI i 1O our agents 

been so con 
scientious and energetic in increasin 
the number of policyowners in areas in 
which they operate. .. .” He also paid 
tribute to the home office staff for its 


“loyal and effective” contributions dur- 
ing 1951. In closing walt _message to 


policyholders Mr. Cavanaugh said: 

“The world in which we live today 
continues to be in a state of turmoil 
and the supreme concern in this coun 
try among the freedom loving people 
is the defense of America. How to es 
tablish peace without another out and 
out war is a problem that should be 
given serious thought and consideration 
by all of us 

“We have definite responsibilities to 
our country and to our fellowmen and 
we must not shirk them now, if we do 
not want to lose the basic freedoms 





Small Companies Conference 

“Agency Building” will be the theme 
of the Small Companies Conference of 
Agency Management 
this year, it has been an- 
nounced by James E. Scholefield, CLU, 
chairman of the Small Companies Com- 


the Life Insurance 
Association 


mittee and vice president of the North 
American Life and Casualty. Mr. 
Scholefield said the theme was chosen 
because a poll of the small member com- 
panies of LIAMA showed this to be the 
subject of greatest interest to their 
agency officers. 

March 17-19 are the dates, the Edge- 
the place 


water Beach Hotel, Chicago, 

for the 14th annual conference. Last 
year’s experiment of discussion groups 
for companies under $100 million of 


Ordinary in force and over $100 million 
will be continued on the second day 
of the conference. The first day’s events 
will feature well known speakers who 
are to be announced later. On Wednes- 
day, the concluding session will have 
reports from the discussion groups and 
a panel on institutional training facili- 
ties for agents. 

About half the member companies of 
the association are represented by the 
Small Companies Committee and the 
yearly spring conferences are very 
popular and well attended. The group 
will elect new members to the committee 
in Chicago. 


Planning this year’s meeting, in addi- 


tion to Mr. Scholefield, are the present 
members of the committee: Lyman C. 
Baldwin, vice president. Security Life 
and Accident; Roger Bourl: oe CL, 
director of Ordinary agencies, Liberty 
Life; FE. A. Frerichs, CLU, vice presi- 
dent, Security Mutual of Nebraska; 
Spencer R. Keare, CLU, executive vice 


president and superintendent of agents, 
Fede ral Life; Ralph R. Lounsbury, pres- 
ident, Zankers National; H. E. Lumsden, 
superintendent of agencies. Northern 


Life of Canada; Frank L. Whitbeck, Jr.. 
CLU, vice president and director of 
agencies, Union Life. 

Edwin A. Phillips, vice president and 


superintendent of agencies. Standard of 
Oregon, and Travis T. Wallace, presi- 
dent, Great American Reserve, are the 
representatives of LIAMA'’s board of di- 
rectors on the committee. Staff repre- 
sentatives are Burkett W. Huey, as- 
sistant director of company relations, 
and Brice F. McEuen, senior consultant. 


Occidental Conventions 


Sites for regional conventions of Oc- 
cidental Life of California to be held 
next month have — set for San Fran- 
cisco, Cincinnati and White Sulphur 


Springs, President Horace W. Brower 
announced. 


The firm’s top agents from the West- 


ern region will convene in San Fran- 
cisco March 9-12, while Eastern re- 
gional participants will meet in Cincin- 
nati March 16 - 19. 

Members of Occidental’s “Top Pro- 
ducers Club” from the United States, 
Canada, Hawaii, and the Philippines will 


qualify for the White Sulphur Springs 
convention, March 23 - 26 

Qualification for the meetings is based 
m the individual sales record for the 
18 months. It has been during this 
period that Occidental’s total insurance 


past 





in force has passed the three billion 
dollar mark. 

which we have enjoyed in this great 
country of ours and which have im- 
proved the standard of living of our 
people far beyond that of any other 
country in the world. 

“Those who are in the life insurance 
business are very conscious of the 
threats to destroy our way of life and 


realize that they have definite responsi- 
bilities in this respect. The nature of 
the institution of life insurance is such 
that it can perform its real functions 
satisfactorily only in an economy where 
private enterprise exists, thus making it 
possible most effectively to serve policy 
owners and their beneficiaries.” 





Ralph E. Carpenter, Jr., Is 
Penn Mutual Life Leader 
Ralph E. Carpenter, Jr., CLU, of 
Penn Mutual Life’s John T. Scott Agen- 
cy, New York, was the company’s lead- 


ing producer for the year by both 
volume and lives. Actually he was a 
three-way winner, since he was leader 


total volume 
His triple championship re- 
1949 business. 


during 1951 


in life insurance volume, 
lives. 
peats that won by his 
His life insurance volume 
was $2,290,158 on 410 lives. 

Mr. Cornell man, 
graduate of the School of Mechanical 
Engineering there, and he entered the 
life insurance business immediately after 
graduation in 1931. From the begin- 
ning his engineering training helped 
make it possible for him to work on pro- 
Later he, be- 


and 


Carpenter is a 


gram and estate analysis. 


the pension problems 
gradually became 


gan a study of 
in American business, 
recognized as a leading pension con- 
sultant, and it is in this field that he 
has produced so successfullly. 


HEADS NATIONAL ASSOCIATES 





A. J. Lewallen, Miami General Agent, 
Heads Mutual Benefit’s Group of 
Top Producers 
A. J. Lewallen, CLU, Miami general 
agent of Mutual Benefit Life, Newark, 
has been elected president of the com- 
pany’s National Associates. The group 
consists of the top 25 Mutual Benefit 
Life representatives plus general agents 
who qualify on the basis of their per- 
sonal production. Mr. Lewallen is a life 
and qualifying member, having qualified 


each year since 1943, except for one 
year while he was in the Navv. 
President’s Club leader Sidney Weil 
of the William T. Earls agency, Cin- 
cinnati, is vice president and treasurer, 
and Immediate Past President Charles 
J. King, CLU, Kansas City, is the third 


member of the organization’s executive 
committee. 

Life and Qualifying members this year 
are: E. P. Faber, Brooklyn; Paul W. 
Cook, CLU and Irving Goldie, Chicago; 
A. Robert Groenke and Sidney Weil, 
both of Cincinnati; M. M. Matson, 
Cleveland; O. F. Hamlin and J. H. 
Lightstein, CLU, both of Detroit; J. D. 
Preaek’ and A. H. Kollenberg, both 
Grand Rapids; C. J. King, CLU, Kansas 
City; W. C. Mayer, CLU, Milwaukee; 
and W. T. Larsen, CLU, Newark. 

Qualifying members this year are: W. 
N. Thurman, Atlanta; J. D. Corbiere, 
Boston; P. H. Zimmerman, Buffalo; J. 
A. Brady, Sr., Cleveland; John Mulock, 
Detroit; J. M. Daniel and E. G. Rob- 
bins, ‘both Lexington; David Adelman, 
R. O. Segal and Mitchell May, Jr., 
all of New York City; Harold M. Covert, 
ir:, Philadelphia; A: 1. Stix, 17.,-CLU, St. 
Louis; and R. W. Tharp, Washington, 
DG. 


Life members (having qualified, in the 


past, three eae within a_ five-year 
period) are: D. M. Waterhouse, Boston; 
C. W. Perry, ata, W. H. King, Cin- 
cinnati; M. A. Hedgcock, C. E. Hodg- 
man and N. E. Pinney, all of the De- 
troit; J. W. Brown, CLU, Louisville; 
G. G. Terriberry, New York City; 
C. R. Phelps, San Francisco; J. M 


Hastings, Jr., and W. E. 


Wright, Toledo. 


Syracuse; 





Appoint Stewart and Harris 

Mutual Life of Canada has appointed 
D. Gordon Stewart and G. T. Harris, 
CLU, assistant superintendents of agen- 
cies. Mr. Stewart has been with the 
company 19 years and manager of its 
New Westminster branch since Septem- 
ber, 1948. He joined the Vancouver 
branch in 1933 and later was branch sec- 
retary at Calgary. Mr. Harris has been 
supervisor of field training since joining 
the head office staff in. August, 1950. 


3efore that he was manager at Bramp- 
Ontario. 


ton, 





Equitable Unit Manager 





MARVIN H. 


Oo) Ia i 


Marvin H. 
unit manager of the Equitable Life As- 
surance Society agency at 186 Montague 
Street, Brooklyn. Manager of the agency 
is Edward J. Skou. Mr. Litt, 
insurance business in 


Litt has been appointed a 


who en- 
1947, 
plans to build a full time unit of quality 


tered the 


producers. He now has four full time 
agents and hopes to add two more by 
the end of next month. He is a member 
of the Brooklyn branch of the Life Un- 
derwriters Association of the City of 
New York. 


Occidental of California 


Has Big In Force Increase 


Preliminary year-end figures for 1951 
that Occidental Life of Califor- 
nia’s total life insurance in force will 
substantially exceed $3,250,000,000, Presi- 
dent H. W. Brower reported this week. 


Occidental had passed the $3,000,000,000 


indicate 


mark last August on the 45th anniver- 
sary of opening its doors for business 
and added over a quarter of a billion 
in force since that date the records 


indicate. 


Meanwhile, since January 1, Occiden- 


tal has also passed the $2,000,000,000 
mark of Ordinary life insurance in 
force. Year-end figures indicated Oc- 


cidental’s Ordinary in force had ad- 
vanced to more than $1,998,000,000 in 
1951. The figure went over the $2,000,- 
000,000 mark the first week in January. 
Attainment of this second billion of 
Ordinary thus came in less than four 
years. Occidental had reached the bi!lion 
mark for Ordinary in force during the 
spring of 1948. 
Preliminary 


figures for Occidental 


Group insurance indicated that 1951 
ended with well over $1,250,000,000 in 
force. That represented a_ gain of 


nearly 25% in the company’s Group 
insurance jn force account in 1951 not- 
withstanding the hindrance presented by 
Wage Stabilization restrictions on new 
Group sales. 


Keystone Group Hear Benner 

Claude L. Benner, president of Conti- 
ental American Life of Wilmington, and 
a well known economist, addressed the 
Keystone Group of Life Insurance Ad- 
vertisers Association recently at Phila- 


delphia. Dr. Benner is a member of the 
Federal Reserve ‘Board’s Voluntary 
Credit Restraint Committee composed 


of prominent institutional leaders; also 
the Economic Policy Committee of the 
U.S. ‘Chamber of Commerce; and the 
Economists’ National Committee on 
Monetary Policy. 
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Milton A. Schiff Agency 
Wins Achievement Trophy 





Milton A. Schiff (right) receiving first 
annual agency achievement trophy from 
Vice President Edward R. Hodgkins. 


The Milton A. Schiff downtown New 
York City agency of Massachusetts Pro- 
tective Association, Inc, and Paul 
Revere Life has been named as the first 
winner of an agency achievement trophy 
of the Worcester, Mass., companies. The 
trophy, put into competition a year ago, 
was awarded for the first time at a 
luncheon held this week in honor of the 
agency. 

The luncheon presentation to General 
Agent Schiff, highlight of an all-day 
seminar, was made by Edward R. 
Hodgkins, vice president and manager of 
agencies and Harland L. Knight, agency 
vice president. Guests of the agency in- 
cluded Curtis G. Schillerstrom, mid-town 
general agent of the companies, and 
Charles R. Honce, Jr., general agent 
at Newark. 

The trophy, in the form of a Paul 
Revere sterling silver bowl, was won by 
the Schiff agency on the basis of both 
production and agency development. An 
agency must win it three times to re- 


Mr. Schiff joined Massachusetts Pro- 
tective-Paul Revere organization early in 
1938. In June of that year, he became 
general agent for the companies in 
Brooklyn. In 1945 he opened a down- 
town general agency for the companies, 
moving to his present Broadway loca- 
tion three years later. 

Mr. Schiff is a member of the board 
of directors of the Accident and Health 
Association of New York City and is a 
past master of Paragon Lodge No. 108, 
F. and A. M. During World War II he 
was co-chairman of the War Finance 


Committee of the Borough of Brooklyn. 


Consumer Credit Group 


To Meet at Hot Springs 


The first annual convention of the 
Consumer Credit Insurance Association, 
marking the 35th anniversary of the in- 
dustry, will be held at Hot Springs, Va., 
May 30 to June 1, it is announced by 
Cecil Woods, president. 

CCIA, whose members write life and 
disability coverage on persons who bor- 
row money or buy on installments, will 
mark the first anniversary of its forma- 
tion at this convention. 

The program will include talks by au- 
thorities in the field of consumer credit 
insurance and a series of panel discus- 
sions on insurance operations, in addi- 
tion to association business sessions. 


MASS. MUTUAL SUPERVISOR 

Milton R. Wetherbee has been ap- 
pointed supervisor in the Columbus 
agency of Massachusetts Mutual Life. 


Republic National School 

Fourteen field representatives of Re- 
public National Life from five Midwest 
states were in Dallas this week to at- 
tend the company’s school of instruc- 
tion in the basic features of life insur- 
ance service and their application to hu- 
man needs. The classes were conducted 
by Lyman E. King, CLU, assistant vice 
president and director of agency train- 
ing, and Ralph C. Reinecke, assistant 
vice president and associate director of 
agencies, 


LOMA Proceedings Issued 


The 1951 printed Proceedings of Life 
Office Management Association are now 
being distributed to members. This vol- 
ume contains the various papers and re- 
ports which were presented at the 
Spring and Annual Conferences. The 
offices of the Association are at 110 
East Forty-Second Street, New York 
17. Managing Director of the Associa- 
tion is Frank L. Rowland. 


Colonial Life Up by 15% 

The Colonial Life reported a 15% 
gain in new business volume in 1951 for 
a total of $39,545,514. The increase in 
insurance in force amounted to $23,862, 
370, the largest increase in the com 
pany’s 54-year history. 

Gains were also registered in num- 
ber of policies placed, in the average 
size policy, and in group insurance sales, 
all reflecting the company’s expansion 
program. 
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Tue Great.West Lire 
Reports On 1951 


The sixtieth Annual Report of The Great-West Life discloses 
a record of continued development and growth. 
all phases of the Company’s operations were maintained at a high 


e@ A record amount of new business written. 
e Largest gain in business in force for one year. 
@ Extremely favorable mortality experience. 
e Interest rate showed continued improvement. 
The comparative figures given below are an indication of the 


extent of the Company’s responsibilities to over half a million 
policyholders in the United States and Canada. 


NOTEWORTHY COMPARISONS 


1951 

Total Business in Force........... $1,891 ,438,082 
New Business... 293,229,967 
Vo: eed ee ES Sie ES 413,791,937 
Ce Ca .e aeeae 392,367,145 
Capital, Contingency 

Reserve and Surplus............_.. 21,424,792 
Paid or Credited to Policy- 

holders and Beneficiaries... 60,207,498 


During the year, 





$1,671,014,073 


1950 


259,171,995 
385,335,607 
365,129,058 


20,206,549 


52,223,119 
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Five New Directors of Reliance Life 


pein sie 


the Reliance 
meeting in 
Kneil, 


directors of 
first board 
Robert C. 


Five new 
attending their 
Vice Presidents 
Actuary G. 
and general counsel of Lincoln 
table these Reliance directors are 
President George L. Langreth, 
dent Henry F. Rood and Mr. 
Leon Falk, chairman of Falk 
National Bank and Trust Co. 


Mr. 


Kneil. 
and Co., 


Four home oftice executives were 


; : : - 
among five new directors of the Reli- 


ttsburgh elected 
stockholders’ meeting 
February 11. 


elected 


ance Life of Pi 
annual 
Pittsburgh 
The Reliance 
Presidents Robert C. 


Lamar and Frank G. W1 


Vice 
Kneil, Glenn G. 
iitbread and Ac- 
_ Robert Mullans. The other new 
director is Joseph D. Frank, 
general counsel of Lincoln Na- 
Wayne. 

who were 
Menge 


and 


men are 


tuary ( 
; vice presi- 
and 
Life of Fort 
Reliance directors 
re President Walter O. 
Henry F. Rood 


dent 
tional 
reelected 
and Vice 
George 
Leon 


Presidents 
L. Lang 
falk, Jr., chairman 
A. Mayer, 


and 


rreth of Reliance Life; 
of Falk a Mars 
president of Mellon 


and Sidney 


John vice 
National Bank 
A. Swensrud, 

Mr. 


liance 


Trust Co. 
president of Gulf Oil Corp. 
started his career with Re- 


1915 as a clerk in the home 


Kneil 
Life in 
experience in 
He 
pointed assistant vice president in 1935 
president in 1943. 
Office 


office and has had wide 


life insurance operations. was ap- 


and was elected vice 
Life 


1947 


president of the 
\ssociation in 


He was 


Management and 


Business Insurance Gains 


By Mutual Benefit Life 
1951 by 
totaled 


written in 
Newark, 


Business 
Mutual Benefit 
$48,086,031 on 1599 lives. This was an 
increase of 40.17% in volume and 58.96% 
in lives over 1950 and represented 18.6% 

he company’s total new insurance 
in 195i, according to Richard E. 
president in charge of agen- 


ins urance 
Life of 


vice 
over 1950 busi- 
were reported 
agencies, a 


as high as 500% 

ss insurance volume 

by 45 of the company’s 72 

reflection of the success of business in- 

surance schools and clients held last 

year and which will be held again in 
1952 in various parts of the country. 

Partnership insurance almost doubled 
1950 volume and corporation insur- 
increased from $29 million in 1950 
$38 million last year. Total 
sales of new insurance also 
reached a new peak. 

Agencies which wrote over a million 
dollars of business insurance in 1951 are: 
Boston, Buffalo, Chicago-Cook, ‘Chicago- 
Parsons Cincinnati, Cleveland, Detroit, 
Grand R: ipids, Nashua, Newark, New 
York-Salinger & Wayne, New York- 
Huber, New York-Youngman, Rochester, 
San ge St. Louis and Washing- 
ton, D. C 


the 
ance 
to almost 
company 


Life of 
the 
G. Lamar 
Robert Mullans of Reliance Life, and Joseph D. 
National Life of Fort Wayne. 
Frank, 
President Walter O. 
Three 
John A. 
A. Swensrud, 


Glenn 


and Sidney 


are shown in this photo 
February 11. They are 
Frank G. Whitbread and 
Frank, vice president 
Clockwise around the 
Whitbread, Mr. Mullans, Vice 
Menge, Mr. Lamar, Vice Presi- 
directors, not in the photo, are 
vice president of Mellon 
president of Gulf Oil ‘Corp. 


Pittsburgh 
home office 
and 


Mr. 


other 
Mayer, 


served on its board and executive com- 
mittee several other years. 

Mr. Lamar began his life insurance 
career as an agent for Reliance Life in 
\uburn, Ala., in 1922. He was appointed 
manager of the Florida Department in 
Jacksonville in 1925 and then moved to 
Atlanta as superintendent of Reliance 
agencies in the south. In 1946 he was 
transferred to Pittsburgh as _ superin- 
tendent of agencies of the national or- 
ganization and in May, 1950, was elected 
vice president and superintendent of 
agencies, 

Mr. Whitbread has been Reliance vice 
president in charge of underwriting and 
policy issue since January, 1947. He be- 
gan insurance career in the Actu- 
arial Department of Great-West Life in 
prnninti in 1924 and became assistant 

ctuary in 1933 and actuary 
= 1943, 

Mr. Mullans joined Reliance in Febru- 
ary, 1936, as assistant actuary and was 
actuary in November, 1941. He 
is a Fellow of the Society of Actuaries. 

entered the Actuarial Department 
of the Travelers in Hartford in 1930 and 
remained there until his appointment 


with Reliance. 


his 


associate 


elected 


$300,000,000 Mark Passed 
By the Manhattan Life 


The Manhattan Life Insurance Co., 
New York, has passed the $300,000,000 
mark for insurance in force, according to 
a home office announcement. On Febru- 
ary 1, insurance in force stood at $301,- 
286,854, an all-time high for the com- 
pany. 





tional capital fund available. 


group, no industrial. 


Opening For Executive With New Florida Company 


New Florida Life Company seeks managing executive who has thorough 
knowledge of home office operations, and can coordinate all departments of 
a life company. Company will start with $500,000 paid in, and unlimited addi- 
Has outstanding board of directors of national 
prominence as company will operate nationally. 
Opportunity for present junior life company executive, 
or senior executive considering semi-retirement in delightful Miami. 
information will be exchanged in strict confidence. 


AMERICAN BANKERS LIFE ASSURANCE COMPANY OF FLORIDA 
343 N. E. Second Avenue, Miami, Florida 


Will write ordinary and 


Full 
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Peyser, general agent 
7 offices at 140 West 

York, is currently us- 
ing a series of advertisements in The 
Eastern Underwriter and other papers 
which he reports have had an unusually 
favorable response. Keynote of all the 
advertisements is “Ask Peyser About 
It,” which is accompanied by some very 
clever art work. The art work is done 
by Marguerite Richards Peyser, wife of 
Mr. Peyser’s son, Peter A. Peyser, asso- 
ciate general agent of the Manhattan 
Life agency. 

Copy in the advertisements is on the 
light side, is concise and emphasizes a 
definite message, tied in with the illus- 
tration, which Mr. Peyser feels chal- 
lenges the reader to follow through on 
the theme “Ask Peyser About it.” 
Queries, which have resulted in some 
new business for the agency, have been 
received from persons who have had no 
prior association with the Peyser 
agency. 

Upon completion of the present Pey- 
ser advertising series, which will con- 
sist of approximately 2 different inser- 
tions, Mr. Peyser plans to combine the 
entire series in booklet form. 

The Peyser agency, which is among 
Manhattan Life’s leaders, has shown a 
consistent growth during the past year 
and present indications are that this 
progressive trend will be maintained 
during the year ahead. 


Percy A. £ 
Manhattan Life, 
57th Street, New 


Frank H. Wenner, Jr., whose 
father is general agent of Connecticut 
Mutual Life, Utica, Y., was recently 
graduated from U. S. Naval Pre-Flight 
School at Pensacola, Florida, getting 
honors as outstanding student of his 
class. It was a 15-week course and upon 
completion of training at the air station, 
Whiting Field, Milton, Florida, he will 
be assigned to duty with the fleet. He 
was graduated from high school in June, 
1945, and attended Wesleyan University 
prior to his entering the pre-flight 
school. 

In a letter to parents of Cadet Wenner, 


Cadet 











LIFE INSURANCE 
Company of New York 


386 FOURTH AVENUE, 
NEW YORK 16,N.Y. 


LOUIS LIPSKY, President 





EASTERN features a complete range 
of life insurance forms to cover most 
needs, 





we 

A HORIZON is nothing save 
the limit of our sight,” wrote the 
philosopher Raymond. If you can 
see the vast possibilities for inde- 
pendence as a general agent in the 
life insurance field—investigate the 
opportunities at Eastern Life . . . 
now. 


GENERAL AGENCIES Now Available 
in New York, New Jersey, Connecti- 
cut, Delaware and the District of 
Columbia. For information, write to 
Murray April, Director of Agencies. 








plus $10.00 monthly income 
disability benefits. 














for 


oe MES 


Captain W. K. Berner, commanding of- 
ficer of the Pre- Flight School at Pen- 
sacola, wrote: “Frank was chosen for 
this honor (outst: nding student of his 
class) by a board of senior instructors 
who selected him as the best all around 
student because of the showing he made 
in his academic, military and physical 
fitness curricula, and because he dis- 
played outstanding potentialities as a 
future officer. Besides this outstanding 
student award your son was graduated 
with ‘distinction,’ an honor authorized 
for students who attain an exception: lly 
high mark during preflight training.” 


Life ad- 
insurance 
past nine 
“Memo” 
the Ad- 


The series of United States 
vertisements appearing in 
trade journal’s during the 
months was mentioned in the 
column of a recent issue of 
vertising Council News. 

The item drew attention to the un- 
usual theme of the advertisements, all 
of which carry the headline “U. S. Life. 

Better Life to Live!”, and cited 
their copy, which treats such aspects 
of American life as productivity, reli- 
gious freedom, the Red ‘Cross, tolerance, 
and forest fire prevention, 

The same group of trade advertise- 
ments was recently awarded a certificate 
of excellence at the annual meeting of 
the Life Insurance Advertisers Associa- 
tion. 

The Advertising Council is a private, 
non-partisan organization supported and 
operated by advertisers, agencies, and 
media groups, for the purpose of utiliz- 
ing advertising jn the solution of na- 
tional problems. Its monthly periodical, 
Advertising Council News, is distributed 
to industrial executives, advertisers, 
agencies, and publishers, as a_ public 
service. 

The largest aggregate life insurance 
paid for any one catastrophe in the past 
18 months was _in the Richmond Hill 
wreck of the Long Island R. R. in 
suburban New York, November 22, 1950, 
when the 79 fatalities brought death 
claim payments of $1,476,000 under 226 
policies. 

Other catastrophe payments included: 
Woodbridge, N. J., wreck of Pennsvl- 
vania February 6, 1951, 85 deaths, $977,- 
000 benefits under 205 policies; Wyoming 
wreck of Union Pacific Railroad Novem- 
ber 12, 1951, 21 deaths, $446,000 benefits 
under 44 policies; Orient, Illinois, coal 
mine explosion December 21, 1951, 119 
deaths, $168,000 benefits under 93 poli- 
cies; crash of Pittsburgh-to-Buffalo 
plane, December 29, 1951, 26 deaths, 
$120,000 benefits under 16 policies; 
Rockville Centre wreck of Long Island 
Railroad, February 17, 1950, 32 deaths, 
$114,000 benefits under 39 _ policies; 
Elizabeth, N. J., crash of January 22, 

00,000; air crash in same city on De- 
cember 16, 1951, $77,000. 

Uncle Francis. 


NAMED BY COMMERCIAL LIFE 
Commercial Life of Canada ‘has ap- 
pointed William S. Harvey as superin- 
tendent of agencies. 
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The Travelers Helps You Make Good Customers 


It’s a simple truth that everyone needs 
more Life insurance than he’s got. 
And that’s where The Travelers 
comes in. You can readily show your 
customers how they can add to their 
present Life insurance protection at a 
low cost with one of The Travelers 


versatile Life contracts. 
Or better yet! 


You can point out to your client the 


advantages of one of The Travelers 
tailor-made plans that is just right for 
his needs. 

Whether your client is interested 
in family protection or Business Life 
insurance you can make him a better 
customer... anda more satisfied one 


with Life insurance that comes from 


The Travelers... 


For further details on The Travelers Life 
Insurance contracts consult the nearest 


Travelers Life Manager or General Agent. 


The Traveler S INSURANCE COMPANY 


Hartford, Connecticut 


Better 
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FORTUNE EDITOR SOUNDS OFF 


attitude of the life insur- 
America in presenting 


The public 
ance companies of 
arguments for the retention of the 


American economic system and warning 


the public of current factors which may 
into Socialism or 


change our system 


worse, if not checked, was censured at 
Saratoga last 


Fortune Mag 


an assistant edi- 
talk be- 


and 


week by 
tor of razine in a 
general 
this 


agents 
state. 


fore the annual 


managers conference of 
One of the chief points made by the 
Ralph F. Lewis, assist- 
editor of the publication, 
in the 
compa- 


speaker, who is 


ant managing 
is that the sentiments expressed 
institutional 
in statements on the subject being 


advertising of the 


nies, 
made by chief officers of the life com- 
panies in their annual statements, and 


also the literature used in envelopes 


containing premium notices, do not rep- 


resent all of the policyholders as they 


meet objection from those of the in- 
even 
An- 
that 


con- 


sured who prefer Socialism and 


do not object to “a little inflation.” 


other statement Lewis made was 


the campaign as at present being 


carrying the infer- 


Administration 


ducted is political, 


ence that the present 


should be replaced in the next annual 
election by the Republican party. 


In a nutshell, the theme of the Lewis 
that proponents of the capi- 
padlock 


thus 


address was 


taltistic system should their 


beliefs and utterances, permitting 


enemies to monopolize all the articula- 
wrong ? 


tion. Is Lewis right or is he 


If he wants to see continued the system 


which has resulted in the ownership of 
$254 billion of 


(which life 





privately owned estates 


insurance ownership really 


is) and a lot of other ownerships which 
\mericans possess, to say nothing of 
the magazine Fortune, he is wrong. 
The United States 


most powerful nation in the world with 


has become the 


highest standards of living, growing 


to its present great stature under an 


ideology which is designated as the capi- 


talistic system. The outstanding feature 


of the capitalistic system is the encour- 


agement given free enterprise and de- 


chief 


The 
enemy of that system is the USSR oper- 
that 
machinery of the 


velopment of individuality. 


ating on the theory the individual 


is but a cog in the 


state. The USSR would like nothing 
better than to see the United States turn 
from the capitalistic system to Social- 
ism, back of which desire is the thought 
that Socialism is only a step away from 
Communism. 

The largest representation of our pres- 
ent system is that consisting of owners 


of life insurance and the institutions 
which trustee the insurance ownership 
funds. These insurance owners now 
number 86,000,000 of the population. 


Recognizing the threats to the nation’s 
ideology the life companies 
for some time have been conducting a 
battle in the interest of the policyhold- 
solvency of the 
companies which, if not might 
bring us closer to the adoption of the 
concept. 
Insurance companies are trustees of 
vast funds accumulated by the people 
of their future financial 
Those funds are also used 
industrial 
protected, or 
will turn 
out to have been a futile gesture. Often 
policy- 


insurance 


ers and for economic 


won, 


Marxian philosophy 


for protection 
responsibility. 
in building up the national 
They 


the buying of life 


economy. must be 


insurance 
the interests of the individual 
holder 
viewpoint 
now existing here. He may be a plumber, 
manufacturer, 


His personal 
not 


may be conflicting. 


may favor some economy 
a singer, a merchant, a 
a labor union official, a bank representa- 
tive. But all of these policyholders 
link binds them, and 
want their insurance cover- 


have one which 
that is they 
age continued to carry out its obliga- 
tions. The companies have a paramount 
responsibility to educate the people to 
dangers, inflationary or otherwise, which 
might break down the entire private 
system. They are providing 
leadership where leadership is needed 
forceful Should it be 
dodged because it may voice thoughts 
which some policyholders 
do not want to Should life in- 
inarticulate because cer- 
tain policyholders are not believers in 


enterprise 


and it is a one. 


and feelings 
hear? 
surance be 


the private enterprise system and think 
better off than ever before 
inflationary trends? Is this 
leadership in itself political? It should 
not be political and will not be if the 
concern of the insurance industry is for 
the welfare of the country as a whole 
and not for only a segment of it. 


they are 
because of 





















Gladser Studio 
GOSE 


GEORGE B. 


George B. Gose, vice president and 
counsel of Pacific Mutual Life, has been 
named by Los Angeles Chamber of 
Commerce chairman of its Life Insur- 
ance Committee for the coming year. 
Operating under its own charter, the 
committee fills an important role in the 
functioning of the Chamber of Com- 
merce. In addition to correlating the 
interests of the life insurance fraternity 
into the general business and commer- 
cial life of the area, the Life Insurance 
Committee keeps the chamber’s board 
posted on institutional developments 
within the industry. Appointment of 
Mr. Gose as its Life Insurance Commit- 
tee chairman follows closely his election 
by the Chamber of Commerce as a 
director. 

* ok x 

L. D. Cavanaugh, 
eral Life of Chicago, 
augh, are vacationing for the next two 
weeks at Sea Crest Manor Hotel, Holly- 
wood, Fla. Before leaving for the South 
Mr. Cavanaugh was in New York City 
attending the board meeting of the In- 
stitute of Life Insurance. 

* * x 


Mary A. Norton, CLU, has been ap- 
pointed supervisor of New England Mu- 
tual’s Pension Business Department. 

* ok x 


Allen D. Harper, vice president of 
Pacific Mutual Life, was on a panel at 
the California Bankers Association bank 
management conference in Los Angeles 
recently discussing real estate loans. A 
few days previous he was on a similar 
panel at the Los Angeles conference 
of the American Management Associa- 
tion where he presented the insurance 
viewpoint on long term financing. 

x Oe 


Warner F. Haldeman, associate coun- 
sel, Penn Mutual Life, for the third time 
has been appointed chairman of the 
Philadelphia Heart Association for their 
annual campaign. Mr. Haldeman is vice 
president of the association, member of 
the board of governors and member of 
the board of directors of the Pennsyl- 
vania State Heart Association. 

* * x 


Meredith E. Flautt, Massachusetts 
Mutual Life, Nashville, for the third con- 
secutive year has qualified for the 
annual distinguished sales award of the 
Sales Executive Council, Nashville 
Chamber of Commerce. He has received 
letters of commendation from his may- 
or and his governor as a result of this 
honor. 


president of Fed- 
and Mrs. Cavan- 





H. J. Hagge has been elected chair- 
man of the board of Employers Mutual 
of Wausau, Wis.; W. H. Burhop is the 
new president and Robert S. Hagge js 
executive vice president. In their new 
capacities the three officers will preside 
over both the Employers Mutual Liabil- 
ity Insurance Co. and Employers Mutual 
Fire Insurance Co. It is also announced 
that J. M. Sweitzer, general counsel, 
has been elected vice president and gen- 
eral counsel. H. J. Hagge was formerly 
president, Mr. Burhop was executive vice 
president and Robert S. Hagge was 
research director. M. P. McCullough, 
former chairman, will continue as a di- 


rector. 
* * * 


Mary Malcolm-Smith, daughter of 
George Malcolm-Smith of the Travelers 
publication division, is engaged to marry 
Allan D. Klema, son of Mr. and Mrs, 
Orvin A. Klema of Bristol, Conn. She 
is attending Katherine Gibbs Secretarial 
School in New York. Mr. Klema is in 
the Army. 

* ok * 

Ernest Martin Hopkins, chairman of 
the board, National Life of Vermont, 
and president-emeritus of Dartmouth 
College, was married recently to Mrs. 
Grace Tibbets, sister of Dr. Hopkins’ 
first wife and who is the widow of How- 
ard Tibbets, registrar of Dartmouth 
College. The wedding took place in 
Darien, Conn. 

*  * 


Fred A. Swaine, the new Superintend- 


ent of Insurance in Manitoba, succeeds 
Herbert Hunter who retires on pen- 
sion. Mr. Swaine has been Assistant 


Superintendent of Insurance since last 
vear and is also self- educated in the 
insurance business. Born in Winnipeg 
he joined the temporary staff of the 
civil service after leaving high school. 
In 1929 he was appointed to a position 
on the permanent staff of the govern- 
ment purchasing agent. Several promo- 
tions followed in next 12 years. In 1942 
he served in the Royal Canadian Navy. 
He returned to the government service 
and then entered the Manitoba Insur- 
ance Department. 
+ i 


John J. Wicker, Jr., of Richmond, Va., 
head of the law firm of Wicker, Baker 
& Shuford, has been chosen chairman 
of the American Bar Association’s Insur- 
ance Section membership committee, it 
is announced by Franklin J. Marryott, 
Boston, chairman of the Insurance Sec- 
tion of ABA. A former Virginia State 
Senator and long prominent in Virginia 
public affairs, he was president of the 
Electoral College in 1944 and che uirman 
of the constitutional convention in 1945, 
He is vice chairman of the Virginia 
State Board of Welfare and Institutions 
and is chairman of the Committee on 
Judiciary and Judicial Salaries of the 
Virginia State Bar Association. He was 
one of the founders of the American 
Legion, was state commander in 1923- 
24 and member of the National Execu- 
tive Committee for several years. 

* ok Ok 


H. Lylla Zeigen, daughter of Samuel 
L. Zeigen, general agent, Provident Mu- 
tual Life in New York City and Mrs. 
Zeigen, was married on February 8 to 


Dr. A. Leonard Breslaw of Denver, 
Colo. Before her marriage Mrs. Bres- 


law worked in her father’s agency. Dr. 
3reslaw was graduated from University 
of Colorado and obtained his M.D. de- 
gree at the same institution. He is a 
Phi Beta Kappa. 

ee 


Robert B. Millman, Jr., Chicago Group 
insurance representative for Pacific Mu- 
tual Life since 1949, has reported for 
active duty as a commissioned Air Force 
officer. He has been assigned to Walker 
Air Base, Rosewell, N. Mex. 
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Donald D. Pillsbury 

Donald D. Pillsbury, CPCU, manager 
of the burglary and glass division of 
the National Bureau of Casualty Under- 
writers, iS a native of Limington, Me. 
He was graduated from Bates College, 
Lewiston, in 1938 and two years later 
joined the National Bureau in its bur- 
glary and glass division, of which he 
was appointed assistant manager in 
1948 and to his present post last year. 
He spent three and a half years in the 
armed services, commencing in 1942, 
with the Army Airways Communications 
Service. 

Mr. Pillsbury has lectured on burglary 
and glass insurance for Adelphi, Hof- 
stra, and Queens Colleges, and before 
the Insurance Society of New York and 
Brooklyn Academy. He is a member of 
the New York Chapter of the Society 
of Chartered Property and Casualty 
Underwriters. 


* * * 


Feature Senior Officers of Hartford 
Group 

As an interesting feature story the 
Hartford Courant on February 9 printed 
the pictures and summarized careers of 
three senior officers of the Hartford 
Fire and the Hartford Accident and In- 
demnity. Subjects of the sketches were 
Paul Rutherford, president of Hartford 
A. & I.; Charles S. Kremer, president 
of Hartford Fire, and James L. Thom- 
son, who heads finance department of 
both companies. 

Mr. Rutherford began his insurance 
career in Baltimore in September, 1900, 
as an $18 a month clerk. He joined the 
Hartford A. & I. in 1914, the year after 
it was organized. For a number of vears 
he was manager of the New York 
metropolitan department, and was one 
of the most popular men in the history 
of New York casualty insurance. In 
1925 he was elected a vice president, in 
1936 a director and he became president 
in February, 1937. 

Mr. Kremer’s first affiliation with 
Hartford Fire was as an agent in 1910. 
He became a staff officer in 1920. In 
September, 1941, he succeeded the late 
Richard M. Bissell as president. 

James L. Thomson was in the invest- 
ment banking business before joining 
the Hartford group as chairman of its 
executive committee in 1935. He is a 
director of J. P. Morgan & Co., Inc. 


er ae 


Edit Milwaukee Phone Directory 

Francis J. Hart, chairman of Milwau- 
kee Bar Association’s Committee on un- 
authorized practice of law, has issued a 
statement saying that the Wisconsin 
Telephone Co. has made this agreement 
relative to classified section headings in 
its telephone directories: The classified 
heading Tax Attorneys,” now appear- 
ing in the classified section will be elim- 
inated from future directories and the 
listing “Tax Consultants” will be 
changed to “Tax Return Preparation,” 
and in addition there will be a cross- 














reference heading which will read: “Tax 
Matters—See Accounants, Accountants 
(Certified Public), Attorneys - at - law, 
Tax Return Preparation.” 

Mr. Hart is vice president and gen- 
eral counselor of the Wisconsin Tele- 
phone Co. 

a er 


Warns Public 


Insurance Commissioners are looking 
into the operations of the American Au- 
tomobile Owners Safety Association of 
Kansas City which has been packing the 
mails with material soliciting registered 
automobile owners for limited accident 
insurance in the Safety Drivers Insur- 
ance Corporation of Kansas City. 

One Insurance Commissioner who has 
been issuing warnings to his public rela- 
tive to the re ance carrier is John R. 
Maloney of California. He says its 
minimum financial requirements fall 
short of that required by California in- 
surance laws; that it is not admitted in 
the state, and he comments shortly on 
its policy form. 


200 Years of Mutual Insurance 
Meetings sponsored by the Mutual 
Fire and Casualty Insurance Companies 
will be held at the Hotel Statler, March 
26-29, in observing the 200th anniversary 
of mutual insurance in this country. Re- 
ports will cover crime, politics and eco- 
nomics and psychological sciences. Also 
to be discussed will be the changing eco- 
nomic status of women. 
oe 


Number of Companies in Texas 

So many conflicting articles have been 
printed about the number of companies 
operating in the State of Texas that I 
have asked George B. Butler, chairman 
of the Texas Board of Insurance Com- 
missioners, for the exact data. His reply: 

“The total number of insurance com- 
panies licensed in this state, as of Au- 
gust 31, 1951, was 1,687. They represent 
all types of carriers; i.e., fire, casualty, 
life, reciprocals, Lloyd’s, fraternals and 
so on. 

“On the date mentioned there were 
128 Texas legal reserve life companies 
and 127 foreign life companies licensed 
in the state, making a total of 255 legal 
reserve companies. There were 52 mu- 
tual assessment, 259 local mutual aid 
associations and 414 burial associations 
licensed.” 


wey sh 


A Report on Directors 

During the next ten years, more than 
30,000 directors will have to be named 
to fill vacancies of the boards of U. S. 
companies of all kinds in the world of 
business and finance, according to an 
estimate by the American Institute of 
Management, New York, which has just 
completed a report entitled “How to 
Become a Director.” Based on an analy- 
sis of 10,000 firms, both publicly owned 
and closely held, which account for 80% 
of the nation’s income, the report shows 
that a majority of the 85,000 directors 
involved are beyond 60 years of age 
“How and why their successors are 
selected,” the AIM report declares, “is 








L. to R.: Seated—Edward P. Gilgun; Standing—Morton Smith, Herbert A. Habib, 
. Draper, Peter F. S. Beattie. 


Fire Marshal Gives Award 

Edward P. Gilgun, fire marshal of 
Massachusetts, is shown in accompany- 
ing picture presenting to Peter F. S. 
Beattie of Andover, Mass., a community 
service medal for his part “in averting 
loss of life and serious property dam- 
age” at a fire in the Lawrence, Mass., 
home of Dr. Lionel St. Louis, last De- 


cember. Beattie is a salesman for the 
Dictograph Home Fire Detective in the 
Merrimac Valley section of New Eng- 
land. Dictograph fire alarm division per- 
sonnel witnessing the presentation are 
Morton Smith, New England regional 
manager; Herbert A. Habib, a Boston 
salesman, and J. Draper, director of 
sales and training. 
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of consequence to us all, and especially 
so to the shareholders and the persons 
who aspire to become directors.” 

One of the best ways to become a 
director of an important company is to 
become acquainted with as many cor- 
porate presidents as possible, the study 
shows. “In a successful and well man- 
aged company,” it points out, “it is the 
president who makes up the slate of 
proposed directors to be voted on by 
the stockholders. Almost invariably 
presidents of publicly-owned companies 
follow a given pattern in selecting di- 
rectors. First, they endeavor to select 
men who are known to them favorably. 
Second, they seek men who can aid 
them in maintaining their own positions 
as presidents. Third, they seek men 
who will be of business consequence to 
the corporation. In addition, they may 
select candidates who can help them 
personally to get ahead in business.” 

In the actual selection, the report 
continues, company presidents are influ- 
enced to a large extent by insurance 
companies, investment bankers and bro- 
kers—the first two because they may 
have loans outstanding to the corpora- 
tion. Brokerage firms often are con- 
sulted because voting rights are in their 
names—sometimes as much as 10% of 
the company’s outstanding shares. In- 
vestment trusts, which have invested $3 
billion of shareholders’ money in pub 
licly-owned companies, also play a sig- 
nificant part in influencing the choice 
of directors, the study shows. 

“Tt is worth remembering,” this sec- 
tion of the report declares, “that an 
appointment to a board of directors is 
seldom made formally on the basis of 
who is best able to represent either the 
stockholders or the public. This is the 
most unfortunate weakness of our cor- 
porate set-up, and is a natural conse- 
quence of concentration power.” An- 
other prevalent condition regarded as 
unfortunate by the Institute is the “in- 
creasing reluctance of capable men to 
serve on boards. In the absence of ma- 
terial rewards and the lack of evidence 
that their services are fully appreciated, 
many competent executives hesitate to 
expose themselves to public criticism. 

“In the interest of sound management 
principles,” the report concludes, “it be- 
hooves us all to encourage greater en- 
thusiasm for the director’s job, so it 
will appeal to men of substance, abilitv 
and integrity. This is important not only 
to the men themselves, but also for the 
economy as a whole. Comnanies like 
Ford Motor, Procter & Gamble, General 
Foods and Merck & Co. are pointing 
the way through their selection of capa- 
ble directors who understand their social 


responsibilities.” 
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National Fire Names 
Corry Executive V.P. 


SIX NEW VICE PRESIDENTS 


Six Assistant Secretaries Advance to 
Secretaries; Five New Assistant 
Secretaries Elected 


result- 
mul- 


Reflecting increased activities 


ing from growth and expansion of 
tiple line underwriting operations under 
the 


are permitted to write all lines of insur- 


which all five companies of group 





W. W. CORRY 
ance except life, promotions of a num- 
ber of officers and election of five new 


officers in the National Fire of Hartford 
are announced by Chairman F. D. Lay- 
ton and President H. B. Collamore fol- 
lowing the directors’ meeting and an- 
nual meeting of the stockholders in 
Hartfore 

W. W. (Corry, formerly vice president 
and secreta was advanced to be execu- 
tive vice eaten and secretary of the 
company. 

Each of the 
to vice president 
tant Vice President 
Dwyer; a we Ee 
Clarkson, W. O. Minter, F. 
A. J. Wyatt. 

Six tant secretaries 
moted, each being given the 
retary: C. J. Adams, ae OF 
D. Blanco, W. F. Frakes, R. 


following was promoted 
and secretary: Assis- 
and Secretary R. A. 
Ashton, E. H. 
F. White and 
assis were 
title of 
Beacom, R. 


E. Mullen 


pro- 


sec- 


and W Neill 
Five new assistant secretaries were 
elected: R. J. Anderson, agency super- 


intendent; R. G. Denne, assistant to 
home office counsel; K. G. Johnson, au- 
ditor; E. F. Langan, superintendent of 
the compensation and liability depart- 


ment, and J. L. Shaw, 
tendent. 


Career of W. W. Corry 


Mr. Corry, executive vice president 
and secretary, is a graduate of Williston 
Academy and bacaiast Polytechnic In- 
stitute. His early experience was in the 
engineering field with the New York 
Public Service Commission, the National 
Board of Fire Underwriters and Arkan- 
sas Actuarial Bureau. 

Joining the National in 1920 as special 
agent in Pennsylvania he was called to 
the head office in Hartford in 1927 and 
made assistant secretary in 1929, there- 


34) 


agency superin- 


(Continued on Page 


Security-Connecticut 
Premium Volume Rises 


$22,026,817 NEW HIGH LEVEL 
President Berry Comments on Reasons 
for Higher Loss Ratios; Group 
Assets $38,469,285 


Premium volume for 1951 of the Se- 
curity-Connecticut Insurance Companies 
was at a new high level of $22,026,817, 
Peter J. Berry, president, reported at 
the annual stockholders meeting of the 
Security of New Haven. The increase 
of $2,266,247 for the year reflected addi- 
tional premium income in the fire, ma- 
rine and allied lines of $1,570,058, and an 
increase in casualty, fidelity and surety 
premiums of $696,189. This gain in the 
business of the companies again re- 
flected the continued growtth of their 
agency business throughout the country, 
the president stated. 

In commenting upon the results for 
the past vear, Mr. Berry stated that the 
companies had comparatively good un- 
derwriting operations in fire, marine and 
allied lines in the face of carrying a 
large volume of windstorm claims from 
the late November, 1950, Eastern sea- 
hoard storm into 1951, and an all-time 
high in property destruction by fire in 
this country during the year. 

In casualty operations automobile bod- 
ily injury and property damage losses 
maintained a high frequency and severity 
throughout the year with a result that 
these operations produced a substantial 
loss in 1951. 

In fire, marine and allied lines the 
ratio of losses and loss expenses in- 
curred to earned premiums was 54.4%, 
compared with 52.1% in 1950. The op- 
erating expense ratio of 42.4% of pre- 
miums written remained unchanged from 
the previous year. In the casualty, fi- 
delity and surety lines the ratio of losses 
and loss expenses incurred to earned pre- 
miums was 68.2%, compared with 60.1% 
in 1950 and the operating expense ratio 
increased to 43.8%. 

In his annual report, Mr. Berry stated 
that during the year the necessary ar- 
rangements were made to permit the Se- 
curity of New Haven to engage in mul- 
tiple line operating by adding casualty, 
fidelity and surety lines to its business. 
With this development both the com- 
pany and its subsidiary, the Connecticut 
Indemnity, now write practically all 
forms of insurance, except life and an- 
nuities. 

Consolidated assets of the Security- 
Connecticut Insurance Companies in- 
creased to a new high of $38,469,285 at 
the close of the year. The policyholders 
surplus was $10,224,998. 


Pearl American Group 
Shows Gains in 1951 


ASSETS AND PREMIUMS RISE 


Pearl, Eureka-Security and Monarch 
Fire Present Figures for Last Year; 
Loss Ratio Increases 


Net premium meee of member com- 
panies of the Pearl American Group 
reached a new tach figure in 1951 of 
$17,486,570, an increase of 4.22% as com- 
pared with 1950. The aggregate admitted 
assets of the group increased during 
the year by approximately $2,250,000 to 
$38,380,790 

Net premiums written by the United 
States branch of the Pearl Assurance 
Company, Ltd., were $8,192,391 and the 
total admitted assets of the branch 
amounted to $19,012,673 on December 
31 last. The ratio of losses and loss 
adjustment expenses incurred to pre- 
miums earned was 53.18% while the ratio 
of underwriting expenses incurred to 
premiums written was 47.10%. These 
ratios compared with 50.93% and 46.11% 
respectively for the year 1950. 

Eureka-Security 

Net premiums written by the Eureka- 
Security Fire and Marine were $7,138,287 
and total admitted assets at the end of 
the year stood at $14,228,638. The ratio 
of losses and loss adjustment expenses 
incurred to premiums earned was 53.19% 





in 1951 against 51.55% for the year 
1950. The ratios of underwriting ex- 
penses incurred to premiums written 
for these two years were 47.28% and 
46.20% respectively. 

The Monarch Fire showed a net pre- 
mium income of $2,155,892 and admitted 
assets attained a new high figure of 


New Auto Physical 
Pennsylvania; $50 


Insurance 
Leslie announced new automobile phvysi- 


Commissioner Artemas C. 


cal rates for Pennsylvania, ef- 


Mr. Leslie said the 


damage 
fective February 18. 
revision of rates is made on a territorial 
basis in keeping with the loss ratios in 
the respective districts, and that the re- 
vision varies in the several districts into 
which the Commonwealth is divided for 
rating purposes. 

The revision in the rates for compre- 
hensive coverage in the various terri- 
tories results in the following percen- 
tage increases or decreases in the aver- 
age premiums: P hiladelphia, no change; 
Philadelphia suburban, increase 7.2% 
Pittsburgh, decrease 124%% Pittebargh 
suburban, no change; Scranton-Carbon- 
dale, increase 7.2%; Wilkes Barre-Pitts- 
ton, increase 7.2%; Dutch counties, de- 
crease 1.3%; remainder of state, de- 
crease 1.3%. 

The new rates, 
creases and decreases, 


’ 


including both in- 
result in a state- 
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$5,139,479. The ratio of losses and loss 


adjustment expenses incurred to pre- 
miums earned for that company for the 
year 1951 was 53.18% as compared with 
50.93% for the preceeding year. The 
ratio of underwriting expense incurred 
to premiums written advanced from 
46.11% in 1950 to 47.12% in 1951. 

The increase in the expense ratio js 
partly accounted for by the institution of 
a staff pension plan which came into 
effect on January 1, 1951. 


NAMED BY SPRINGFIELD GROUP 
Fristik Is Casualty and Bond Special 
Agent for New England Insurance 

Co. in Eastern Pennsylvania 

Springfield Group of Insurance 
has appointed Thomas P, 
as special agent in charge 
and bond operations for the 


The 
Companies 
Fristik, Jr., 
of casualty 


New England Insurance Co. in eastern 
Pennsylvania. 

Mr. Fristik will open an office. Feb- 
ruary 25 in Reading. A native of West- 
field, Mass., Mr. Fristik attended AI- 
bright College in Reading under an 
Army Air Force training program in 


1942-1943. He served as an Air Force 
pilot for seven years until his discharge 


in 1948, when he joined the Springfield 
Group. ie 
He is a graduate of the Springfield 


Group insurance training school and at- 
tended Northeastern University. 


SAMMONS ON ~ FINANCE GROUP 

F. Elmer Sammons, president of the 
Hanover Fire Co. of New York, has 
been appointed by President Victor 
Kurbyweit as a member of the commit- 
tee on finance of the New York Board 
of Fire Underwriters to succeed Harry 
B. Standen, deceased. 


Damage Rates in 


Collision Up 14% 


wide reduction in premium volume, even 
though it will be less than 1%. 

$50 Deductible Collision 
revision for $50 deductible col- 
results in the following percen- 


Rate 
lision 


tage increases by territories in average 
premiums: Philadelphia, increase 24.4%; 
Philadelphia suburban, increase 24.5%; 


Pittsburgh, 
suburban, increase 


increase 23.9%; Pittsburgh 
23.9% ; Scranton-Car- 
bondale, no change; Wilkes Barre- 
Pittston, no change; Dutch counties, no 
change; remainder of state, increase 
7.6%. 

The over-all state-wide increase aver- 
ages 14.3%. Commissioner Leslie stated 
that the higher rates were made neces- 
sary by the unfavorable loss ratios de- 
veloped in the lower deductible collision 
coverages in certain territories. The in- 
crease in loss ratios is a result of a rise 
in claim frequency, together with the 
high cost of replacement parts and la- 
bor. 


The rates for $100 deductible collision 


were also revised, resulting in the fol- 
lowing percentage decreases by terri- 
tories in the average premiums: Phila- 


delphia, no change; Philadelphia subur- 
ban, no change; Pittsburgh, no change; 
Pittsburgh suburban, no change; Scran- 
ton-Carbondale, decrease 19.9%; Wilkes 
Barre-Pittston, decrease 19.9%; Dutch 
counties, decrease 20.1%; remainder of 
state, decrease 15.4%. 

The overall state-wide 
approximately 11%. The result of this 
rate revision is a widening of the dif- 
ference between the $100 deductible col- 
lision insurance premium and the $50 
deductible premium on private passen- 
ger cars. The reduction in the rates 
brings the rate levels more equitably in 
line with the experience developed by 
this class. 

The rate filing was made by the Na- 
tional Automobile Underwriters Asso- 
ciation, on behalf of all of its member 
and subscriber companies, which com- 


reduction is 


panies write the greater volume of this 
class of 


business in Pennsylvania. 
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New York Press Association Holds 


T3 


99 : . 
ahnsurance Facts Panel Discussion 


Stott, Witmeyer, Doremus and Sherwood Tell Weekly News- 
paper Publishers and Editors About Local Agents, 


Insurance Companies, Rating and Coinsurance 


Four leading figures in the fire insurance field outlined various phases 
of the business during a panel discussion on “Insurance Facts” at the 100th 
annual convention of the New York Press Association at Syracuse, N. Y., 
satlier this month. Those who spoke were John C. Stott, local agent of 
Norwich, N. Y., former president of both the National and New York State 
Associations of Insurance Agents; Forrest H. Witmeyer, president of the 
Excelsior Insurance Co. of Syracuse; Frederick W. Doremus, manager of 
the Eastern Underwriters Association, and Donald B. Sherwood, generai 
adjuster of the National Board of Fire Underwriters. Howard W. Palmer 


is manager of the Press Association. 


Following are excerpts from the talks which were presented before 
an audience of editors and publishers of leading weekly newspapers from 


all parts of New York State: 


4 
Stott on Selection of an Agent 

“My fellow insurance agents and 
brokers throughout New York State 
would want me to thank you for the 
opportunity you give for insurance 
agency representation on your program. 
They would also want me to express 
their appreciation for the excellent co- 
operation of the members of your asso- 
ciation who, over the years, have been 
perhaps the principal media for promot- 
ing the welfare and public awareness of 
the service rendered by the local insur- 
ance agent. 

“You constantly keep before the pub- 
lic fire prevention programs, safety pro- 
erams, changes in insurance coverages 
and the necessity for such coverages. 
Boiled down, this all adds up to an ex- 
cellent public relations program of 
which you play the most important role 
--all of which is of great benefit to the 
citizens of New York State. It is of 
benefit to our insurance companies and 
to the insurance producers of the state. 

“Considering the ‘vastness’ of the sub- 
ject of insurance and the ‘time element,’ 
I have asked the New York State As- 
sociation of Insurance Agents, Inc., to 
prepare for each of you ‘Recommenda- 
tions for insurance coverage for a 
weekly newspaper.’ Following the nam- 
ing of the usual insurance coverages ap- 
plicable you will find a brief description 
of the coverage. 

“Choose your insurance agent as you 
would your doctor or your lawyer. In- 
surance is a specialized profession or 
business. The successful insurance agent 
is a specialist. He has studied forms, 
policies, companies and types of cover- 
age. He is competent to advise you. 
He, with your assistance, will be anxious 
to plan a program that meets with vour 
needs as well as your ability to pay pre- 
miums. The high pressure type of in- 
surance salesman with an eye only to 
the commission dollar is fast disappear- 
ing. In his place there has risen the 





JOON C. STOLE 


educated insurance advisor, your local 
agent. Many times your agent will ad- 
vise you how to modify your insurance 
program or provide safeguards in your 
operation that will permit you to main- 
tain sound insurance at a reduced cost. 

“The proper selection of an agent is 
the most important decision you have to 
make in connection with your insurance. 
Many people used to have the idea— 
and some still have it—that all insurance 
is pretty much alike; that one agent or 
company will give just as good a policy 
and service at the same price as an- 
other; therefore, it becomes merely a 
matter of favoring a friend or getting 
business in return for placing insurance. 
Of course, this isn’t true. 

“In the event, however, you find it 


necessary to divide your insurance cov- 
erages among several local agents, may 
I suggest you select one of these agents 
in whose ability you have the utmost 
confidence and explain to him vour 
problem. Ask him to work out and su- 
pervise your insurance program. I am 
sure he will understand the necessity 
for dividing your insurance and_ will 
cooperate with you in maintaining the 
proper coverages for you. 

“If this is not done, you may find that 
with a wide distribution of your insur- 
ance business, no one agent will assume 
responsibility for your over-all cover- 
ages and, in the event of a loss, you 
may find a serious problem with non- 
concurrent or duplicate coverages. You 
may well let the agent who assumes 
the responsibility for your insurance 
program participate in your insurance 
business to a greater extent than the 
others. 

Ascertain Proper Values 

“You may ascertain proper values by 
asking your local contractor for re- 
placement cost less depreciation on 
building items and your machinery deal- 
ers and suppliers for contents values. 
There also are appraisal companies sell- 
ing this type of service. Some of the 
insurance companies have competent en- 
gineers who make appraisals. I suggest 
you watch and check your values. 

“Here I am going to take a pot shot 
at mv own part of the business. In 
something over 25 years, I have heard 
numerous complaints from policyholders 
about not having been treated fairly. 
In nearly all of these instances that I 
have run down, the fault has been that 
of the agent or the assured, rather than 
the company. Either the agent didn’t 
write the policy correctly in the first 
place, or the assured withheld necessary 
information. Again, perhaps, the agent 
failed to get on the job and see that 
the adjustment was handled smoothly 
and to the satisfaction of his customer. 

“A question that frequently presents 
itself to all buyers of insurance is one 
that has particular significance in these 
times of rising costs, inflationary trends 
and low net profits. The question is, 
‘how far should I go and how much 
money should T spend on my insurance 
program?’ There is no stock answer 
to this question. T believe a reasonable 
and sensible answer is that the prudent 
buyer of insurance first sees to it that 
he is protected against the possibilitv of 
sustaining a big loss—a loss greater than 
he can take care of out of his income. 
Then, if his budget will permit, he buys 
other insurance to cover his small and 
medium-sized losses. 


Examine Insurance Policies 


“T wonder if you, the buyers of in- 
surance, follow the almost universally 
dangerous habit of receiving an insurance 
policy and putting it in your desk or 
safe without examining it? May I call 
your attention to the fact that, in the 
acceptance of an insurance policy, you 
are making a contract with an insurance 
company. As a consideration you pay a 
sum of money called ‘premium’ and 
agree, in many instances, to perform 
certain obligations, or you subscribe to 
certain warranties while, on the other 
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hand, the insurance company agrees to 
do certain things in the event of loss. 
Sometimes a loss occurs before the in- 
sured knows what his insurance con- 
tract is all about, or what coverage he 
has, or what his obligations are, or 
whether he has complied with the war- 
ranties in the contract. To avoid this 
unpleasant situation, may | suggest you 
read your policies, especially the type- 
written portions. 


Witmeyer on Insurance Cos. 

“The days of the insurance ‘peddler’ 
have long since passed (although | must 
confess that here and there traces of 
him still exist) and in his place has 
gradually emerged the insurance. ‘an- 
alvst’ of today—not the kind of spe- 
cialist that you are familiar with in the 
field of medicine wherein he practices 
his medical knowledge on only one part 
of your anatomy, but rather the modern 
‘general physician’ who is pretty well 
able to diagnose your needs from stem 
to stern. This is the type of insurance 
agent that most of you have in the 
small and medium size communities that 
you are from, and he is the one to 
whom you naturally look for your insur 
ance counsel. 

“The local agent, just like you in your 
own business or profession, typifies the 
best example of what we like to think 
of as the free enterprise system. He is 
an independent business or professional 
man in his own right, subservient only 
to the insurance laws of his state, the 
ethics and regulations of his own par- 
ticular business, and ever willing to re- 
spond to the needs of his own com- 
munity. 

Agents and Companies Silent Partners 

“The insurance companies that he 
represents are his source of supply, a 
vast reservoir of financial strength, of 
helpful ideas, furnishing him many of 
the tools that he must learn to use for 


| 
I 

himself. The agent and his companies 
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the end that they, together, are serv- 
ing your insurance needs. They are, in 
reality, silent partners in your own busi- 
ness as they are in every household, 
every other business and every institu- 
tion in your community and in every 
other community throughout the land. 
“Today there are more than 400 stock 
fire insurance companies including 56 
branches of foreign companies serving 
the property insurance needs of the 
American public. Their total assets are 
in excess of seven billion dollars. Dur- 





DOREMUS 


FREDERICK W. 


ing the past year they wrote over a bil- 
lion dollars in fire premiums, more than 


three-fourths of a billion dollars in au- 


tomobile physical damage premiums 
(fire, theft, comprehensive and_ colli- 
sion), and well over a quarter billion 


dollars in extended coverage premiums, 
windstorm, to say nothing 
of a very substantial premium income 
for insuring other hazards. 

“Thus you can see that the capital 
stock insurance business is a gi i 
one, intensely competitive, but closely 
regulated by the various state insurance 
departments which makes for safety of 
operation. Collectively these capital 
stock companies write about 85% of all 


mostly for 


the property insurance written in this 
country. } : 
‘Aside from furnishing insurance in- 


demnity, these capital stock companies 
perform countless services far beyond 
the policy contract itself. They sponsor, 
for example, the Underwriters’ Labora- 
tories that test thousands of articles be- 
fore they are distributed into your 
homes, assuring you of their safety and 
preventing untold loss to life and nrop- 
erty. For many years these same com- 
panies have initiated and sponsored fire 
prevention and safety programs in 
which I know all of you have cooper- 
ated so wonderfully in your own com- 
munities through the powerful medium 
of the press. 

“Through the National Board of Fire 
Underwriters standards for fire-fighting 
equipment, personnel and water supply 
are maintained—all of which are so 
important in protecting life and prop- 
erty. 

“My parting plea to you is to pick out 
a local agent in whom you have con- 
fidence: give him the full opportunity 
of making a complete survey of what he 
thinks are your insurance needs; treat 
him as your partner; and. as you should 
with your own doctor. follow his advice 
-before it’s too late!” 


Doremus on the Newspaper 
and Insurance 


“To compare the property insurance 
business with newsnaper publishing 
might seem far fetched, but there is one 
real comparison. The newspaper serves 
the daily lives of the public, and like- 


wise does the business of property in- 
surance. 

“We in the insurance business are 
grateful for the many such insertions 
that have been made by editors in the 
interest of fire safety, highway safety 
and accident prevention, and for their 
own editorial treatment of these three 
public service issues. 

“In our public relations work in the 
insurance business we have come to 
recognize the newspaper publisher as 
the greatest single voice in the dissemi- 
nation of accurate information about 
our business. 

“Our story is an honest one, it is a 
good one. You know that our business 
is affirmatively regulated by the laws of 
the 48 states and the District of Colum- 
bia. We are supervised by Insurance 
Departments operating under the laws 
of those states and in New York State 
we have an excellent Insurance Depart- 
ment under the direction of Superin- 
tendent Alfred J. Bohlinger. 

Rate Levels Not Excessive 

“Our rate levels over the years on a 
national basis have been reasonable and 
not excessive. Our average profit over 
a ten-year period has been less than 
2% on the volume of premium written 
for all classes on a nationwide basis. 
We have our problems. Thev usually 
follow the economic trend of the nation 
—but dlso include catastronhe losses 
such as the Texas City and South Am- 


boy explosions or a November, 1950, 
windstorm or a North Atlantic hurri- 
cane. 


“In eveneral, theeinsurance companies 
have done and strive to do a real iob 
in the interest of the public, the avents 
and the stockholders. There are times, 
however, when questions arise or con- 
troversies develop. These are alwavs 
faced. squarely bv the business, if an 
opportunitv is afforded to present the 
facts. 

“Occasionally an item is written and 
syndicated before the facts are obtained, 
and when these are used it is difficult 
to correct a wrong impression or mis- 
statement of facts. We try to encourave 
checking of facts before release but we 


do not always succeed. 
“The editor of any newspaper can 
check facts with anv local insurance 


community. He can get 
the facts from the National Board of 
Fire Underwriters or Association of 
Casualtv & Surety Companies as to na- 
tional phases of fire, automobile or acci- 
dent insurance. 

“We thank each and every editor for 
their help in promoting fire safetw— 
highway safety and for the fine public 
spirit evidenced by their desire to con- 
serve life and property in their com- 
munities.” 


agent in his 


Sherwood on Amount of 
Insurance 


“There is no wav to determine in the 
aggregate the under-insurance involved 
in the printing and publishine proner- 
ties of vour membership. T fear, how- 
ever, that such an aggregate figure, if it 
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could be compiled, would be enormous. 
Even those of us who try to keep in 
touch with the inflationary influences at 
work have a difficult time keeping pace 
with the steadily increasing lower pur- 
chasing power of the dollar and the 
equally steadily increasing prices of all 
commodities. 

“Construction have’ increased 
100% in the last ten years and, while 
the members of your association know 
more accurately than IT do the increased 
cost of printing machinery, newsprint, 
linotype metal and the like and despite 
controls on some of these items, all of 
these materials so important to your 
daily operation have increased in the 
past ten years a minimum of 50% and 
probably 75% is a more accurate figure. 

“Too often do we find a substantial 
loss with inadequate insurance, where- 
upon application of the New York 
Standard Average Clause results in a 
dollar loss recovery far from adequate 


costs 
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to restore the property to its condition 
immediately preceding the fire. Much 
has been written about the average 
clause, sometimes called a coinsurance 
clause, and simple as the clause is much 
confusion arises in its application. The 
clause reads: 

“*This company shall not be liable for 
a greater proportion of any loss or 
damage to the property described herein 
than the sum hereby insured _ bears 
to %) of the actual cash value 
of said property at the time such loss 
shall happen.’ 

What Coinsurance Means 








“Generally speaking, a_ policyholder 
for a substantially reduced rate may 


elect to have an average clause included 
in his insurance policy. An explanation 
of the clause may be helpful to those 
who choose to ‘stop, look and listen.’ 
The clause does not mean that the 
policyholder in the event of loss will re- 
cover only 80% thereof. On the con- 
trary, it simply means that a_ policy- 
holder has chosen to agree, in consid- 
eration of a reduced rate, to carry at 
least 80% insurance to value and _fail- 
ing so to do the policyholder has agreed 
that the insurance company will be lia- 
ble for only such portion of the loss as 
the amount insured under the policy 
shall bear to 80% of the value of the 
property. 

“Examples will, perhaps, dispel con- 
fusion as to what the clause means, 
bearing in mind that coinsurance oper- 
ates only in case of partial loss where 
both the insurance carried and the loss 
sustained are less than the prescribed 
percentage named in the clause. The 
coinsurance clause has the effect of pre- 
venting one who is insured for a small 
percentage of value and paid a corres- 
pondingly small premium from collect- 
ing as much, in the event of loss, as one 
who is insured for a larger percentage 
of value and paid correspondingly larger 
premium. 

“Assume a building valued at $20,000. 
with insurance of $12,000, and a total 
loss of $20,000, with 80% coinsurance. 
In this situation the company will pay 
the full face of the policy; namelv, 
$12,000. and the policyholder stands to 
lose $8,000 or 40% of the whole value. 
That was his election when he chose to 
carry insurance substantially less than 
the value of the building. Tt will be ob- 
served that the coinsurance clause is 
not responsible for his loss of $8,000.” 


Ballentyne National Union 
Special in Philadelphia 


W. A. Rattelman, president of Na- 
tional Union Insurance Companies of 
Pittsburgh, announces appointment of 
Warren G. Ballentyne as special agent 
for the Philadelphia and Philadelphia 
suburban territory. He will be associated 
with Resident Secretary T. J. Beagan at 
1025 Public Ledger Building, Philadel- 
phia. 

Mr. Ballentyne was born and educated 
in Philadelphia. He began his insurance 
career in 1942 with Middle Department 


Rating Association. He became asso- 
ciated with the National Union Com- 


panies on November 1, 1947, as a fire 
underwriter in the Philadelphia office. 
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The Horseshoe House 





used Cape Cod for his bed flung his moccasins into 

the sea because they were full of sand. The one 
nearest the mainland became Martha’s Vineyard and the 
other Nantucket which in the Indian tongue meant the 
Far-Away Island. 

The first white settlement on Nantucket was formed by 
a group who in 1659 bought the island from Thomas 
Mayhew of Martha’s Vineyard; his price was thirty 
pounds and “two Beaver Hatts, one for myself and one 
for my wife.” Leader of the settlers was Tristram Coffin 
of Salisbury, Massachusetts, whose family became one of 
the most prominent on the Island. 

For a time the island was torn by a feud between Tris- 
tram Coffin and John Gardner, but the breach was healed 
by the marriage of Tristram’s grandson Jethro Coffin and 
John Gardner’s daughter Mary. As a wedding present. 
Mary’s father gave land and Jethro’s gave lumber for a 
home. Built in 1686, this house is now Nantucket’s oldest 
and gets its name from the odd-looking chimney ornament, 
believed by some to be meant for a horseshoe. 

One night in Jethro’s absence a drunken Indian who 
had hidden in the attic fell through the loose board floor 
to a closet beneath. The crash awakened Mary who saw 
him emerge from the closet and squat on the hearth 
where he began sharpening his knife. In terror, she seized 


wei Gay to an Indian myth, a mighty giant who 


The Home, through its agents and 
brokers, is America’s leading 
insurance protector of American homes 
and the homes of American industry. 


of Far-Away 
Island 





her baby and fled in search of help. The Indian was in 
close pursuit but he plunged headlong down a flight of 
stairs to the hall below where Mary’s rescuers found him 
lying in a stupor. As Nantucket Indians never made 
trouble except when under the influence of liquor he was 
released. 

In the 19th century Nantucket became the country’s lead- 
ing whaling center and, though its population never 
reached 10,000, at one time it was the third richest munici- 
pality in Massachusetts. Whaling ships from the Far-Away 
Island girdled the globe, their hard-won cargoes bringing 
wealth to most of the island’s families. 

In the possession of the Coffin family for many years, 
the Horseshoe House is now owned by the Nantucket His- 
torical Association. 
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Installment Premium and Annual 


Renewal Plan Rules Are Presented 


The New York Fire Insurance Rating 
Organization has announced rules for 
the annual renewal plan and the install- 
ment payment of term premium plan, 
effective February 15. Minimum pre- 
mium rules apply separately to original 
policies and all subsequent installments 
or renewals. The regulation for install- 
ment payments is identical in New York 
and New Jersey and follows: 

Installment payment of term pre- 
miums—All property eligible to be in- 
sured for a term at reduced multiples 
of the annual rate may be written for 
terms of more than one year up to but 
not exceeding five years, with the pre- 
mium payable in annual installments by 
use of the Installment Premium En- 
dorsement (Form No. 640), under the 
following conditions: 

Full Premium First Year 

1. In every case, the number of in- 
stallments shall be equal to the number 
of years in the term of the policy, and 
the first installment shall be equal to 
the premium for a one year policy and 
due upon the effective date of the pol- 
icy. The subsequent installments, one 
for each additional year of the policy, 
shall be 78% of the first installment 
and shall be due upon the first day of 
each additional year. 

2. The term shown on _ the 
the policy shall be the full 
which the policy is written. 

3. When policies are written under 
this plan, the minimum premium rules 
shall apply separately to the original 
installment and to all subsequent install- 
ments 

4. The Installment Premium Endorse- 
ment (Form No. 640) must be attached 
to such policies. 

5. When changes occur during the 
life of the policy which result in changes 
in rate, amount, or premium, thereby 
necessitating changes in subsequent in- 
stallment payments, Installment Pre- 
mium Adjustment Endorsement (Form 
No. 641) must be used. 

Annual Renewal Plan in New York 

The annual renewal plan for New 
York follows: 

Annual Renewal Plan- 
be written subject to the 
newal plan under the following 
tions: 


1. Policies 


face of 
term tor 


Property may 
annual re- 
condi- 
covering all classes of 
risks which under the rules of the New 
York Fire Insurance Rating Organiza- 
tion are eligible to be issued for a 
term longer than one year at a reduced 
multiple of the annual rate may also 
be issued for an initial annual period 
at 100% of the annual rate with en- 
dorsement attached permitting renewal 
of the policy for four successive annual 
periods at 80% of the then current an- 
nual rate, the premium to be payable 
at the inception of each annual period. 

2. When eligible property is insured 
_—, this plan the Annual Renewal 
Plan Endorsement (Form No. 642) shall 
be used. The original policy shall be 
issued for a period of one vear at 100% 
of the annual rate with the endorse 
ment attached providing for renewal 
annually for not to exceed four addi- 
tional years by the issuance of a re- 


Y 


the rate on which 
the then current an- 


newal certificate, 
shall be 80% of 
nual rate. 

Reduction of Rates 
the rating organization 
been reduced, existing policies may be 
adjusted on a pro rata basis for the 
unexpired term of the policy or re- 
newal certificate, provided the rating 
organization rules permit adjustment to 
existing policies. 

4. If the rating organization rules 
do not permit application of the reduced 
rate to existing policies, cancellation of 
policy or renewal certificate for the 
benefit of rewriting at the reduced rate 
“ey: be at short rate and the new pol- 

> shall be issued for one year, at 100% 
of the new annual rate. 
5. The amount of a policy or renewal 
certificate at any time. Premium for 
the increased insurance shall be com- 
puted at pro rata of 100% of the ten 
current annual rate until the next re- 
newal date of the policy or renewal 
certificate; thereafter, at the rate ap- 
plicable to the next renewal certificate. 

Charge Short Rate 

6. When the amount of a policy or 
renewal certificate is reduced on an 
anniversary date, charge 80% of the 
applic able annual rate in arriving at the 
premium for the remaining amount. 

7. When the reduction is made dur- 
ing the policy year, charge the usual 
short rate, or pro rate if reduction is 
ordered by the company, of the rate 
used for the time the amount canceled 
has run. 

8 When policy or renewal certificate 
is canceled, charge (as provided for in 
the cancellation tables applicable to a 
one year policy) short rate or pro rate 
of the current premium, in accordance 
with the rules, for the time the policy 
or renewal certificate has run. 

9. When policies are written 
this plan, the minimum premium rules 
as otherwise provided shall apply sep- 
arately to the original policy and_ to 
all subsequent renewals. 


3. ar rate has 


under 


“Insurance Advocate” to 


Publish Broker Directory 
Directors of the Greater New York 
Insurance Brokers’ Association have an- 
nounced that the association has dropped 
its plan to publish a directory of li- 
censed insurance brokers in New York 
State. 

The directors also announce that the 
directory will be published by the Insur- 
ance Advocate, 123 William Street, New 
York City. Persons interested. in ob- 
taining a copy of this list should address 
their inquiries to that publication. 

The brokers’ association decided to 
publish the directory after the New 
York Insurance Department had an- 
nounced that it did not intend to pub- 
lish the lists because of paper shortage 
and inability of printers to finish the 
book at a reasonably early date. When 
the association’s plan was announced, 
however, it created criticism and com- 
plaints. For this reason the directors 
voted to abandon the project. 


National Brokers Ass’n 
Meets in N. Y. May 15-16 


The annual meeting of directors of the 
National Association of Insurance 
Brokers will be held in New York City 
on Thursday and Friday, May 15 - 16, i 
is announced following a meeting of 
the governing committee in New York 
last week. This precedes the insurance 
conference of the American Management 
Association to be held Monday and 
Tuesday of the following week. John O. 
Cole of New York has been appointed 
chairman of arrangements, with John 
Langhorne and Barclay Shaw to act with 
him in choosing suitable facilities in 
which to hold the meetings. 

The nominating committee for direc- 
tors of the second class is Thomas W. 
Sweeney, chairman, New York; Hal 
Willson, San Francisco, and Oliver Blase, 
mt: Louis. The nominating committee for 
officers is T. W. Bailey, ‘chairman, New 
York; George Proctor, Chicago, and 
Lester D. Egbert, New York. 

The special committee on Regulation 
30 reported on its meeting with the 
chairman of the companies’ committee 
on uniform accounting. It was the opin- 
ion of the committee that the change in 
Regulation 30 proposed by the compa- 
nies would not affect the commission 
of the producers and consequently the 
association should be willing to support 
the companies in the proposed change 
if the latter felt it desirable. 

The special committee on the war 
risk exclusion clause also made a re- 
port of their recent meeting with the 
representatives of the Insurance Execu- 
tives Association. This meeting was con- 
structive and as a result of recommen- 
dations and discussions made at the 
meeting it was decided that the next 
step in pursuing the matter was to con- 
fer with the general counsel of the 
National Board of Fire Underwriters. 


R. I. Agents Ruane Views 


On Commission Discussions 

The Rhode Island Association of In- 
surance Agents has restated its position 
against granting the National Associa- 
tion any authority to consider commis- 
sion questions with companies or com- 
pany organizations. In the state asso- 
ciation “Bulletin” sent to members, 
President Donald S. Paige states his 
views and invites those with opposing 
views to voice them, as follows: 

“For several years Carleton I. Fisher, 
in his capacity as state national director 
of our association, fought against the 
principal of the National Association en- 
tering into negotiations with insurance 
companies on any matters pertaining to 
commissions paid to agents. It has been 
our policy that this is solely a matter 
of private contract between company 
and agent. Rhode Island is one of only 
seven states which has taken this posi- 
tion. 

“Your officers will be glad to hear 
from any members who feel otherwise 
on this subject, but in the absence of 
a strong sentiment to the contrary, we 
will continue to feel sure that the posi- 
tion we have taken represents the feel- 
ings of the great majority of our mem- 
bers. 

“In keeping with this policy, 


we have 
recently i 


again gone on record with the 
National Association to this effect. We 
have declined to protest (as requested 
by them) to a well-known company 
group because of their reduction in com- 
mission on Class 2 automobile business. 

“The directors have consistently re- 
fused to allow the state association to 
become even remotely interested in 
problems of any nature which they feel 
fall in the category of matters to be 
dealt with privately between the indi- 
vidual agent and company he represents. 
The rating law now in force in Rhode 
Island specifically guarantees this right.” 


GUNDERSEN AGENCY EXPANDS 

Peter Gundersen & Co., Ltd., general 
insurance, has taken additional office 
space in the Lister Building, Hamilton, 
Ontario. 


CASUALTY * BURGLARY 
AUTOMOBILE 

INLAND « JEWELRY 
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New Jersey Women to Have 
Birthday Party on Feb. 29 


The Insurance Women of New Jersey 
will celebrate their 14th birthday party 
and Annual Bosses’ Nite at the Essex 
Hoiise in Newark Friday evening, Feb- 
ruary 29. Honored guests will include 
Leon Watson, general manager of the 
Fire Insurance Rating Organization; 
Charles Unger, executive secretary of 
the New Jersey Association of Insur- 
ance Agents; Charles Frankenbach, di- 
rector of the National Association of In- 
surance Agents, and Bernard Hamilton, 
manager of the Compensation Rating 
and Inspection Bureau. 

A “barbershop” quartette will furnish 
entertainment and music for dancing 
will be by the Fairbanks orchestra. Mae 
Flanagan is program chairman. 


DEWEY SIGNS BROKER’S BILL 

Governor. Dewey has approved the 
Condon bill to amend Section 129 Insur- 
ance Law to prohibit insurance brokers 
from rec eiving pay other than commis- 
sion for services on account of insurance 
policies or contracts, including adjust- 
ment of claims arising therefrom, unless 
based upon written memorandum. (S. Int. 
549 Pt. No. 554) 


REVIEW CLASS MARCH 6 

The metropolitan department of the 
Home Insurance Co. will conduct a 
brokers’ review class on Thursday, 
March 6, at the Hotel McAlpin in New 
York City. The class is designed for 
students who are preparing for the state 
examinations for brokers’ or agents’ li- 
censes. 


BUSCH VICE PRESIDENT 


Appointment of Norman G. 3usch, 
31, as a vice president of Yeager & Co., 
Inc., general insurance agency in the 
Liberty Bank Building, Buffalo, N. Y., 
is announced by President Orson E. 
Yeager, Jr. Mr. Busch joined the agency 
in May, 1950. He was with other agen- 
cies for the previous 10 years. 


Difficult or Impossible 
Placement Problems? ? 


Do What Other Producers 
Are Doing PROFITABLY!! 


CONSULT . 


Arnold J. 


Flegenheimer 
Excess - Surplus Lines 


Digby 9-3168 
132 Nassau Street, N. Y. 38, N. Y. 
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Scott of Mercantile Statement on 


Facts of Gandelman Controversy 


In view of the wide interest in the 
Federal Court decision in the now well 
known case of Gandelman ¥s. Mercan- 
tile Insurance Co. et al, and because of 
the diversity of interpretations ex- 
pressed by various attorneys in pub- 
lished analyses of this case, G. L. Scott, 
loss department secretary ‘of the Mer- 
cantile and other companies in the 
North British Group, has issued his 
own statement bearing on the case. His 
statement follows: 

“No doubt you will have observed 
from the insurance periodicals and 
other news sources recently that there 
has been considerable comment con- 
cerning the decision of the United 
States District Court of California in 
the case of Gandelman vs. Mercantile 
Insurance Co., et al, which the United 
States Supreme Court refused to dis- 
turb. 

Background of Facts 


“Several of the articles written have 
particularly stressed the point that in- 
surance carriers are not liable on fire 
insurance policies where a loss occurred 
before delivery of the policies to the 
insured. This observation has naturally 
caused much concern throughout the 
industry and numerous inquiries have 
been made of us for further details as 
to the actual facts. The following ex- 
planation should in our opinion clarify 
any wrong impression that may be 
formed from a cursory reading of the 
court’s decision and will at the same 
time enable you to properly answer any 
inquiries you may receive. 

“This is a simple case involving the 
question of cancellation and substitution 
where an agent was requested to re- 
duce the amount of insurance under a 
policy held by the insured, and instead 





Davidson Fire Division 
Manager of GAB in South 


W. H. Davidson has been elevated to 
the post of manager of the fire division 
of the Southeastern department of the 
General Adjustment Bureau at Atlanta, 
Ga. He will have supervision over and 
direction of the fire work in the 80 
branch offices within the department. 

Mr. Davidson’s early business efforts 
in Atlanta were followed by his joining 
the bureau at Columbus, S. C., in 1924. 
He was transferred to Norfolk, Va., six 
years later as manager of that branch, 
remaining there until he was advanced 
to manager of the Richmond, Va., office 
in 1937. Eight years later Mr. Davidson 
was transferred to Atlanta as executive 
supervisor. He became executive general 
adjuster two years ago. 


Republic of Texas Shows 


Gains in Assets, Premiums 
Republic Insurance Co. of Dallas will 
pay regular quarterly dividends of 30 
cents a share on common stock Febru- 
ary 25 and $1 on preferred stock March 
26, Hugh H. Gaffney, president an- 
nounced following the annual meeting 
of stockholders and directors. 

Mr. Gaffney reported that the com- 
pany’s assets rose $2,413,891 during 1951 
to a new high of $23,512,365. Fire and 
marine premiums totaled $12,232,150, a 
gain of $1,038,587. Surplus to policyhold- 
ers was $9,317,612 at year end, up 
$846,348 

Republic Casualty Co. wholly owned 
subsidiary increased its assets to $1,193,- 
872. Terry White was promoted to sec- 
retary from assistant secretary. 


AMERICAN INS. CO. DIVIDEND 

At a meeting of directors of the 
American Insurance Co. a dividend of 
50 cents a share was declared payable 
on April 1 to stockholders of record 
March 3. 


of the agent notifying the insured of 
the instructions received to reduce the 
amount of the policy, the same as an 
agent should do when requested to can- 
cel a policy, he wrote the Mercantile 
policy and the Reliance policy as a 
partial substitution of the amount of 
the reduction of the other company’s 
policy, but the agent never notified the 
insured prior to the fire and only de- 
livered the policies after the fire. The 
court very properly held, in substance, 
that neither of these policies were valid 
contracts in force at the time of the 
loss and the act of the agent in deliver- 
ing them to the insured after the loss 
could not be ratified and bring into 
being that which never existed. 

“Some time prior to the loss and 
entirely independent of the _ request 
which the agent received from the com- 
pany to reduce its liability under a pol- 
icy in possession of the insured, the 
insured telephoned the agent ordering 
additional insurance in the sum _ of 
$25,000 and the testimony indicates that 
the agent in response to that request 
told the insured ‘You are covered.’ Ap- 
parently the agent did not bind this 
additional insurance and as the insured 
did not collect his entire loss under the 
insurance in force at the time of the 
fire, he attempted to adopt the policies 
of the Mercantile and the Reliance as 
being the insurance which he ordered 
when, as a matter of fact, the issuance 
of these two policies had nothing to do 
with the insured’s request but were is- 
sued as a partial substitution of the 
amount of the reduction requested by 
the company whose policy was in the 
possession of the insured prior to the 
loss.” 


McWilliams Joins McKown 
In Oklahoma City Agency 


William R. McWilliams has joined 
Dave R. McKown as partner in the 
newly formed insurance agency at Okla- 
homa City, to operate under the firm 
name of Dave R. McKown Co., with 
offices at 730 First National Building. 

Mr. McKown has operated his own 
fire and casualty agency since 1939 and 
through his activities has become one 
of the leading factors in insurance in 
the state. He served as president of 
the Oklahoma City Association of In- 
surance Agents in 1946-47; president of 
the Oklahoma State Association in 1949- 
50 and since 1950 has been a member of 
board of directors in the National As- 


OHIO FARMERS’ FIGURES 





Parent Company Reports Assets of 
$17,654,000; Indemnity Company 
Assets Total $9,541,000 

All territories in which the Ohio 
Farmers Insurance Co. is licensed were 
represented at the 104th annual meet- 
ing of the company held in LeRoy, Ohio. 
There were approximately 300 local 
agents in attendance, five general agen- 
cies, and George S. Valentine, vice 
president and manager of Eastern de- 
partment with a contingent of Eastern 
agents; also Dana L. Jones, vice presi- 
dent and manager of the Pacific Coast 
department and Bruce Smith, casualty 
department manager from Los Angeles. 

The 7th Annual School of Insurance, 
under the direction of D. P. Ely, produc- 
tion manager of the company, was held. 

The annual meeting of Ohio Farmers 
Insurance Co. began with words of wel- 
come by C. D. McVay, president. The 
annual election was held and Directors 
C. E. Curtis, vice president and general 
counsel of the company; Paul M. Jones, 
banker, Medina, Ohio, and John J. Jo- 
seph, vice president of Ohio Bell Tele- 
phone Co., Cleveland, were reelected di- 
rectors for a term of three years. The 
financial and underwriting statements of 
the two Ohio Farmers Companies were 
read by J. C. Hiestand, vice president 
and secretary, and the following figures 
were reported: 

Surplus of the Ohio Farmers Insur- 
ance Co. as of December 31, 1951, $6,- 
429,896 including a voluntary general re- 
serve of $1,047,860 ‘showed a gain of 
$847,860 over December, 1950. Total ad- 
mitted assets as of the same date were 
$17.654,058. 

The Ohio Farmers Indemnity owned 
and operated by the Ohio Farmers In- 
surance Co., showed a gain in surplus of 
$238,592, making the combined capital 
and surplus as of December 31, 1951, 
$2,634,638. The admitted assets of the 
indemnity company were reported as 
$9,540,998. 


TAMPA, FLA., AGENTS ELECT 

W. J. Houlihan, Jr., has been named 
president of the Tampa Insurers Ex- 
change of Tampa, Fla. He succeeds M. 
M. Williamson, who now is vice presi- 
dent. Other officers are J. D. Patrick, 
Jr., treasurer; Trenton C. Collins, execu- 
tive secretary, and Marian Boss, as- 
sistant executive secretary. 





sociation. 

Mr. McWilliams joined the agency 
while still a student at Oklahoma Uni- 
versity on the part time basis and upon 
graduation in 1948 became a full time 
agent. Currently he is member of the 
executive committee of the Oklahoma 
City association. 
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ADDITIONAL 
EXTENDED 
COVERAGE 


You’ve heard about it... 


You’ve been considering it 
for your customers... 


You can’t afford not to 
know all about it! 


Write today for your free 
copy of the timely and in- 
formative Hartford Agent 
article ‘‘Your New Source 
of Commissions.”’ 
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OPENS ALLENTOWN OFFICE 
Royal-Liverpool Group Has Combined 
Production and Claims Branch; 
Chrystie Claims Manager 





The Royal-Liverpool Insurance Group 
has opened a combined production and 
claims office in Allentown, Pa. This new 
office will provide a comprehensive mar- 
ket for both fire and casualty coverages, 
and will make Royal’s services to agents 
of that area more readily accessible. 

The coordinated claims operations for 
both fire and casualty will be under the 
supervision of J. Calvin Chrystie, claims 
manager. Mr. Chrystie was, since 1927, 
an investigator and adjuster in the Phil- 
adelphia claims office. 

State agent Richard H. Randall and 
special agent S. Lawrence Ralston will 
transfer their headquarters from Phila- 
delphia, making their services available 
to agents in the Allentown area. aaah 
al manager Fred A. Miller will have ad 
ministrative supervision of the office > but 
will continue to maintain his anodes 
ters in Philadelphia. 


OLDEST U. S. BUSINESS 

The oldest business corporation in 
America is the Philadelphia Contribu 
tionship for the Insurance of Houses 
From Loss by Fire. It was founded by 
Ben Franklin on March 25, 1752. Ac 
cording to a recent survey by Harvard 
University it is also the only corporation 
chartered in the U. S. prior to the 
American Revolution that is still in 
business. The date will be commemo- 
rated this vear by the Mutual Insurance 
200th Anniversary Committee. 


BUSCH AGENCY VICE PRESIDENT 

Appointment of Norman G. Busch to 
vice president of Yaeger & Co., Inc., 
Buffalo. N. Y., insurance firm, is an- 
nounced by Orson Yaeger, Jr., presi- 
dent. Elizabeth J. Kamprath has_ been 
appointed assistant treasurer of the 
concern. Mr. Busch has been engaged 
in the general insurance business sinc € 
1940 and has been with Yaeger & Co. 
since April, 1950. 





Page 34 


LEE EOS 
cae Se 
5) = 5 GIN 


THE EASTERN 
UNDERWRITER 


Kee EL Sa 
oT er T 2 & 





February 22, 1952 











Home 1951 Report 


(Continued from Page 1) 


compared with 52.1% in 1950, while the 
ratio of expenses incurred (exclusive of 
Federal income taxes) to premiums 
written was 41.9% in 1951 compared with 
41.6% in 1950. 

The outlook for the fire insurance in- 


Chase, Washington 
HAROLD V. SMITH 
hould be one ot widening 
opportunities,” Mr. Smith said. “The 
number of homes is still increasing, 
business and industry are still seeking 
new horizons.” 


Gayer G. eanaiabch ised 


Director of Continental 
President Frank A. Christensen of the 
America. Fore Insurance Group an- 
nounces that at the annual meeting of 
stockholders, Gayer G. Dominick was 
elected a director of Continental Insur- 
ance Company, a member company of 


dustrv in 1952 “s 


1 group. 

Mr. Dominick has been engaged for 41 
years in the security business and is a 
limited partner of the New York Stock 
Exchange firm of Dominick & Dominick. 
He is also a director of the Fidelity and 
Casualty Company of New York, Green- 
which Savings Bank of New York, Shell 
Oil Company and president and trustee 
R osevelt Hospital 


t the 


Agricultural Names Orvis 


Special in Pa. and W. Va. 

Clifton B. Orvis has 
special agent for the 
I:mpire State Insurance Companies for 
western Pennsylvania and West Vir- 
ginia. Since his war service in the 
Army, Mr. Orvis has been with the Mid- 
dle Department at the home office in 
Watertown, N. Y. 

Effective February 18, he took over 
the West Virginia field formerly super- 
vised by Herbert Fahlgren, and he will 
assist State Agent Gordon Waters jn 
western Pennsylvania. His office will be 
707 Benedum Trees Buil ding, Pittsburgh. 


Atlantic Names oO” Sisilie 
St. Louis Inland Manager 


Robert J. O'Rourke has joined the At- 
lantic Companies in their St. Louis office 
as inland marine manager, it is an- 
nounced by F. B. Tuttle, president of 
Atlantic Mutual and Centennial Insur- 
ance Co. 

Mr. O’Rourke thas 


been appointed 
Agricultural and 


a wide acquaintance 
in the Midwest, having served as as- 
sistant manager of the inland depart- 
ment of the Continental Casualty in 
Chicago since 1946. He will be under 
the supervision of A. E. Huber, man- 
ager of Atlantic’s St. Louis office. 


National Fire Changes 


(Continued from Page 28) 


after progressing through various offices 
to that of vice president and secretary 
in 1943, 

He is on the advisory board of the 
Hartford College of Insurance, the ex- 
ecutive committee of the Factory Insur- 
ance Association and president of their 
Building Corp.; chairman, executive com- 
mittee the Central Traction and Light- 
ing Bureau (New York), serves on the 
governing committee of the Multiple Lo- 
cation Service Office in New York and 
the National Board of Fire Underwrit- 
ers’ committee on fire prevention and 
engineering standards. He is a member 
of the Bankers Club of New York and 
the Wampanoag Country Club. 


New Vice Presidents 


Mr. Dwyer joined the National at the 
home office in 1929 after attending Wor- 
cester Academy and Yale University. 
He was made special agent in Pennsyl- 
vania in 1932, recalled to the head office 
in 1939, made assistant secretary in 
1940 and secretary in 1944. He served in 
the Navy until his return to the Na- 
tional in 1946 and was made assistant 
vice president and secretary in 1949, 

Mr. Ashton joined the National in 1926 
as special agent in New England after 
experience with the Michigan and Wis- 
consin Inspection Bureaus and_ before 
being made assistant secretary in 1940 
became well known throughout the New 
England field. He was elected a secre- 
tary in 19. 

Mr. Clarkson is a native of Oklahoma 
and went with the National as special 
agent in Oklahoma in 1938, became as- 
sistant secretary in 1940, served in the 
Navy from 1944 to 1946 and was made 
secretary in 1946. He is a graduate of 
the University of Oklahoma. 

Mr. Minter joined the National as 
special agent in Virginia in 1920 and 
after experience in other fields was 
transferred to the head office in Hart- 
ford in 1928 and became assistant sec- 
retary in 1929, secretary in 1940. A na- 
tive of Virginia, Mr. Mintner is a vet- 
eran of World War I. 

Mr. White was born in Texas and 
joined the National in 1923 as special 
agent, later state agent in Baltimore. He 
was called to the head office in Hartford 
to be superintendent of the loss and re- 
insurance department and was made as- 
sistant secretary in 1945, secretary in 
1947, 

Mr. Wyatt joined the National in 1936 
and served in various field positions in 
Pennsylvania until 1943 when he went 
to the head office as general agent and 
in 1945 was made an assistant secretary, 
becoming secretary in 1947. He was born 
in Pennsylvania. 


Six Secretaries 


Mr. C. J. Adams joined the National 
when its casualty company was formed 
in 1944 as claims superintendent and was 
made assistant secretary in 1948. Born 
in Dennison, Texas, Mr. Adams has had 


extensive experience in casualty claim 
work in various sections of the country. 

Mr. Beacom, gained considerable ac- 
counting experience with other compa- 
nies before joining the National as au- 
ditor and comptroller in 1927. In 1948 
he was made an assistant secretary. 

Mr. Blanco was born in Spain and 
has served with the National of Hart- 
ford for more than 25 years. He was 
made assistant secretary in 1950. He su- 
pervises insurance affairs of the group 
in Latin America. 

Mr. Frakes joined the National in 
1945 as superintendent of its fidelity and 
surety department and was made an 
assistant secretary in 1948. Born in IIli- 
nois, he spent his early years in Ken- 
tucky and had wide experience in bond- 
ing work before joining the National. 

Mr. Mullen is well known in Connecti- 
cut and Western Massachusetts having 
served those territories as special agent 
and later state agent from 1931 to 1947. 
He joined the National in 1923 as special 
agent in West Virginia then transferred 
to Hartford and was elected an assistant 
secretary jn 1947. A graduate engineer 
of West Virginia University Mr. Mullen 
is a veteran of World War I. 

Mr. Neill joined the National in 1926 
serving progressively in the various 
bookkeeping and accounting depart- 
ments, becoming superintendent of ac- 
counting at the head office in 1945, 
3orn in Belfast, Ireland, he was made 
assistant secretary in 1948 


New Additions to Staff 


The new additions to the official staff, 
each as assistant secretary, serve in dif- 
ferent capacities in the National. R. 
J. Anderson was a special agent for 
northern New Jersey before his service 
in the Army following which he was 
transferred to the suburban New York 
field, having recently been brought into 
the head office in Hartford as an agency 
Superintendent. 

Mr. R. G. Denne has been assistant 
to home office counsel since joining the 
National in 1946 after special service in 
the Army, and experience with v arious 
law firms. He is a graduate of the U Ini- 
versity of Virginia and its Law School, 
a member of the Virginia and Connecti- 
cut Bars. 

Mr. Johnson joined the National in 
1921 and after experience in the sup- 
ply, accounting and related departments 
was made head of the audit department 
in which capacity he has served until 
this promotion to be assistant secretary. 

Mr. Langan has served as_ superin- 
tendent of the compensation and liability 
department since 1946, and prior to then 
had varied experience in engineering in- 
spection, payroll audit and production 
work with other indemnity companies. 

Mr. Shaw went with the National as 
casualty special agent for Connecticut 
and Rhode Island in 1945 after several 
years of service with the Army and an- 
other casualty company. In 1947 he was 
promoted to agency supervisor for 
agency development work in which he 
has engaged until this promotion to be 
an assistant secretary. He is a native of 
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AIDING KOREAN GOVERNMENT 


Capt. Tilton Developing Fire Safety 
Programs; National Board and the 
EUA Providing Material 

Korean Government under the 
Home Affairs is receiving 
the development of fire 
safety programs for the entire area 
below the 38th parallel from Captain 
Thomas L. Tilton attached to the United 
Nations Civil Assistance Command of 
the Eighth United States Army. 

Captain Tilton was formerly a_ field- 
man for the Springfield Fire & Marine 
and located in Baltimore, before being 
recalled to active service in the Army. 

His interest in town inspection activity 
of the Del.- Md.-D.C. Insurance Field 
Club during his association in Baltimore 
suggested the use of fire prevention ma- 
terial distributed by the National Board 
of Fire Underwriters and the Eastern 
Underwriters Association. 

Fire prevention posters, 
other data will be used throughout 
Korea, and fire safety films are being 
sent together with radio spot announce- 
ments to complete the program being 
prepared by Captain Tilton. 

The Fire Chief at Pusan, Korea, as 
well as the Korean Minister of Home 
Affairs is actively supporting the 
prevention program. Tilton says, ‘ 
main reasons for extensive fire dz amage 
in civilian area are: frame construction, 
no water supplies and very limited fire 
fighting equipment.’ 


The 
Minister ot 
assistance in 


folders and 





Avon and a graduate of Trinity College. 

The promotions in the Naticnal Fire 
will also be made effective for each of 
the other companies of the National of 
Hartford Group, namely, the Mechanics 
and Traders, Transcontinental, Franklin 
National of New York and the United 
National Indemnity. 
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Fifteen Executive Promotions Made 


By Home; Five New Vice Presidents 


Following a meeting of the directors 
of the Home Insurance Company, Har- 
old V. Smith, president, announces the 
following promotions in the Home’s offi- 
cial staff: 

Henry B. Reinhardt, treasurer, to vice 
president and treasurer; Joseph A. Car- 
ruth, Walter W. Allen, Walter M. 





Brown Bros. 


HENRY B. REINHARDT 


Krieger and Robert G. Bodet, formerly 
secretaries, to vice presidents and secre- 
taries; John H. Washburn, Percy G. 
Buck, Warren L. Gravely, formerly sec- 
retaries to assistant vice presidents; 
Glenn R. Edleman, Roy R. B. Attride, 
Patrick Fitzpatrick, Joseph H. Wilson, 
Joseph P. Flaherty and Charles M. 


office. He became an assistant secre- 
tary of Home in April, 1946, and was 
made secretary in April, 1947. 

Mr. Krieger was employed by the 
Home on November 1, 1937, and was 
elected assistant secretary in June, 1943, 
and secretary in April, 1947. Mr. Bodet 


became associated with Home in 1939, 





Pach Bros. 
JOSEPH A. CARRUTH 


becoming manager of the foreign depart- 
ment in 1947. He was elected assistant 
secretary in January, 1949, and secretary, 
November 28, 1950. 
Assistant Vice Presidents 

Mr. Washburn joined the Home’s met- 
tropolitan department in 1934. After 
serving in the United States Navy from 





WALTER M. KRIEGER 


Mecke formerly assistant secretaries to 
secretaries, and Otto F. Rieg, division 
underwriter, to assistant secretary. 
Messrs. Buck, Flaherty and Mecke are 
located in the Philadelphia office of the 
company and Mr. Gravely in its Dallas, 
Texas, office. 
Vice Presidents 

Mr. Reinhardt, who recently cele- 
brated his 40th anniversary with the 
company, was elected treasurer of Home 
in February, 1945. Mr. Carruth went 
with the company in 1920 and was made 
secretary of Home in April, 1947. Mr. 
Allen joined Home in July, 1937 as as- 
sistant manager in the Western field 


Pach Bros. 
ROBERT G. BODET 


1943 to 1946 he returned to the home 
and was elected assistant secretary in 
May, 1947 and secretary in November, 
1950. Mr. Buck was employed by the 
company in 1929 and was elected a 
secretary in 1948. Mr. Gravely was 
elected assistant secretary of the com- 
pany in 1947 and in July, 1949, he was 
made secretary of Home with supervi- 
sion of the company’s entire operations 
in Texas. 
Secretaries 

Mr. Edleman was employed by the 
Home in February, 1930. He was elected 
assistant manager of the company’s serv- 
ice department in April, 1941, and be- 


came assistant secretary in April, 1947. 
Mr. Attride was employed in September, 
1937. He was made manager of the 
marine department in March, 1949, and 
was elected assistant secretary of the 
company in January, 1951. 

Mr. Fitzpatrick joined the Home in 
August, 1937. He was made assistant 
secretary in January, 1951. Mr. Wilson 
came to the company in February, 1941, 
and was made manager of the Newark 
office in January, 1947. He transferred 
to the home office in April, 1947, as an 
assistant secretary. 

Mr. Flaherty joined the company in 
1920 and in January, 1949, was made 





Pach Bros. 
ALLEN 


WALTER W. 


local secretary in Philadelphia. In Jan- 
uary, 1950, he was elected assistant 
secretary. Mr. Mecke was employed by 
the Home in September, 1927 in its 
Philadelphia office. In 1948 he became 
assistant secretary of the company. 
Assistant Secretary 

Mr. Rieg was employed by the com- 
pany in December, 1925. He was made 
manager of the Cincinnati service office 
in January, 1942. He transferred to the 
home office in February, 1948, as a 
division underwriter. 


Braun Leaves N. Y. Dept. 
To Join Law Firm Here 


Harold S. Braun, attorney, has re- 
signed as an examiner in the Complaint 
Bureau of the New York State Insur- 
ance Department to join the law firm of 
Bernard Braun, 291 Broadway, New 
York City. 

Mr. Braun was one of the original 
crew of accountants whose research 
work resulted in the formulation of the 
uniform system of accounts now in use 
throughout the insurance industry. He 
also took part in numerous special as- 
signments, including the cost-by-size-of- 
risk study and participated in the New 
York Insurance Department’s study of 
fire insurance term discounts. During 
the last two years he handled com- 
plaints against insurance companies, 
brokers and agents. He is a graduate 
of New York University and New York 
Law School. 


G. H. Buckingham Dies 


G. H. Buckingham, for many years 
state agent in New Jersey for the 
Phoenix-London Group, died February 
13 after a long illness. He was born 
1897 and joined the Phoenix Assurance 
on January 2, 1919, in New Jerey. Near- 
ly his entire career was spent in the 
New Jersey field as special agent and 
later state agent. Mr. Buckingham was 
a past president of the New Jersey Spe- 
cial Agents Association and was a mem- 
ber of the New Jersey Fieldmen’s As- 
sociation. 


1,600 Registered for 
N. Y. Society Courses 


OVER FIFTY SUBJECTS TAUGHT 


Protection and Indemnity and Business 
Interruption Popular; Capacity 
Classes in Marine Cargo 


Approximately 1,600 students are now 
registered for current courses at the 
School of Insurance of the Insurance So- 
city of New York. These students are en 
rolled in 68 classes in more than 50 
subjects. Among them is a man who has 
come from Cuba to work for the CLI 
designation. In the business interruption 
course are students coming from Phila- 
delphia, Camden, Atlantic City, and 
Trenton to attend class. 

A class given this semester for the 
first time covers situations of estate 
transfer as they relate to the work o! 
the life insurance agent. The instructor 
is Stuart A. Monroe, associate general 
agent of the Solomon Huber Agency 

P. & I. and Business Interruption 

Protection and indemnity and business 
interruption are among the most popu 
lar subjects, indicated by an unexnect 
edly large enroliment. In each of these 
subjects an additional section has had 
to be arranged to accommodate the ap 
plicants for admission. Richard M. No 
ack of R. A. Fulton & Co., Inc., is the 
protection and indemnity instructor 
George Simpson Jones of the General 
Adjustment Bureau is the lecturer for 
the business interruption course. 

Inland marine and ocean marine cargo 
classes also proved popular enough to 
have to be closed on account of capacity 
registration. The inland marine instruc 
tor is Howard G. Buckley of the Theurer 
Agency. Roy Thurnall of the Atlantic 
Companies (Atlantic Mutual, Centen 
nial) teaches ocean marine caro. 

Fire insurance inspection, fire insur- 
ance rating, and fire insurance under 
writing methods clasess are being held 
despite a somewhat small enrollment 
This is possible through the generosity 
of the New York City Pond of the Hon 
orable Order of the Blue Goose Inter 
national, which undertakes to make un 
any deficit the Schoo) of Insurance would 
otherwise suffer through registration he 
ing insufficient to meet the expenses in 
curred. 

The interest of fire personnel in casu 
alty insurance is so great that two sec 
tions of the survey course have resulted, 
and there is also a large class of casu 
alty men who are taking the survey 
course in fire insurance designed for 
them. 


Casualty Courses 

In the casualty field an unusually large 
number of students have registered for 
the advanced courses in automobile, mis- 
cellaneous liability, workmen’s compen- 
sation, and burglary. The seminar that 
Samuel Kaltman of the Aetna Life Affil- 
iated Companies in conducting in work- 
men’s compensation claims has attracted 
many students from outlving areas in 
New Jersey and New York. 

Increased interest in accounting, 
aroused by a growing realization of its 
value to insurance men, has helped to 
fill the accounting classes. Teachers are 
Howard M. Koster of the Bankers Trust 
Co. and Edward J. Reilly of the New 
York State Insurance Department. 

Arthur J. Meuche, trust officer of the 
Chemical Bank and Trust Co. and a 
recognized authority on pensions and 
pension plans, is conducting the course 
in th at subject. In group insurance, also, 
there is a capacity enrollment. 

William G. Fettis, Jr., assistant secre 
tary of the Great American Indemnity. 
was the instructor in suretyship until 
called into the armed services. William 
T. Flaherty of the Century Indemnity 
has been engaged to continue the classes 

WEHMAN COMMITTEE HEAD 

E. Edward Wehman, Jr., insurance ex- 
ecutive of Charleston, S. pe and former 
mavor, has been named chairman of the 
budget and finance committee of the 
Charleston Chamber of Commerce. 
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INSURANCE BILL 


FLOOD 


Revolving Flood Control Insurance 
Fund Measure Introduced in Con- 
gress by Rep. Golden 
Rep. James S. Golden (R., Ky.) has 
introduced in Congress a bill to provide 
flood areas 


authorized 


insurance in 
covered by flood control 
projects which halted tem- 
porarily by the Korean war and present 
scarce 


Government 


have been 
restrictions on use of 

Under the bill, the Secretary 
of the Army would make the insurance 
available in these areas and the pro- 
gram would be administered by the 
Army Corps of Engineers. 

Golden described his bill as a “tem- 
porary emergency measure” and_ the 
coverage to be provided would be good 
only until such time as authorized proj- 
are completed. He said the Gov- 
has a “definite obligation” to 
sort of insurance protection 
the danger areas for which flood con- 
trol projects have been okayed, but 
which have had to be held off until the 
emergency has lifted. 

The program would contemplate set- 
ting up a revolving flood control insur- 
ance fund within the Treasury, with 
any balance in excess of the estimated 
reserve requirements paid back into the 
Treasury each year. Premiums would 
be based on the proportionate amounts 
of Federal and state or local funds to 
be spent on the particular flood control 
project, with payments being made pro- 
portionately at rates to be fixed by the 
Secretary of the Army. 

Chances for participation in an ad- 
visory capacity by representatives of 
the insurance industry would be strong, 
since the bill permits appointment of 
an advisory committee of as many as 
five persons “experienced in the under- 
writing of property insurance.” 

The Kentucky Renublican was op- 
timistic about chances for at least hear- 
ings on his bill. which was referred to 
the House Public Works Committee. 


defense 
materials. 


ects 
ernment 
offer some 


Lorenzo and Collins Are 


Fireman’s Fund Specials 
Appointment of Anthony V. Lorenzo, 
Jr, and Harry H. Collins as special 
agents for the Fireman’s Fund and its 
affiliates in the Southern department is 
announced by John H. Dillard, vice 
president and departmental manager in 
Atlanta. Mr. Lorenzo has been assigned 
to the metropolitan Atlanta territory 
and Mr. Collins will assist producers lo- 
cated throughout the state of Texas. 
Mr. Lorenzo will work out of the South- 
ern department headquarters at Peach- 
tree and Fourteenth Streets in Atlanta, 
and Mr. Collins will make his head- 
quarters in the organization’s Dallas 
service office. 


Great Eastern Figures 

The Great Eastern Fire of White 
Plains, N. Y., closed 1951 with assets 
of $1,436,875, a gain of $153,813. Surplus 
to policyholders of $920,870 shows a 
decline of $3,637. President Allan C. 
Stevens says that total premium income 
was up $260,472 to $739,157. Retained 
premiums were $525,901, an increase of 
$207,171. The loss ratio was 45% of net 
premiums, a drop from 51.6% in 1950. 


BEATTIE SUCCEEDS HOLLAND 

The Kentucky Fire Underwriters As- 
sociation in joint session with the Ken- 
tucky Pond of Blue Goose elected Paul 
M. Beattie of the New York Under- 
writers as president of. the Kentucky 
Fire Underwriters Association to fill out 
the unexpired term of Smith E. Hol- 
land of the America Fore Group, who 
is being transferred to Tennessee. 

Mr. Beattie will serve until the annual 
meeting at Cumberland Falls in June. 
The Blue of which Mr. Holland 
is a past most loyal gander, presented 
him with a silver service. 


Gor se, 


PITTSBURGH SPEAKERS NAMED 


Bohlinger, Leslie, Wan Vechten, Alex- 
ander, Bidwell, White on Program 
of Insurance Day March 11 
Superintendent of Insurance A. J. 
Bohlinger of New York will be the 
luncheon speaker at Pittsburgh’s 26th 
annual I-Day meeting March 11. He 
will be introduced by Pennsylvania In- 
surance Commissioner Artemus C. Leslie. 
President J. F. Van Vechten of the Na- 
tional Association of Insurance Agents 
will present the keynote address at the 
opening of the educational forums. He 
will be introduced by Deputy Commis- 
sioner Ralph H. Alexander of Pennsyl- 

vania. 

\t the banquet Mayor David L. Law- 
rence of Pittsburgh will extend the 
city’s official greetings. Former Insur- 
ance Commissioner James F. Malone, 
Ir., now district attorney of Allegheny 
County, will be toastmaster. 

Other speakers for the 
forums will be: 

Kenneth J. Bidwell, assistant U. S. 
manager of the London Insurance; John 
F. Fitzgerald and Peter A. Zimmerman, 
both assistant secretaries of the Surety 
Association of America; James F. White, 
advertising director of the Maryland 
€ casualty ; James F. O’Connor of the 

C. & S. Bulletins. 

Capacity audiences are expected at 
the educational forums and more than 
1,000 will attend the luncheon’ and 
dinner. 


educational 


Roberts Virginia State 
Agent for the Automobile 


Appointment of Gilman Roberts to 
succeed James G. Baldwin as Virginia 
state agent for the Automobile and the 
Standard Fire of Hartford, has been an- 
nounced by J. K. Hooker, vice presi- 
dent. Mr. Baldwin resigned February 1 
to become associated as a partner in the 
Baker-Cockrell Agency in Richmond. 

Mr. Roberts, who assumed his new 
duties on February 15, has had many 
years’ experience as a fieldman and pre- 
viously was connected with the Virginia 
Rating Bureau. 

William Coughlin will continue as spe- 
cial agent to assist Mr. Roberts in serv- 
icing the Virginia territory. Their head- 
quarters will be in the State Planters 
Bank Building in Richmond. 


Governing Committee 


Of the NYFIRO Elects 


At the annual meeting of the New 
York Fire Insurance Rating en 
tion Gilbert Kingan, A. L. Polley, 1). 
Patton, A. L. Ross and A. C. W diane 
were elected for three year terms on 
the governing committee. Routine re- 
ports of officers and committees were 
presented and accepted. 

At a meeting of the governing com- 
mittee held immediately after the an- 
nual meeting A. L. Ross was re-elected 
as chairman for the ensuing year. 
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EXCELSIOR REPORTS GAINS 
Increase in Net Assets, Policyholders’ 
Surplus and Premiums Reported by 
President Witmeyer 
Increases in net assets, policyholders’ 
surplus, net premiums written and, in 
general, satisfactory growth were re- 
ported by officers of the Excelsior In- 
surance Company to some 60 agents, di- 
rectors and other stockholders from 1] 
states at the annual meetings held in 
Syracuse, N. Y., February 11. Forrest 
H. Witmeyer is ’ president of Excelsior, 
It was reported that net assets in- 
creased to $2,057,484, policyholders’ sur- 
plus to $1,066,297 and net premiums to 
$814,601. During the past year 102 new 
agencies were appointed, bringing the 
total number to 714 at the close of 1951. 
The Excelsior had a trade gain of 
$49,840 and a statutory underwriting 
profit of $4,397 after increasing the un- 
earned premium reserve by $44,923. This 
compared with a statutory underwriting 
loss of $18,695 the previous year. 
Liquidating value of Excelsior showed 
a gain of 44 cents per share during 1951. 
The company is in a strong position 
having $2.08 in assets for each dollar of 
liability and $1.26 of policyholders’ sur- 
plus for each dollar of unearned pre- 
mium reserve. Losses and loss expense 
incurred to premium earned was 47.8% 
and expense incurred to net premium 
written was 48.7% or a combined total 
of 96.5%. This compares with 98.1% in 

1950. 

Albert W. Kette of Marion, Ohio, Ex- 
celsior agent-director, was elected a vice 
president of the company es 
Follett L. Greeno of Rochester, N. 
who continues on the board. This is 
under the company’s system of rotating 
certain officers. All other officers and 
committee members were reelected. 

Following a meeting of the agents’ ad- 
visory council in the afternoon, every- 
one—including Syracuse agents of the 
company—gathered at the University 
Club of Syracuse for dinner. 





Kapp of Phoenix Stresses 
Modern Aids to Production 


Ray W. Kapp, state agent, Columbus, 
Ohio, for the Phoenix - Connecticut 
Group, stressed the value of an efficient 
and modern agency system as a produc- 
tion aid to the agency and explained 
the systems now used by wideawake 
agents at a meeting of the Belmont 
County Association of Insurance Agents 
at St. Clairesville, Ohio. 

As general chairman of the public re- 
lations committee of the Ohio Fire 
Underwriters Association, Mr. Kapp 
conducted a two ‘hour class on “The Lo- 
cal Agent and His Work” as part of the 
educational program of the National 
Association of Insurance Agents. Thir- 
ty-eight agents or employes attended. 


Mueller Conducts Agents’ 


Production Session in Mich. 

A. J. Mueller, Wayne County, Mich., 
manager, for the Phoenix - Connecticut 
Group of insurance companies, conducted 
a production planning meeting for agents 
at Michigan State College, Lansing, on 
February 6. 

The seminar was requested by Carl 
Strong, who as director of continuing 
education at Michigan (State College, 
proposed the fact- finding meeting for lo- 
cal insurance agents in Lansing after a 
successful series of courses were pre- 
sented to 48 agents by Mr. Mueller in 
Macomb County, Mich. 


OPENS NEW DALLAS AGENCY 

H. R. McCandless, Jr. CPCU, ‘has 
announced the opening of his own 
insurance agency under the name of 
McCandless Insurance Agency, at Dal- 
las, Tex. He has been in the in- 
surance field over 17 years in Dallas 
and has had both home office and local 
agency experience. The McCandless 
agency will handle property and liability 
insurance of all kinds. 
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Program Outlined for Necessary 


Protection of an Industrial Firm 


An insurance program for a _ middle 
or large-size enterprise to provide for 
the maintenance of necessary protection 
of industry was presented by R. S. 
Bass, treasurer of the A. E. Staley Man- 
ufacturing Co., Decatur, Ill., and vice 
president of the National Insurance 
Buvers’ Association, when he addressed 
the Illini Insurance Society of the Uni- 
versity of Illinois recently. ' 

The corporate official charged with the 
responsibility of maintaining an ade- 
quate, complete and efficient insurance 
program is confronted with a task re- 
quiring considerable knowledge, experi- 
ence and adaptability, Mr. Bass said. 
For any industrial corporation and es- 
pecially, a small or medium-sized com- 
pany, a program of insurance to cover 
all the major risks is an economic 
necessity. : . 

The proper administration of an in- 
surance program makes possible the re- 
placement of the entire physical struc- 
ture of the business—plant, equipment, 
and material—if a disastrous fire or 
windstorm occurs, he continued. “In ad- 
dition, insurance guarantees earnings in 
the event of casualty, and prevents 
the dissipation of business funds 
through attack by employes or third 
parties, either through lawsuits or il- 
legal activities.” 

Summary of Insurance Program 

The insurance program which Mr. 
Bass outlined is as follows: 

“(1) Make a survey of the hazards 
to which the industry in all its activities 
is exposed. 

“(2) Determine the size of the expo- 
sure, 

“(3) Ascertain by study the forms and 
types of contracts available (being al- 
ways on the alert for new develop- 
ments). 

“(4) Make decisions as to what forms 
to use and refer major questions in rela- 
tion thereto to top management for 
approval (executive committee or board 
of directors). 

“(5) After exploring the market, pro- 
cure from reliable insurance companies 
the coverage to meet that exposure. 

“(6) Take an active part in loss pre- 
vention activities, aiding in supervision 
of these programs. 

“(7) Set up and maintain records 
which will reflect earnings and changes 
in values in order that coverage mav 
be adjusted and kept in line with 
policv. requirements. 

“(8) Secure certificates of insurance 
from all contractors and service organi- 
zations doing work on the premises. 


Surveys and Audits 

“(9) Arrange for insurance survey and 
audit by independent professional insur- 
ance analysts. 

“(10) Attend at least one of the insur- 
ance meetings of the American Manage- 
ment Association each year. Encourage 
and make it possible for assistants to 
enroll in A.M.A. insurance workshop 
seminars which are discussion groups 
providing an exchange of actual work- 
ing experience and exploration of prob- 
lems. 

“(11) Affiliate with and take an active 
part in buyers’ organizations such as a 
local chapter of The National Insurance 
Buyers’ Association. Inc., The Mid-West 
Insurance Buyers’ Association, and local 
chambers of commerce insurance com- 
mittees. 

“(12) Subscribe to and study services 
and outstanding insurance magazines. 

“We have a rather comprehensive 


list of hazards and we review this list, 
revising it by the addition of special 
hazards as regards our industry, and 
classifying each hazard as not applic- 
able (no risk), partially applicable (self- 
insured), or applicable (requires insur- 
ance). The following list, without classi- 
fication, is a summary of the hazard 
list mentioned above: 


Insurable Property Hazards 


“Fire and extended coverage: fire, 
lightning, hail, windstorms, tornado, cy- 
clone, explosion, smoke, miscellaneous 
consequential losses due to fire and other 
hazards. 

“Hazards allied to and written with 
fire insurance: sprinkler leakage, riot 
and civil commotion, malicious mischief 

“Breakage and explosion: explosion of 
boilers, pressure and vacuum tanks, fly- 
wheels, turbines, piping; breakdown of 
electrical equipment, engines, genera- 
tors, pumps, other machinery; plate 
glass; collision of automotive, marine, 
and railroad equipment. 

“Criminal: fidelity loss from embezzle- 
ment, misappropriation, fraudulent con- 
version of property, or forgery; bur- 
glary, robbery by kidnapping, payroll 
robbery, hold-ups, theft, larceny, and 
pilferage, 

“Surety against default: failure = or 
default under bids, contracts, mortgages, 
purchasing agreements, guarantees. lost 
instruments, errors and omissions in title 
conveyances. 

“Transportation: ocean or inland ma- 
rine, aircraft, auotomotive, railroad, ex- 
press, parcel post, registered mail. 

“Miscellaneous: excess replacement 
costs, war damage, infringement of pat- 
ent rights, credit risk. 


Earning Power Risks 


“Business interruption: fire and other 
extended coverage hazards, sprinkler 
leakage, malicious mischief and _ sabo- 
tage; boiler, pressure and vacuum con- 
tainer explosives; breakdown of ma- 
chinery and electrical equipment, inter- 
ruption of outside power or other util- 
ity. 

“Rentals: loss of rental value due to 
damage or destruction of property, loss 
or lease-hold value, contractual rental 
agreements which must be continued 
after fire or other damage, loss of 
individual service, key-employe life in- 
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surance, retirement plan obligations, 
unemployment. 
Third Party Risks 

“Contractual liability. 

“Workmen’s compensation and em- 
ployer’s liability: injury of primary em- 
ployes and of employes of agents or con- 
tractors. 

“General public liability: elevator and 
track operations, explosion, landlord’s 
and owner’s possession and use, malprac- 
tice, manufacturers’ merchants’ and op- 
erators’ use and activities, motor vehicle, 
aircraft, water craft, and team opera- 
tions, defective products, contractors’ 
operations, owners’ contingent liability, 
carriers’ responsibility to passengers, 
bailees’ negligence. 

“Infringement of patents: piracy, in- 
vasion of privacy, violation of copyright, 
slander, libel, discrimination, other per- 
sonal injuries. 

“Trustee’s and agent’s liability to prin- 
cipals. 

“A study of the policies and forms 
available reveals that insurance compa- 
nies generally within the last several 
years have been progressive in chang- 
ing and liberalizing some forms of cov- 
erage and policies, but I think they yet 
have much research and development to 
do.” 


Stewart, Smith, Inc., Places 
$1,000,000 Trust Fund 


On January 30 a trust fund of $1,000,- 
QOO was established with a leading Chi- 
cago bank on behalf of Scandanavian 
insurance companies for which Stewart, 
Smith (Illinois), Inc., are United States 
managers. The purpose of this dollar 
fund is for the additional protection of 
American policyholders of the Danish 
and Norwegian companies _ insured 
through Stewart, Smith (Illinois), Inc., 
of Chicago. 

All of the companies participating 
in this trust fund have met the re- 
quirements of the Illinois surplus line 
rules and regulations. 


FRED L. GRAY CO. ELECTIONS 

The Fred L. Gray Co. of Minneapolis, 
managing agents for Minnesota, Iowa, 
northern Wisconsin and upper Michi- 
gan, has announced the election of Mil- 
ton (C. Rask, secretary; Ernest A. Blume 
and Earl W. Loose, assistant vice presi 
dents; Earl S. Benson, assistant secre 
tary. 
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NO ONE, of course. Yet the current hijack trend is to steal unprotected trucks and 
their valuable cargo when Nobody's Lookin’. You see that every day in the papers. 
The answer to plain and fancy hijacking and cargo thefts is BABACO automatic burglar 
alarm protection . . . Impress that on your shipper-assureds. After all, BABACO 


doesn’t cost them a penny more than unprotected truckers 
charge. Want some interesting literature on the subject? 


Write us today! 
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723 WASHINGTON STREET + NEW YORK 14, N.Y 
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Butts and Williams Named 
Trustees of Atlantic Cos. 


George A. Butts, president of Wins- 
low Bros. & Smith Co., Boston wool 
merchants, and Langbourne M. Wiil- 
liams, Jr., president of Freeport Sulphur 
Co., were elected trustees of the At- 
lantic Mutual Insurance Co. and di- 
rectors of the Centennial Insurance Co. 
at the annual meeting of the Atlantic 
Companies held in New York February 
13. Dr. William Jay Schieffelin, senior 
member of the board, was appointed 
honorary trustee on his retirement as 
a regular member. 

Mr. Butts has been active for many 
vears in the management of Winslow 
Bros. & Smith Co. and is also a di- 
rector of State Street Trust Co. in 
Joston. Mr. Williams is chairman and 
trustee of the National Industrial Con- 
ference Board, trustee of the Bank of 
New York and Fifth Avenue Bank, and 
a director of B. F. Goodrich Co. 

Dr. Schieffelin is the only honorary 
trustee appointed by Atlantic during its 
110 vears in the insurance business. The 
appointment was made as a mark of 
respect and recognition of his long and 
distinguished service. At the time of 
his election to the board in 1913 he 
was associated with the well-known 
drug company bearing his name. 


Kentucky Auto Licensing 
Bill Meets Opposition 


Legislation well backed by fire, and 
casualty companies, as well as automo- 
bile dealers, favorable to a reasonable 
automobile licensing law in Kentucky, 
under which the state would not become 
a dumping ground for stolen cars, not 
only from Kentucky but from other 
states, bogged down in the state legisla- 
ture, although at a conference attended 
by automotive and insurance interests 
on February 8, arguments were pre- 
sented that may result in some develop- 
ments. 

Chief objectors to a reasonable bill 
regarding car ownership were the 
county clerks of the state, who might 
be given a littlhe more work, or put on 
the spot if they failed to comply strictly 
with the terms of the proposed law 

It has been generally admitted that 
Kentucky has a lax automobile owner- 
ship law, and that every state surround- 
ing Kentucky has better laws. The con- 
sequence is that stolen cars from other 
states are licensed in Kentucky, and 
virtually given a clean bill, which makes 
it easy for auto thieves to operate in 
and out of the state. Just a few months 
ago a member of the Louisville police 
department and several members of his 
gang, were arrested, convicted and sen- 
tenced for stealing, altering or repaint- 
ing, and reselling cars, some of which 
went to dealers, and also other members 
of the police department. 





American Appoints Long 
Special Agent in Illinois 


The American Insurance Group of 
New Jersey announces the assignment 
of Special Agent J. Robert Long to the 
northwestern Illinois field, replacine VW 
E. Kay, Jr., resigned. Mr. Long has 
worked in various departments of the 
western department at Rockford, Til. 
and for the past two years has been a 
special gent traveling central and 
eastern Illinois territories. Mr. T.one’s 
headquarters will be at 418 Bondi Build- 
ing, Galesburg, IIl. 
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Combined Travelers 
Assets: $2.284 Billion 


INCOME TOPPED $600 MILLION 


Premiums on Written Basis $543 Mil- 
lion; Claims Paid $1,246,000 
Each Working Day 


assets of the Travelers In- 
Companies on December 31, 
$2,284,247 ,000, 


companies 


Combined 
surance 
1951, were 
annual report of the 
by Francis W. Cole, 
boards of directors, and 
W. Randall. The total 
of $128,305,000 during 


according to 
issued 
chairman of the 
President Jesse 
represents an 
1951. The 
$600,000, - 
history of 


increase 
] 


1e year exceeded 
time in the 


income for t 
000 for the first 
the companies. 

Life insurance in force at the end of 
the year was $11,387,000,000 consisting 
of $7,452,000,000 Group insurance and 
$3,934,000,000 other than Group. 

Claims paid during the year exceeded 
$314,000,000 or approximately 
working day. 
income of all the Travelers 
companies on a written basis was $543,- 
965,000, marking the first time the writ- 
ten phcrege total passed the half. bil- 
lion doll gure. The 1951 total was 
a gain of $76,847,000 or 16.5% over the 
previous year 

In the major casualty lines, notably 
1utomobile bodily injury and property 
damage, and workmen’s compensation, 
rising claim ratios resulted in under- 
writing losses. Mortality experience on 
individual life insurance policies con- 
tinued to be very favorable, showing 
improvement over 1950. 

The Travelers companies paid more 
than $3,900,000 for accident and_ fire 
prevention during 1951 and $77,650,000 
for accident and fire prevention since 
\rganization. 

The number of emploves was listed as 
13,774, including 921 part-time emploves. 
At the end of the year, the Travelers 
Insurance Co. had 9845 stockholders, 
f 136 during the vear. 
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Aetna C. & S. Appoints 
Crandall to Hartford Post 


Appointment of Alanson Crandall as 
superintendent of agents at the Hartford 
office of the Aetna Casualty & Surety 
announced by Roy L. Fosbrink, 
manager. 

Since 1950 


Co, 1s 


Mr. Crandall has been 
agency supervisor at Hartford, having 
been transferred there from Providence, 
R. I., where he joined the company in 
1945 and subsequently served as _ field 
representative. Born in Providence, Mr 
Crandall was graduated from Rhode 
Island State University and served in 


the Army during World War II. 


Kadyk Committee Chairman 

David J. Kz adyk, member of the Chi- 
cago law firm of Lord, Bissell & Kadyk, 
has been namec 4 chairman of the com- 
mitte on casualty insurance law, Insur 
ance Section of the American Bar Asso- 
‘lation. Chairman of -the section is 


Frankie I. Marryott 


GROUP MEETING SET 

Feb. 20—The 1953 annual 
meeting of the Health 
Conference 


Drake 


1953 

Chicago, 
group insurance 
& Accident Underwriters 
will be held February 2-4 at 
Hotel, Chicago 


$1,246,000 


SPOTTKE GOES WITH ALLSTATE 


Named Vice President of Sears, Roebuck 
Insurance Subsidiary, in Charge of 
Business Development Division 

Albert E. Spottke has been elected a 
vice president of Allstate Insurance Co., 
automobile insurance subsidiary of Sears, 
Roebuck & Co. According to an an- 
nouncement by President Calvin Fen- 


Fabian Bachrach 
ALBERT E. SPOTTKE 
charge of the 


department, < 


tress, IJr., he will be in 
business development 
newly organized division. 

Mr. Spottke has had extensive insur- 
ance experience, having been with the 
National Bureau of Casualty Underwrit- 
ers for 22 years. He became assistant 
to the manager of the rating division in 
1928, manager in 1932 and was elected 
secretary of the organization in 1946. His 
last previous connection was with the 
Continental Casualty Co. where he 
served as vice President. 

Mr. Spottke is the author of numer- 
ous pertinent articles and_ publications 
dealing with casualty insurance subiects, 
including a comprehensive digest of un- 
derwriting and administrative require- 
ments under automobile financial respon- 
sibility laws. He is well known through- 
out the industry, having appeared as a 
speaker before producer organizations 
and when representing the bureau be 
tore regulatory and legislative bodies. 


C. H. Hall Named Trustee 
By American Surety Co. 


CHARLES H.. HALL 

Charles H. Hall, vice president and 
secretary of American Surety Co., was 
elected February 19 to the board of 
trustees according to an announcement 
by the company president, iadsa= 
frentz. 

Mr. Hall company in 1926 
graduation 


joined the 
immediately following his 
from the University of Toronto. He has 
held several positions in the company 
and in January, 1932, he was transferred 
to the office of the president, Mr. 
Lafrentz. 
Mr. Hall was 

January, 1937, and 
dent in April, 1949, 


PEASE WILL ADDRESS BUYERS 


secretary in 
vice presi- 


elected 
became 


Officer of Mutual Boiler & Machinery 
Co. to Speak Before New York 
Chapter of National Croup 
An address on boiler and machinery 
insurance is scheduled for the February 
28 luncheon meeting of the New York 
Chapter, National Insurance Buyers As- 
sociation, Inc., to be held in the Gold 
Room, Hotel Martinique, New York 
City. The guest speaker will be E. B. 
Pease, vice president and secretary of 
the Mutual Boiler & Machinery Insur- 

ance Co., Boston, Mass. 

Mr. Pease is a graduate of Dartmouti 
in 1925 with fac ea? ae of science degree. 
He joined Mutual Boiler & Machinery 
in 1930 and has taken a very active part 
in the management of that company. 

This meeting is open to all those in- 
terested, and reservations may be made 
by calling WO 4-0648 or by mail ad- 
dressed to the association 79 


offices at 79 
John Street, New York 38, N. Y. 
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WANTED 


Casualty Special Agents 


We are one of the nation’s largest, most aggressive mul- 
tiple line casualty companies. Our 1952 business program 
calls for increased development of an important, expand- 
ing field of the casualty business. 

This program creates a number of exceptional oppor- 
tunities in the eastern and mid-western territories for 
special agents of outstanding ability in the casualty fields. 
Good salary. Unusual opportunity to grow into execu- 


Give complete business background, education, age, other 
pertinent details. All replies strictly confidential. Our own 
people know of this advertisement. Address Box 2071, 
The Eastern Underwriter, 41 Maiden Lane, New York 




















U.S. F. & G. Reports 
Net Premium Increase 


DAVIS RELEASES STATEMENT 
Company’s Underwriting Loss of $4,633,- 
593 Is First Statutory Underwrit- 
ing Loss Sustained in 16 Years 


The United States. Fidelity & Guar- 
anty Co. reports that net premiums Writ- 
ten in 1951 were $113,284,056, an increase 
of $11,542,772 and more than double the 
figure of five years ago. The company 
sustained an underwriting loss of $4,633.- 
593, calculated on the statutory basis. 
Net income from dividends, interest and 
rents was $4,577,105. 

Net income from operations, which in- 
cluded $688,170 of other income—mostly 
net profit from the sale of securities and 
other assets—amounted to $804,944. Un- 
realized gain of $5,695,545 in the value of 
securities was added to the voluntary 
reserve, and at the year end surplus to 
policvholders was $71,635,917, an increase 
of $3,700,488. 

At the year end total admitted assets 
were $208,397,678; the voluntary reserve 
amounted to $19,154.715; surplus to 
policvholders, $71,635,917. On a consoli- 
dated basis, giving effect to the merger 
of Fidelity & Guaranty Insurance Corp 
into U. S. F. & G., total admitted assets 
were $241,216.327; voluntary reserve, 
$19,154,715, and surplus to policyholders 
$71,904,804. 

First Underwriting Loss in 16 Years 

According to the statement, the statu- 
tory underwriting loss was the first in 
16 years. Automobile bodily injury and 
property damage were chiefly responsi 
ble, but contributing factors were re- 
duced profits on fidelity and surety and 
certain other lines and the abnormal in- 
crease in unearned premium reserve 
which occurs every three vears when 
most fidelity policies are renewed. Work- 
men’s compensation premiums were up 
about 9%. Surety premiums for the first 
time went beyond $10,000,000, reflecting 
the expansion of construction activity 
The report states that for 10 years be- 
ginning with 1940 surety loss ratios were 
normal but in the last two vears there 
has been a substantial rise, narrowing 
the margin of profit. 

“The trend of automobile bodily in- 
jury and propertv damage,” wrote Presi- 
dent E. Asbury Davis, “became progres- 
sively worse in 1951. When the results 
of all companies are combined, tabulated 
and published, it is likely that the indus- 
try will report the most unsatisfactory 
experience in any year since the early 
thirties. 1946 was the only previous year 
since 1935 when the entire casualty busi- 
ness recorded an adverse underwriting 
account. That was due to the time lag 
in changing from war-time rates to new 
rates made necessary bv the ending of 
gasoline rationing and other motor 
vehicle restrictions. 

“Again in 1950 and 1951, automohile 
insurers were caught in a squeeze be- 
tween inadequate rates and_ climbing 
costs. Automobile premiums constitute 
more than a third of all casualty pre- 
mium income, and with loss ratios on an 
earned premium basis running into the 
high sixties, the profits from other lines 
will probably be consumed and an over- 
all underwriting debit balance remain. 

Rate Increases Granted 

“Applications were made during the 
year for emergency rate increases, and 
in most instances the condtions were 
recognized and relief granted. A few 
states, however, granted no increase or 
less than the facts seemed to warrant. 
The increases allowed were in varying 
percentages, according to the experience 
in the respective states. Taking bodily in- 
iury and property damage together, and 
for the country as a whole, it is esti- 
mated that the new rates represent an 
approximate 15% increase over the 
former rates. Policies in force are per- 
mitted to continue to expiration at the 
old rates; consequently, not more than 
2% of the increase is manifest in pre- 
earned in 1951. It will be 12 
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Platts Makes Report 
For Standard Accident 


NET PREMIUM WRITINGS RISE 





Policyholders’ Surplus Decreases Due to 
Substantial Underwriting Losses 
on Automobile Lines 





The annual meetings of the stockhold- 
ers and directors of Standard Accident 
Insurance Co. and its affiliate, the Planet 
Insurance Company, were held in De- 
troit on February 14. 

According to the report to stockhold- 
ers presented by R. H. Platts, president, 
the Standard’s net premium volume in 
1951 was $48,212,984, the largest written 
in any year since the Standard was 
organized 68 years ago. This was an 
increase of $6,840,977, or 16.5%, over 
premium writings in 1950. 

Surplus as regards policyholders 
amounted to $21,319,225 at the year-end, 
including a voluntary reserve of $2,024,- 
001, a decrease in such surplus of $960,- 
706 from that of December 31, 1950. 
Mr. Platts stated that the decrease in 
surplus was due to substantial under- 
writing losses on the automobile classes 
of business. 

Total Assets Increased 

Total asset of the Standard increased 
by $6,678,832 to $81,053,262 in 1951, and 
total invested assets (including stock in 
affiliates) and cash increased $5,157,433 
to $70,962,370. 

Standard reported a very liquid in- 
vestment position. Out of total cash 
and investments on a market basis of 
$70,067,350, the item of cash and U. S. 
Government bonds amounted at _ the 
year-end to $45,580,902, or 79.4% of the 
total reserve for unearned premiums and 
for claims and claim expenses of the 
company. 

Mr. Platts reported that in 1951 the 
Standard had an underwriting loss of 
$5.74 per share, and investment earn- 
ings of $2.64 per share, or a net loss of 
$3.10 before Federal income tax credits 
of $10 per share. Thus the net loss 
after taxes was $3 per share, without 
any reference to an increase of $2.42 the 
equity in the unearned premium reserve. 

Board Declares Dividend 

The board of directors of Standard 
declared dividend No. 277 of 40 cents 
per share to be paid on March 5, 1952, 
to common stockholders of the company 
of record as of the close of business 
February 21, 1952. Dividends on the 
common stock amounting to $788,202 
were paid during 1951, at the rate of 
40 cents for each quarter. 

Mr. Platts also reported that Planet 
Insurance Co., wholly owned fire and 
marine affiliate of Standard, wrote net 
premiums of $2,934,274, and its Canadian 
affiliate, the Pilot Insurance Co: of 
Toronto, wrote Ge presmmcnis of $2,141,309, 


Leslie ad Cid Cahill Talks 


William Leslie and James Cahill, re- 
spectively general manager and _ secre- 
tary, Natioinal Bureau of Casualty Un- 
derwriters, are making a number of im- 
portant speeches in the coming weeks. 
Mr. Leslie has already addressed the 
Savings Banks Insurance Forum, snon- 
sored by the savings banks of New York 
State. at Hotel Shelton, New York, on 
the “National Bureau and Its Func- 
tions.” He will go to the Pacific Coast 
early in March to address the annual 
meeting of the Fire Underwriters Asso- 
ciation of the Pacific in San Francisco. 

Mr. Cahill is scheduled to talk at the 
Buffalo Insurance Day on March 31 and 
at the eastern regional meeting next 
month of the National Association of 
Insurance Agents. 


Central Surety Appoints 


Cunningham Gen’! Counsel 

President R. FE. McGinnis of the Cen- 
tral Suretv & Insurance Corp., Kansas 
City. announces the appointment of 
Fred D. Cunningham as general counsel, 
in charge of the corporation’s legal, 
claims and loss departments. 





Harry Barsantee Promoted 
By Travelers to New Post 





HARRY BARSANTEE 


The promotion of Harry Barsantee to 
the post of associate manager of the 
public information and advertising de- 
partment of the Travelers Insurance 
Companies is announced by President 
Jesse W. Randall. 

Mr. Barsantee joined Travelers in 
April, 1936, as supervisor of the news 
bureau. He was named an assistant man- 
ager of the department in June, 1948. 

Mr. Barsantee is a graduate of the 
University of Wisconsin School of 
Journalism and was a newspaperman in 
Madison and Milwaukee. Prior to his 
association with Travelers, he was in 
advertising and public relations in Chi- 
cago for seven years. 

During World War Two, Mr. Bar- 
santee served on the headquarters staff, 
Army Air Forces, as public relations 
officer for the Office of Flying Safety. 
He was separated from active service as 
a lieutenant colonel and holds that rank 
in the Volunteer Air Reserve. 


Bohlinger Names Harwayne 
Chief Casualty Actuary 


Superintendent of Insurance Alfred J. 
Bohlinger of New York announces the 
appointment of Frank Harwayne as chief 
casualty actuary of the New York In- 
surance Department. He suceeds Arthur 
L. Bailey, who has joined the Lumber- 
mens Mutual Casualty Co. in Chicago. 

Formerly an assistant actuary at the 
National Bureau of Casualty Underwrit- 
ers, Mr. Harwayne was graduated from 
Brooklyn College in 1942 and received 
a degree in personnel psychology from 
Cornell University the following year. 
He was associated with the War De- 
partment in 1942 as a physicist, and also 
spent 3% years with the Signal Corps 
during World War II. He joined the 
National Bureau in 1946 as an actuarial 
assistant, becoming assistant actuary in 
1950. While with the bureau he served as 
a mathematics instructor at the City 
College of New York. He is a fellow of 
the Casualty Actuarial Society. 

One of his first assignments with the 
New York Department will be to review 
the new excess limits tables for auto- 
mobile and general liability insurance 
which the companies are expected to 
file in the near future. He will also 
study the companies’ request for a 5% 
profit factor in the rating formulas and 
participate in the discussion of this mat- 
ter at the forthcoming meeting of the 
National Association of Insurance Com- 
missioners’ speical sub-committee which 
will be held in Chicago on March 6 
and 7. 


HELD ITS OWN IN 1951 








Central Surety’s Net Income After Taxes 
Was $235,738 or $2.35 per Share; As- 
sets, Capital and Surplus Rise 

Central Surety & Insurance Corp. of 
Kansas City held its own in 1951. a 
difficult year, and in its year-end state- 
ment showed total assets of $19,325,707— 
an increase of $353,988 over 1950, and 
capital and surplus (after payment of 
$200,000 in dividends) of $5,625,194—an 
increase of $6,551. 

Net premiums written by the company 
totaled $11,765,582, a gain over 1950 of 





Vatar 


FRANK HARWAYNE 





TO MOVE ALBANY OFFICE 

Liberty Mutual Insurance Co. will 
move its Albany, N. Y., office March 1 
from the Home Savings Bank Building 
to two floors at 55 Columbia Street. 





$923,680 or 8.5%. Claim reserves were 
strengthened by $159,986 to a total of 
$6,964,740, and premium reserves by 
$385,484 to a total of $6,104,579. Other 
reserves, totaling $631,194, were $198,033 
less than on December 31, 1950. Total 
reserves at the year-end amounted to 
$13,700,513. 

Central Surety’s net income for 19: 
after Federal income tax amounted 
$235,738 or $2.35 per share. Increase 
premium reserve equity was $118,947 or 
$1.19 per share, and book value as of 
December 31, 1951 was $56.25 per share. 

R. E. McGinnis, president of the com- 
pany, in reporting these results, also 
stated that the board of directors at 
its January 30, 1952 meeting declared 
a quarterly dividend of 50 cents a share. 
This was paid to stockholders on Febru- 
ary 15. 
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The .......1ST American 
The .......1ST American 


The 1,000,000TH American 
The 1,000,000TH American 


ODD COINCIDENCE? Yes, but look: Automobiles did in 51 years what it took war 
176 years to do. 


R vs. AUTOS 


war fatality happened in 1775 at the battle of Lexington. 
auto fatality happened in 1900 at New York. 


war fatality happened in Korea.. | both in December 1951 
auto fatality happened in the U.S. / 


OR, IF YOU LIKE AVERAGES: Our wars have killed . 5,682 a year. 
Our cars have killed 20,000 a year. 


OR TRENDS: Auto deaths reached an all-time peak in 1941,—39,969 
have now settled down to 36,500 in 1951,—100 EVERY DAY! 


THESE ARE SHOCKING FIGURES. Every one of us has 


the personal duty to preach sanity in driving — 
—and to practice what we preach. 














EXECUTIVE OFFICES 
GENERAL BUILDINGS 


PHILADELPHIA 





Page 40 





February 22, 1952 








Program Completed for 
IAC Spring Meeting 


RHEA HURD TO BE CHAIRMAN 
Experts in Advertising, Sales Promo- 
tion and Research to Address New 
York rected March 31 


An outstanding program of speakers, 
experts in their respective fields, has 
been arranged for the annual spring 
meeting of the Insurance Advertising 
Conference, March 30-31, at Hotel 
Roosevelt, New York City, by Rhea 


Valentino Sarra 


Dr. Ernest Dichter 


Hurd, Jr., IAC vice president and pro- 
gram chairman, who is advertising man- 
ager of American-Associated 

Opening feature of the gathering will 
be the president’s reception, a good fel- 
lowship get-together for IAC members 
and their wives, Sunday, March 30, 
beginning at 6 p.m., at which welcome 
will be extended by Walter H. Riley, 
IAC president, who is advertising man- 
ager of American Surety. 

The speaking program under Vice 
President Hurd’s chairmanship gets un- 
der way Monday morning, March 31, at 
10 o’clock, with the address of Valen- 
tino) Sarra, well known commercial 
photographer whose work is nationally 
known. He will be followed by F. Chan- 
dler Moffat, head of the Hubbell-Mor- 
ton Agency, Westport, Conn., civicly 


Cos. 


F. CHANDLER MOFFAT 


who is president of the 
Association of Insurance 


active agent 
Connecticut 
\rents. 

Mr. Moffat, a Princeton 
received his initial experience 
Aetna Casualty & Surety from 
1931. After 11 years of association 
his father’s brokerage firm in 


graduate, 
with the 

1929 to 
with 


New 


RICHARD VAN DUSEN 


he purchased the Hubbell- 
Well established, this 
agency’s principal companies are the 
Aetna Insurance Co. and Century In- 
demnity Co. Mr. Moffat. will give the 
ad men the benefit of his ideas on insur- 
ance agency public relations and ad- 
vertising. 


John Fistere Luncheon Speaker 


York City, 
Morton Agenc y. 


will be John Fis- 
tere, director of sales promotion of 
“Fortune” magazine, who will talk 
about the thought-provoking articles 
currently running in “Fortune” which 
treat of problems surrounding “com- 
munications” within business organiza- 
tions. Mr. Fistere, one-time associate 
editor of the “Ladies Home Journal” 
and editor of the “Architectural Forum,” 
also served as chief of sales promotion 
copy for the Columbia Broadcasting 
Svstem. During World War IT he served 
with the OSS. 

The first afternoon 
Ernest Dichter of New 
previously announced, will tell the TAC 
members about his “depth interview” 
research technique. Dr. Dichter. head 
of his own organization for psvchologi- 
cal research in marketing and communi- 
cations, is nationally known in this field. 


Luncheon speaker 


speaker is Dr. 
York, who as 


Van Dusen on Company Publications 


Richard Van Dusen, Glens Falls 
Group, associate editor of its house 
organ, “Now and Then,” will follow 
Dr. Dichter. Mr. Van Dusen, who served 
as vice president of the American As- 
Industrial Editors in the 
1950-51 term and is also a member of 
the Upstate New York Council of In- 
dustrial Editors, will discuss the subject 
of company nig pag He has been 
with the Glens Falls since graduation 
from high school in 1926 and transferred 
to its advertising department in 1947 
after 14 years’ service as a fire under- 
writer for suburban New York territory. 

As a tieup with Mr. Van Dusen’s 
talk it is hoped that Charles E. Free- 
man, Springfield Fire & Marine secre- 
tary, will report on the results of a 
survey of company publications which 
he has been conducting among TAC 
members. 

A fine attendance is expected at this 
meeting, registration fee for which will 
he $10 including the luncheon on Mon- 
dav and the president’s reception Sun- 
day evening. 


STUDENTS FAVOR COMPULSION 


sociation of 


Win Awards Sponsored by Marx Foun- 
dation. Cincinnati, for Essays on Com- 
pulsory Auto Liability Insurance 

According to a report from Cincinnati: 
“Emphatic agreement for immediate ac- 
tion to humanize and modernize compen- 

sation for victims of auto accidents 
throurh compulsorv insurance had unani- 
mons approval in themes of the nation’s 
college students competing in the study 





American-Associated Premiums Rise ; 


Group Sustains Underwriting Loss 


Gains in premium income, assets and surplus are shown by statements released 
by the American Automobile Insurance Co. and affiliates. Consolidated figures of 
the companies comprising the American-Associated Group show: 

1950 1951 Increase 

Premiums Written $68,818,983 $69,860,405 $1,041,422 

A consolidated underwriting loss was sustained by the group in the amount of 
$1,968,164. In commenting upon the year’s results, President Lee Schleyer said: 

“The generally unsatisfactory underw riting results which began to make their 
appearance following the outbreak of the war in Korea became more evident in 
1951 and as a consequence, the companies developed an over-all underwriting loss. 
Continued adverse experience in the automobile liability lines and in workmen's 
compensation was the most important factor although rising loss ratios in a number 
of the other classes of business written by the companies, together with some in- 
creases in expenses, have contributed to this result. 

Compensation Experience Deteriorates 


“Workmen’s compensation experience deteriorated during 1951 due to rising 
medical and hospital costs, to higher claim costs and, to increased frequency of 
accidents. Current rate levels are based on the better experience of earlier years 
and are in need of prompt revision to meet today’s higher costs. 

“In view of recent and prospective rate increases, it may be hoped that casu: ilty 
insurance can look forward to the restoration of sound and profitable operations, 
particularly if efforts to promote safety, to reduce accidents and to control costs 
can be intensified and made more effective.” 

Assets and surplus figures for companies in the group show: 

Assets 
1951 
$71,550,274 
17,455,779 
21,033,996 


1950 
$70,680,934 
16,075,810 
19,609,203 
Surplus to Policyholders 
$22,113,522 
5,676,848 
8,422,526 


Increase 
$ 869,340 
1,379,969 
1,424,793 


Automobile 
Automobile 
Indemnity 


American 
American 
Associated 


$22,275,484 
6,807,642 
8,336,242 


$ 161,962 
1,130,794 
—86,284 


Automobile 
Automobile 
Indemnity 


American 
American 
Associated 





Rhoades Joins Ad Bureau 
On “More Profits” Project 


Woodford C. Rhoades, former adver- 
tising agency account executive, has 
joined the Bureau of Advertising, Ameri- 
can Newspaper Publishers Association, 
as coordinator of the “More Profits for 
Newspaper Advertisers” project, John 
W. Blough, director of promotion, an- 
nounces. 

In his new post, Mr. Rhoades will work 
with advertisers, agencies and bureau 
member newspapers in arranging mer- 
chi andising presentations and other activi- 
ties in connection with local-level pro- 
motion of national newspaper advertis- 
ing. 

Nie. Rhoades was most recenty with 
the Abert Frank-Guenther Law agency, 
where he worked on the Cities Service 
Co. and St Regis Paper Co. accounts, 
developing merchandising and sales pro- 
motion projects. Previousy he was with 
Alley & Richards, Inc., where he acted 
as research director and served as ac- 
count executive and advisor on numerous 
accounts, including Insurance Co. of 
North America, International Paper Co. 
and others. He was formerly advertising 
manager of Marine Office of America. 

A graduate of Yale University, Mr. 
Rhoades is the son of Sumner Rhoades, 
who retired some time ago after serving 
for years aS manager of the Eastern 
Underwriters Association. 


WOODFORD C. RHOADES 





ROY L. FOSBRINK PROMOTED 


Aetna C. & S. Appoints Him Manager of 
Hartford Office, to Succeed Conly; 
Formerly Assistant Manager 
Roy L. Fosbrink, assistant manager 
of the Hartford office of the Aetna Cas- 
ualty & Surety ‘Co., has been named 
mz wee of that office, Vice President 

The awards, which totaled $1,250, were E. Knapp announces. Mr. Fosbrink 
sponsored by the foundation which is tet Robert W. Conly, now assis- 
named for Robert S. Marx, former judge tant vice president of the company. 
of the Cincinnati Superior Court, and the Born in Vallonia, Tnd., Mr. Fosbrink 
judges were Simon Ross, Cincinnati was graduated from Purdue University 
Judge of the Ohio Circuit Court of and joined the Aetna organization in 
Appeals; and Professors Fred Dewey 1929. After taking a special training 
of the Cincinnati College of Law fac- course at the home office, he was as- 
ulty and S. Gale Lowrie, University of signed to the R. C. Knox General Agen- 
Cincinnati political science department cy in Hartford. 
faculty. During the war, he served in the 

The students who proclaimed their Navy and, at the time of his release, 
roseate views on the matter of com- was a lieutenant commander. In 1946, 
pulsory auto liability insurance hail from he was named assistant manager of the 
the following, in the order in which the Hartford office. 
awards were made: Temple University Mr. Fosbrink is a former president 
School of Law, Philadelphia; Allegheny of the Casualty & Surety Club of Con- 
College, Meadville. Pa.; University of necticut and, in 1950, served as a mem- 
Detroit Law School; University of ber of the Governor’s committee on 
Chicago Law School; Yale University insurance license examination review. He 
Law School (two winners); Columbia is also a former president of the Sales 
University School of Law. Executive Club of Hartford. 





sponsored by the Robert S. Marx Foun- 
dation.” 








OSS 


res of 


‘men’s 
umber 
ne in- 


rising 
cv of 
years 


Sualty 
tions, 
costs 


‘D 


r of 
y; 


ger 
“as- 
med 
lent 
rink 
S1S- 


‘ink 
sity 
in 
ing 
as- 
en- 


the 
Ase, 
046, 
the 





February 22, 1952 






(Carualtso 
A) 2 









THE EASTERN = 
UNDERWRITER 
















ED 


Page 4] 








United Industry Acts 
On N. J. Safety Bill 


OPPOSES COMPULSORY PLAN 


National Groups Join in Report; Favor 
Law Enforcement, Education and 
Elimination of Unqualified Drivers 


To assure adequate protection in New 
Jersey against economic hardships re- 
sulting from accidents caused by reck- 
less and financially irresponsible motor- 
ists, the enactment of a strong security 
type safety responsibility law was recom- 
mended by the Insurance Industry Com- 
mittee on Motor Vehicle Accidents in 
its report published February 20. 

The committee, representing the com- 
panies and agencies which provide New 
Jersey’ s automobile liability insurance, 
also expressed in the report its united 
opposition to compulsory automobile in- 
surance, a_ State- operated unsatisfied 
judgment fund and a compulsory com- 
pensation system, on the ground that 
they are counter to the public interest 
and welfare. 

In addition to recommending the en- 
actment of safety responsibility legisla- 
tion, similar to the law already adopted 
by 36 states, the committee declared 
that reduction in the number of fatali- 
ties and injuries in traffic accidents is 
by far the primary social problem. To 
help solve this problem, it recommended 
the following steps: 

Recommends Three Steps 

More vigorous enforcement of speed 
and other traffic laws on both urban and 
rural highways and the employment of 
additional manpower and facilities to as- 
sure such enforcement. 

Adoption of driver education as a reg- 
ular part of the curriculum of all public, 
parochial and private high schools in 
the state. 

Denial of the use of the streets and 
highways to unqualified drivers and the 
employment of sufficient additional per- 
sonnel in the Motor Vehicle Division 
to permit periodic reexamination of all 
licensed operators of motor vehicles. 

The casualty insurance industry’s firm 
opposition to compulsory insurance, com- 
pulsory compensation and a state-oper- 
aed unsatisfied judgment fund is based 
on a report that was adopted after 
nearly five months of continuous and 
intensive study by the Insurance Indus- 
try Committee on Motor Vehicle Acci- 
dents. While individual groups or com- 
panies have previously opposed compul- 
sory insurance, the entire industry is 
now united in its stand. The Insurance 
Industry Committee represents the fol- 
lowing New Jersey organizi itions: New 
Jersey Association of Insurance Agents, 
Mutual Agents’ Association of the State 
of New Jersey, New Jersey State Associ- 
ation of Mutual Fire Insurance Compa- 
nies, Selected Risks Indemnity Co. and 
the Insurance Women of New Jersey. 

National Groups Represented 

The following organizations are also 
represented on the committee: American 
Mutual Alliance, Association of Casu- 

alty & Surety Companies, Farmers In- 
surance Group, National Association of 


Casualty & Surety Agents, National 
Association of Independent Insurers, 
National Association of Insurance 
Agents, National Association of Insur- 


ance Brokers, National Association of 
Mutual Insurance Agents, National Board 
of Fire Underwriters and the United 
States Chamber of Commerce (Insur- 
ance Section). 


The following organizations, though 
not in the insurance business, have en- 
dorced the report: New Jersey Farm 
Bureau, New Jersey State Grange, New 
Jersey State Safetv Council, Chamber 


of Commerce of the Citv of Newark, 
N. J. and the Newark Safety Council. 

While the committee report was aimed 
directly at New Jersey, where agitation 
for compulsory automobile insurance is 
more persistent than elsewhere at the 
moment, it was apparent that the united 
industry would take a similar position 
of determined opposition in anv state 
where the issue becomes acute, with such 
variations as are found necessary to 





Promoted by Aetna Life Affiliated Cos. 














Aetna Life 
Aetna Casualty & Surety Co.; 
Aetna Life Insurance Co.; 
S.; bottom row, J. E. 
Cook and T. H. 
were among the group of 
boards of directors, 


Named to new posts at 
ward C. Knapp, vice president, 
assistant vice president and actuary, 
assistant vice president, Aetna C. & S 
dent, group division, Aetna Life; I. F. 
presidents, group division. They 


positions at the meetings of the companies 





Affiliated Cos. 











Left to right, top row, Ed- 
Charles A. Spoerl, 
Robert W. Conly, 
Griffith, Jr., vice presi- 
Johnson, assistant vice 
26 promoted to new 
February 12. 





meet differences in conditions from one 
state to another. It was also clear that 
the industry will use its fullest efforts 
to defeat a compulsory compensation 
plan and a_ state-operated unsatisfied 
judgment fund as not being sound or 
effective means of correcting economic 
hardships resulting from motor vehicle 
accidents. 

Opposes Unsatisfied Judgment Fund 

The report opposed the proposal for a 
state-operated unsatisfied judgment fund 
on the ground that it would create 
great inequities and would be prohibi- 
tive in cost. 

A proposal that the state adopt a 
compulsory compensation system, under 
which all victims of motor vehicle acci- 
dents would be compensated by the state 
regardless of fault, was treated briefly. 
The committee dealt at length, however, 
with the question of compulsory automo- 
bile liability insurance, bringing out facts 
that reverse public assumptions that such 
a statute would provide 100% protec- 
tion against economic hardships result- 
ing from traffic accidents involving un- 
insured and financially irresponsible 
motorists. 

Declaring that the public is better 
served under a safety responsibility law, 
the Insurance Industry Committee cited 
the record in New York. It pointed out 
that more than 90% of the automobiles 
registered in New York in 1950 were 
fully covered by automobile liability in- 
surance, that approximately 7,200 unin- 
sured motorists deposited $1,300,000 with 
the commissioner of motor vehicles to 
cover accident damage claims, and that 
other uninsured motorists filed 22,500 
releases evidencing settlement of acci- 
dent damage claims. This means, the re- 
port pointed out, that additional public 
protection is provided in New York as 
an effect of the safety responsibility 
law. 

Cites Massachusetts Situation 

In Massachusetts, the only state that 
has ever attempted compulsory automo- 
bile insurance legislation, the committee 
report showed that the law does not 
bring monetary relief to all persons 
injured in automobile accidents. It falls 
far short of complete protection due to 
the fact that it does not apply in the 
following instances: 

Where out-of-state cars cause the ac- 
cident, which alone account for more 
traffic accidents in 


than 5% of the 

Massachusetts. 
Where accidents occur off the public 

streets and 


highways, thus excluding 





private parking lots, filling stations and 
garages, private driveways, etc. 

Where the injuries involve guest oc- 
cupants, whether or not they are related 
to the involved motorist. 

Where there is absence of legal lia- 
bility. 

The committee report expressed belief 
that these and other gaps between 
actual protection and 100%, protection 
run to “at least 25% of the total num- 
ber of injuries and deaths arising out 
of automobile accidents” in Massa- 
chusetts “and may run to a very much 
higher percentage.” 

Law Has Been Weakened 

The Insurance Industry Committee re- 
port also considered statements that 
admitted faults in the Massachusetts law 
can be corrected in a so-called model 
statute. It called attention to the fact 
that the Massachusetts law has been in 
effect for 25 years and during that 
period has been weakened as regards 
extent of protection, rather than 
strengthened. This has been due pri- 
marily, it said, to political pressures 
that are brought to bear on rates as well 
as breadth of insurance coverage. 

“The experience in Massachusetts,” the 
report said, “indicates that under a 
compulsory automobile liability insurance 
law the intervention of politics is inevi- 
table and continuous and harmful to the 
people of the state.’ 

The committee recognized that hard- 
ships resulting from uncompensated mo- 
tor vehicle accidents present a very real 
public problem. The most permanent and 
most effective solution, it said, will be 
found in reducing accidents and strength- 
ening the present security type safety 
responsibility law. To that end, in addi- 
tion to the steps previously mentioned, 
it proposed prompt consideration of the 
following recommendations: 

More careful study of accident reports 
to ascertain the causes and_ possible 
cures for traffic accidents; examination 
of highways to locate and correct condi- 
tions that are “unsatisfactory” to traffic; 
recodification of the state’s traffic laws 
to conform to the National Uniform 
Vehicle Code; and consideration by the 
insurance industry of broadening medical 
payments insurance to provide indemni- 
fication where it is not afforded at 
present 

The Insurance Industry Committee on 
Motor Vehicle Accidents also called 
attention to the fact that when the 
Canadian provinces of Manitoba and 
British Columbia enacted security type 


New Amsterdam Has 
Increase in Premiums 


ANNUAL REPORT IS_ ISSUED 
United States Casualty Statement Is Also 
Released; Both Companies Report 
an Operating Loss 

President J. Dougherty Mahon and 
Board Chairman J. Arthur Nelson, in 
presenting the 1951 annual statement of 
the New Amsterdam Casualty Co., re- 
ported volume of premiums written in 
1951 was $42,249,152, an increase of about 
15% over the previous year. 

“The greater volume,” the report says, 
“has created a problem in processing 
our business at a time when employment 
of sufficient competent staff is difficult. 
We are, however, meeting the situation 
very well under the circumstances. 

“In our report a year ago, we called 
attention to the fact that our premium 
charges did not appear to be sufficient 
to take care of the increasing costs of 
operation and the inflationary 
settling claims. 


cost of! 


Insured Losses and Expenses 
“For-the first half of 1951, before pre- 
mium charges could be adjusted under 
the procedure required by supervisory 
officials under statutes by which they are 
governed, we incurred losses and“ex- 


penses 10% greater than our earned 

premiums. 
“y luly highe arid schedule 
n July higher premium schedules 


became effective in some jurisdictions; 
subsequently with additional upward re- 
visions our experience so improved that 
by the year’s end our losses and ex- 
penses were less than 6% greater than 
our earned premiums. 

“As this report goes to press, we be- 
lieve we shall have some profit on our 
underwriting in 1952, unless inflationary 
forces become, more pronounced than 
thev are now.” 

Net premiums earned were $39,656,057; 
losses and claim expenses incurred, $26,- 
877.456; underwriting expenses incurred, 
$15,106,430. The company’s operating 
loss was $1,166,062. 

Total admitted 
906: reserve for 
$20.535,604 : 


assets were $79.640,- 
unearned premiums, 
reserve for undetermined 


claims, $36,097.146. Surplus to  policy- 
holders was $20,524,066. 
U. S. Casualty Report 
With — to the United States 


Casualty Co., the report says: 

“The hac of the United States 
Casualty Co. was very much like ours, 
and resulted in an operating loss for 
1951, which is reflected in the value at 
which we carry our investment in stock 
of the United States Casualty Co. in our 
investment portfolio.” 

At the close of 1951, the United States 
Casualty, showed net premiums earned 
of $18,588,894: losses and claim ex- 
penses incurred, $13,094,274; underwrit- 
ing expenses incurred, $7,083,450. 1ts op- 
erating loss was $855,947. 

U. S. Casualty’s total admitted assets 
were $32,626,568; reserve for unearned 
premiums, $8,803,558; reserve for unde- 
termined claims, $15,030,235. Its surplus 
to policvholders was $8,127,341. 





safety responsibility laws a few years 
ago, they included provisions for the 
impoundment of motor vehicles that are 
involved in accidents resulting in death, 
bodily injury, or property damage in 
excess of $50. In substance, impound- 
ment occurs immediately unless the in- 
volved owner or driver has evidence of 
insurance or has otherwise previously 
established financial responsibility. 

The committee report expressed the 
opinion that if an impoundment feature 
should be introduced in New Jersey by a 
legislative committee, the Commissioner 
of Motor Vehicles or any other state 
officer, the insurance industry should 
support such an amendment. The report 
recommended, however, that any such 
amendment should include provisions 
which reasonably avoid hardships that 
might result if impoundment occurred 
instantaneously, 
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LeClair and Hodder Lead Sessions 
On Hospital-Medical Insurance 


Rydman Conducts Panel of H. & A. Conference; Schulze, 
Schultz, Powell, Murphy and Wetterlund Speak; Meeting 
Productive of Many Ideas on Major Trends 


By Wat ace L. CLapp 


Chicago, Feb. 18—With a_ record- 
breaking attendance of 200 the Health 
& Accident Underwriters Conference 
held a hospital-medical insurance meet- 
ing here today at Drake Hotel which 
was productive of many ideas on major 
trends in this field and the outlook for 
the future. Howard LeClair, Mutual 
Benefit Health & Accident, presided at 
the morning session as chairman, 
ference medical insurance committee, 
and Donald R. Hodder, Woodmen Acci- 
dent, at the afternoon session as chair- 
man, conference hospital insurance com- 
Faulkner, Woodmen Acci- 
and immediate past 
conference, introduced 
Massachusetts Indemnity, 
who 


con- 


mittee. E. J. 
dent’s president 
president of the 
Jarvis Farley, 

as 1952 president of the conference, 
welcome. 

day’s highspots was the 
“Controllable Fac- 
Ratios in Hospital 
ably conducted by Robert H. 
assistant general counsel of 
Comparing notes with 
participants in this 
definite conclu- 
chief reason 


gave the 

One of the 
panel discussion on 
tors on High Loss 
Policies,” 
Rydman, 
the conference. 
one another, the 
discussion reached the 
sion that inflation is the 
why hospital insurance ratios have 
mounted, but had varying opinions on 
other this business. 


loss 


aspects of 
Higher Rates 


Generally they agreed that 
premium rates are ineviti ible if inflation 
continues—in fact, some companies have 
already raised their rates. Although hos- 
pital business has turned sour for some 
companies, others believe it can be writ- 
ten profitably even in an inflation period 
if benefits are controlled, particularly 
on miscellaneous hospital expense. Ad- 
mittedly, writing of maternity benefits 
has been unprofitable, but companies 
are loath to drop them. Continental 
Casualty, for example, in its monthly 
premium department, will give $50 ma- 
ternity benefit at a charge of 50 cents 
pure premium per month. Generally it 
was felt that “this is an expensive bene- 
fit which should be written on a com- 
pulsory basis rather than optionally.” 

Most diversity of opinion came when 
Chairman Rydman encouraged partici- 
pants to look ahead to the time when 
the inflationary spiral is checked, em- 
ployment and wages drop and deflation 
sets in. To some this will mean a defi- 
nite drop in hospital premiums with 
larger size policies lapsing sooner than 
smaller policies. Prediction also was 
made that companies selling hospital 
coverage by mail will fare worse than 
with well-trained agency forces. 
ratios will rise sharply when de- 
flation hits and then will come a leveling 
off period in which there will be a 
static loss ratio. Most companies will be 
able to live with such a ratio, it 
was felt. 

Whether or not fewer people will go 
to hospitals in a deflation period is a 
debatable point. On the one hand, it 
was thought the tendency would be to 
delay operations. However, so many 
people have been educated to carry 
either Blue Cross or private hospital 
coverage since the 1930 depression years 
that they are likely to make full use of 
it, if necessary, in a future depression. 
One executive observed: “The Blue 


Inevitable 


higher 


those 


Loss 


loss 


Cross was born in our last depression 
largely to prevent the hospitals from 
going broke. Therefore, we should not 
worry too much about our hospit ul busi- 
ness in the next depression.” 


Rydman Sums Up 


Chairman Rydman ad- 
vised new companies entering the hos- 
pital field not to get in a dither over 
present or future trends. He maintained 
there is still money to be made by good 
underwriting and selection, and that 
hospital business (including maternity 
benefits) is one sure way to block the 
trend toward socialized medicine. 

Panel gm ants included W. Clem- 
ent Stone, Combined Insurance Co. of 
America; Irvin A. Weaver, Secured 
Casualty; A. B. Hvale, Continental Cas- 
ualty; David B. Alport, Business Men’s 
Assurance; Paul W. Stade, Lumbermens 
Mutual Casualty; Harold N. Swanson, 
Mutual of Omaha; William deV. Wash- 
burn, American Health; Don R. Hodder, 
Woodmen Accident, and Paul Clement, 
Minnesota Commercial Men’s. 

In his welcoming remarks President 
Farley gave today’s meeting a good 
send-off. He noted that the vast com- 
pulsory Federal plan, uppermost a few 
years ago, to provide hospital and medi- 
cal care, has been shelved—at least tem- 
porarily—in favor of a proposal for a 
more limited plan for hospitalization of 
older people. “Shelving of the more am- 
bitious plan,” he said, “is due in oo 
tant measure to progress made by A. & 
H. companies in providing by voluntary 
methods good hospital and medical in- 
surance to so many people.” He noted 
also that private carriers are recogniz- 
ing the need for coverage of over-age 
risks. 

Mr. Farley admitted 
tary way is not an easy 
said it has a big adv: antage over a huge 
monolithic Federal monopoly in that 
“our experiments can be more flexible, 
our occasional errors are less costly, 
and our successes will be more truly 
democratic fA : 


In summation 


that the volun- 
way but he 


Schulze Urges Realistic Approach 
The morning’s program included talks 
by L. G. Schulze, Provident Life & 











Rinehart-Marsden, Inc. 
HOWARD LeCLAIR 


Accident, who urged that conference 
companies take a realistic approach in 
considering coverage of oral surgery 
performed, by dentists; Paul H. Schultz, 
National Masonic Provident Association, 
who discussed “Necessary Exclusions in 
Medical and Surgical Expense Policies’ 
James E. Powell, Provident Life & Ac- 
cident, who reported on the proposed 
individual and family hospital admission 
plan now being considered by the Health 
Insurance Council. Mr. Powell is chair- 
man of the HIC’s subcommittee for 
individual hospital admission plans. 

Mr. Rydman closed the morning ses- 
sion by a preview of the hospital insur- 
ance survey which the conference is 
now conducting under Don Hodder’s 
supervision. He said 78 companies have 
responded to the questionnaire, which 
is encouraging, but he hoped that the 
survey when completed will embrace the 
experience of over 100 companies, thus 
giving a clear-cut idea of amount of 
hospital premiums in force and experi- 
ence on the business. 

Mr. Powell’s comments on the pro- 
posed individual and family hospital 
admission plan were well received. The 
fact that 20 group hospital admission 
plans covering 40 million people are 
operating around the country today 
makes it all the more important that 
individual and family plans be set up. 
Not to do so would be discrimination, 
Mr. Powell felt. He, therefore, urged 
the full cooperation of conference com- 
panies in joining in a “trial run” on the 
individual-family plan. A mid-western 
city has been picked for this test 
and for the period of a year. How- 
ever, it will be necessary to get a ma- 
jority of the companies writing indi- 
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DONALD R. HODDER 


vidual hospital policies in that city to 
participate. 
Trial Run in Birmingham 


Basis of the trial run will be the 
experience gained under the Birming- 
ham, Ala., experiment which has been 
running for nine months. “It has made 
a lot of friends in that area for the 
private companies and there have been 
no complaints,” he said. 

In his talk, Mr. Schulze said that 
insurance companies have not yet of- 
fered comprehensive dental care bene- 
fits, largely because there are still unan- 
swered questions as to the insurable 
nature of many phases of dental care 
and elective dentistry. Furthermore, pro- 
phylactic procedures do not appear to 
lend themselves very readily to insur- 
ance coverage at a reasonable cost to 
the insurance buyer. He also noted that 





CONFERENCE GROUP MEETING 

The annual group insurance meet- 
ing of the Health & Accident Under- 
writers Conference under general 
chairmanship of Darrell O. Smith, 
vice president, American Casualty 
Co., Reading, Pa., will be reported 
in detail in The Eastern Underwriter 
of February 29. 











the Blue Shield 
dental care 

However, Mr. Schulze said that in- 
surance can and should play an impor- 
tant part in oral surgery performed by 
dentists rather than M.D. surgeons. 
“The policies of many companies,” he 
said, “already include some measure of 
dental benefits usually limited to extrac- 
tions and repair of fractured jaws. 
Generally these benefits are part of 
the surgical schedule.” He noted that 
in recent years the doctor of dental 
surgery has moved in the foreground, 
armed with an impressive list of sur- 
gical procedures, which are regularly 
being done by ‘dentists. He felt that 
they are entitled to consideration, realiz- 
ing at the same time that the inclusion 
of oral surgery will mean broader cov- 
erage at higher premiums, also higher 
premiums will mean more difficult sell- 
ing. “On the other hand,” said Mr. 
Schulze, “dissatisfied clients will mean 
fewer policies sold, and I know of many 
dissatisfied clients simply because oral 
operation was not included in their 
health insurance policies.” 


Confers With Dentists 


Mr. Schulze’s own company has held 
conferences with dentists in Chatta- 
nooga and is convinced that something 
should be done. The Blue Cross and 
Blue Shield are also studying the prob- 
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lem. Already in Manhattan and_ the 
Bronx members of first district dental 
society have accepted the dental insur- 
ance plan offered by Group Health 
Dental Insurance, Inc., of New York. 
Thus, Mr. Schulze said: “Wouldn’t we 
be in a more advantageous position if 
we were among the first on the scene 
with suggested and approved amounts 
for accepted dental surgery rather than 
to be forced competitively to follow 
others ?” 

In viewing necessary exclusions in 
medical and surgical expense policies 
Paul H. Schultz offered this advice: 
“If we are going to do the job right 
let’s make the first exclusion the elim- 
ination of the word ‘catastrophic.’ It is 
misunderstood and scares people. Then, 
let’s keep the restrictions of our policies 
to a minimum. Policyholders who buy 
our coverage and then find that their 
medical bills are not covered may 
clamor for socialized medicine. Let’s not 
offer cheap policies—we should get a 
big enough premium.” 

In Mr. Schultz’s opinion an individual 
medical and surgical expense policy 
should contain an insuring clause so 
worded that pre-existing conditions must 
be eliminated just as they are in A. 
H. policies. He recommended using the 
phrase “congenital defects or pre-exist- 
ing deformities are not covered.” If the 
sickness provision of an A. & H. policy 
is not put in effect for 30 days, he would 
follow the same practice in a medical 
surgical expense contract. He enumer- 
ated certain disabilities which should 
not be covered. 

Lists Expenses Not Covered 

As to expenses which should never 
be covered he mentioned war, act of 
war, aviation, any bills which would be 
covered by workmen's compensation or 
occupational disease acts; illicit use of 
drugs or narcotics or excessive use of 
intoxicating liquors; nervous disorders, 
mental derangement and insanity. He 
wondered, however, if thought should 
not be given to providing some indem- 
nity for psychiatric treatment in pri- 
vate sanitariums. If so, he suggested 
$100 deductible and payment of 80% 
of the bill up to a certain sum. 

Ordinary rest cure expenses and ex- 
penses while claimant is in a VA hos- 
pital should be excluded, he said. Diag- 
nostic work and physical examinations 
should be covered only after a deduc- 
tible applies. He strongly recommended 
coinsurance for at least 20%. 

The afternoon’s speakers were W. C. 
Murphy, American Hospital & Life, 
San Antonio, who discussed “Over-Age 
Risks,” and R. J. Wetterlund, Wash- 
ington National, who presented the 
“Public Relations Aspect of Claim Han- 
dling.” 

Murphy Presents Arguments 

Mr. Murphy presented five arguments 
in favor of providing coverage for risks 
over 60 years of age. First and fore- 
most, he said that if adequate protection 
is furnished for this group “we may be 
able to forestall attempts of the Social 
Security Administration to enter this 
field.” He then pointed to the need for 
a policy “for which group policyholders 
of those companies granting conversion 
privileges may apply.” Likewise, there 
is the need for considering the advanc- 
ing age of those policyholders insured 
at younger ages; also the need for new 
fields for the agent to canvass. Finally, 
he said, the need is always present for 
new business by our companies “and the 
over-age field could be another source.” 

As to profit angles in over-age busi- 
ness Mr. Murphy recommended: “Due 
allowance can be made for slightly 
smaller frequencies of losses than dis- 
ability under regular income A. & H. 
policies in determining the coverage and 
premium rates.” However, he would 
keep premium rates as low as possible 
compared with standard rates. He would 
limit coverage somewhat below standard 
age levels of room service, extra bene- 
fits and surgical benefits; discontinue all 
special types of coverage, and possibly 
insert a deductible provision, thereby 
further reducing cost and covering only 
more costly illnesses. 

Mr. Murphy got assistance from sev- 


eral larger companies writing over-age 
risks and all of them agreed that there 
is a definite field for such policies. They 
do not curtail commissions on the busi- 
ness; they generally encourage writing 
of the business; issue up to 75 years 
old, and would prefer to reduce benefits 
rather than to increase premium rates. 


Wetterlund on Public Relations 


R. J. Wetterlund’s over-all view of 
the public relations aspect of claim han- 
dling is that company top executives 
must take a personal interest in estab- 
lishing the right claim philosophy 
throughout their organizations — both 
home office and field. They must insti- 
tute definite training programs among 
their claim personnel; must insist that 
letters to claimants, particularly when 
a claim is rejected, be so worded as to 
breathe good will and friendliness. Like- 
wise, agents must be a part of the pic- 
ture and should be given more educa- 


tion on claim handling. Underwriting 
and premium record departments, and 
even the mail department, should be 


told that the matter of claim handling 
is a most important function of the 
company and, therefore, should be given 
high priority. 

Mr. Wetterlund was keenly aware of 
the expense aspects of claim handling. 
It costs twice as much today to investi- 
gate a claim as it did, 15 years ago. 
Thus, if claim handling is improved by 
home office and field it will effect a 
reduction in expense. He felt that some 
of the proofs of loss now required could 
be dispensed with. The claim would be 
closed that much quicker and at less 
expense. As to relations with State In- 
surance Departments on claim matters 
he urged that company representatives 
join with trade association men in pre- 
senting the industry position on a given 
matter. In so doing public relations will 
be strengthened. 

Finally, Mr. Wetterlund recommended 
for rereading the “Public Relations 
Agenda” prepared in 1946 by Clyde W. 
Young, Monarch Life. 


Insurance Economics Society Lauds 


O’Connor for Uncompromising Fight 


Chicago, Feb. 18—Unanimous adoption 
. a resolution of commendation to 
Edward H. O’Connor, managing director, 
Insurance Economics Society of Amer- 
ica, “for the bitter, uncompromising 
fight he has waged against adoption of 
cash sickness legislation” was passed at 
the society’s executive committee lunch- 
eon session here today in Drake Hotel. 
The resolution was introduced by Travis 
Wallace, president, Great American Re- 


serve, Dallas. 

Frank Harrington, president, Massa- 
chusetts Protective, Worcester, Mass., 
presided as head of the society. He re- 


ported encouraging progress to date in 
its 1952 membership campaign. 


O’Connor’s Legislative Report 

Mr. O’Connor’s report on the 1952 
legislative outlook was featured at the 
meeting. On the Federal front he pointed 
to the usual number of Social Security 
bills for sickness and medical care, but 
he doubted if any would pass “as this 
is an election year and very little of a 
controversial nature will be allowed to 
be discussed in committee.” He regretted 
that no progress has been made by the 





Companies Join Conference 
Chicago, Feb. 18—The Health & Acci- 
dent Underwriters Conference at its 
executive committee meeting last Sun- 
day at the Drake Hotel here elected 
the following companies as members: 
American Guarantee & Liability, New 
York; Bankers Life, Lincoln, Neb.; 
Security Mutual Life, Lincoln, Neb.; 
Rural Mutual Casualty, Madison, Wis.; 
Massachusetts Casualty, Boston, and 
National Fidelity Life, Kansas City. 
Total membership is now 176 companies. 
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82nd Congress in furthering the author- 
ized study of the Social Security Act 
Such a study is much needed, he said 
Particular attention was directed to the 
Kildea Bill in Congress, providing for 


survivor annuities for those in the 
armed forces, which Mr. O’Connor 
labelled as “another move to put the 





S. Gordon 
EDWARD H. O’CONNOR 
Government back into the life insurance 
business.” He urged that members 
oppose this measure 1n letters to their 
Congressmen. 

Discussing state legislation, Mr. O’Con- 
nor said he anticipated no passage of 
cash sickness bills this year. He prom- 
ised to be vigilantly on the alert as he 
has been during the past seven years 
when 200 bills in 26 states were defeated. 

“It is remarkable,” he said, “that only 
four states have passed such bills so 
far, especially in view of the industry's 
lethargic attitude when the legislation 
was first introduced in Rhode Island.” 

In Massachusetts seven bills have 
been introduced to date including the 
monopolistic state fund plan carrying 
$500,000 appropriation. It has been de- 
feated three years in a row, and while 
it has strong labor support, Mr. O’Cen- 
nor doubted its passage this year. At 
the recent Boston hearing on the bill 
John H. Miller, Monarch Life, repre- 
sented the society and spoke effectively 
against the bill. 

Predicts Increase 

Mr. O’Connor’s prediction as to 
York and New Jersey was that 
sickness weekly benefits in both states 
will be increased from $26 to $30. He 
doubted if private companies could con- 


in Benefits 
New 


cash 


tinue much longer to do business under 
California’s UCD plan. “Competitively 
it is more and more difficult to meet 
the increased benefits given by the 
UCD state fund,” he said. 

In Arizona a bill modeled after the 


California plan has been introduced, but 
its passage is not likely. In Michigan 
a special commission has studied cash 
sickness and legislature is now consid- 
ering a New York type bill. As for 
Maryland no action is expected this 
year but pressure for the legislation is 
anticipated in 1953. In Pennsylvania a 
cash sickness study commission is one 
of 12 authorized by its 1951 legislature. 
And in Louisiana where legislature does 
not convene until May, “a lot will de- 
pend on what happens in the primary 
contest,” said Mr. O’Connor. 

His over-all view was that the na- 
tional elections will determine 1953 
legislative trends. And he remarked: 

(Continued on Page 44) 
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Inter-Ocean Promotes 
Feagan at Pittsburgh 


IS RESIDENT VICE PRESIDENT 


Green Named District Manager in Pitts- 
burgh and Brown Manager of Newly 
Created Liberty District 


Inter-Ocean Insurance Co., Cincinnati, 
announces the election of A. C. Feagan, 
veteran Pittsburgh district manager to 
the position of resident vice president 
in charge of the company’s weekly pre- 
mium business covering western Penn- 
svlvania and eastern Ohio. At the same 
time, T. H. Green named district 
manager for Pittsburgh and W. F. 
Brown was made manager of the newly 


Was 


FEAGAN 


created Liberty District which is located 
in suburban East Liberty. 

Mr. Feagan has represented Inter- 
Ocean and its predecessor, Consolidated 
; for 38 years in the Pitts- 
efforts, 
weekly 
nearly 


Casualty Co., 
burgh where through his 
the company has developed a 
premium business now 
$1,000,000 annually. 


area 


PTOSSING 


Is Formally Installed 


He was formally installed as resident 
vice president ata joint meeting of the 
two districts held in Pittsburgh recently. 
He isa past president of the Pittsbureh 
Association of Accident & Health Un- 
derwriters and for many years has been 
civic and fraternal work. 

Mr. been associated with 
Inter-Ocean since 1934 and been 
superintendent in the Pittsburgh Dis 
trict since 1937. Mr. Brown became con- 
with the company in 1943 and 
superintendent in 1948. 
Julius Davis, Louis Rizzutto, Isadore 
Sheffler and Ernest Friedman were 
named Superintendents as a part of the 
expansion program, and Robert Mc 
Laughlin and George Fulton, both su- 
perintendents of many years experience, 
titles of division under- 
claim manager. 


active in 
Green has 
has 


nected 


was made a 


given the 


and division 
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writer 


JOHN W. AYER IS SPEAKER 

John W. Ayer, assistant secretary, 
New England Mutual Life Insurance 
Co., was speaker before the Life, Acci- 
dent & Health Claim Association of 
Philadelphia, February 21. Mr. Ayer is 
a former president of the Boston Claim 
\ssociation and is currently chairman of 
the executive committee of the Interna- 
tional Claim Association 


CURRIER TALKS IN PORTLAND 

Thomas Currier, branch manager of 
the Security Life & Accident Co., ad- 
dressed the February meeting of the 
Portland (Ore.) Association of Accident 
& Health Underwriters. His subject was 
“Sidewalk Observations.” 


Mutual of Omaha Promotes 
Horan, Madgett and Swanson 


Promotions of three Mutual of 
Omaha executives are announced by 

’. J. Skutt, president, following the 
annual meeting 
They are: 

Phaiip: 2, 
Horan, vice 
president and 
general counsel, 
formerly general 
attorney; Don- 
ald M. Madgett, 
vice president, 
formerly assist- 
ant secretary; 
and Harold N. 
Swanson, 
assistant secre- 
tary from super- 
visor, policy ap- 
proval depart- 
ment. 

Mr. Horan, a 
graduate of Creighton University Law 
School, joined Mutual of Omaha in 1927. 
He is a member of the Nebraska State 
Bar Association; the American Bar As- 
sociation and the International Associa- 
tion of Insurance Counsel. 

Mr. Madgett also joined Mutual in 
1927 as a member of the Chicago branch 


Philip E. Horan 


Donald M. Madgett Harold N. Swanson 


office. He was chairman of the business 
division of last year’s Community Chest 
Drive and is a trustee of Omaha Com- 
munity Services. 

Mr. Swanson, a graduate of the Uni- 
versity of Nebraska, became associated 
with Mutual in 1936. 

President Skutt reported to the as- 
sociation’s annual meeting that assets 
for Mutual of Omaha rose to $111,030,- 
955 in 1951, a new high. He-also re- 
vealed that the association had reached 
and paid more than $400,000,000 in bene- 
fits durmng its 42nd anniversary year. In 
1951 the company paid $55,164,264 in 
benefits. 
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Statistics are the basis of all insurance. The Zurich- 
American, with the latest electronic business machines and 
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ditions in connection with specific risks. 


These findings are referred to 
safety engineers, underwriters, or 
claim men for special corrective 
action—all a part of the efficient 
behind-the-scenes service provided 
by Zurich-American for you and 
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INTERNATIONAL GROUP MEETS 


Executive Board Elects Coursey Ex. 
ecutive Secretary; Makes Plans for 
Asbury Park Meeting in June 
Chicago, Feb. 18—Official recognition 
of the good work done by William G, 
Coursey since joining the International 
Association of Accident & Health Un- 
derwriters last spring was extended to 


WILLIAM G. COURSEY 

him by its executive board in session 
in Chicago, February 16-17, when he 
was promoted from acting secretary to 
executive secretary of the organization. 

A wide range of subjects was covered 
during the two-day meeting, emphasis 
being placed on the association’s disa- 
bility insurance sales course; plans for 
further increases in membership and the 
annual convention June 16-18 at Asbury 
Park, N. J., program for which is prac- 
tically completed. 

The sales course will be given March 
12-14 at Michigan State College; March 
24-26 at University of Kansas under 
sponsorship of the Kansas Accident & 
Health Association; June 2-4 at the 
University of Texas under sponsorship 
of the Texas Accident & Health Asso- 
ciation, and September 15-17 by the 
Cincinnati association. Plans also are 
being formulated to give the course at 
Peoria, Ill., Minneapolis and Louisville. 

John Lambert, Mutual of Omaha, 
Cleveland, presided at the meeting as 
the executive board’s chairman. Carl 
Ernst, North American Life & Casualty, 
Milwaukee, as president of the associa- 
tion, spoke on 1952 development, and 
Richard Caldwell, United States Life, 
Newark, reported as annual meeting 
chairman. Advance registration is un- 
usually good, he said, and finances are 
in excellent shape. 

PASS SAFETY LAW IN S&S. C. 

Both houses of the South Carolina 
legislature have passed a strong auto- 
mobile safety responsibility measure and 
it has gone to Governor James F. Byrnes 
who is expected to sign it. 


SKUTT SPEAKS IN NEBRASKA 

V. J. Skutt, president, Mutual Benefit 
Health & Accident Association of 
Omaha, addressed the February meet- 
ing of the Insurance Institute of Ne- 
braska at Omaha. 


E. H. O'Connor Lauded 


(Continued from Page 43) 


“We may have very few problems if 
the elections go the way they should 
in November.” 

Before the meeting closed recognition 
was given to Herbert Fishback, North- 
ern Life of Seattle, for her Herculean 
job when cash sickness came up for 
referendum vote in Washington state 
and was decisively defeated. He sees no 
evidence of an immediate effort to 
revive it at this time. 
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ISSUES NEW SALARY ORDER 





Salary Stabilization Board Order No. 11 
Incorporates Policy on Health and 
Welfare Plans 
The Salary Stabilization Board last 
week issued General Salary Order No. 
11 which incorporates the policy on 
health and welfare plans set forth in a 

recent resolution. 

The order also extends the policy to 
provide for plans where employes pay 
at least 40% of the gross cost of health 
and welfare benefits. Such plans may 
be put into effect without prior approval 
of the Office of Salary Stabilization pro- 
vided they do not include benefits for 
dependents of the employes. 

In addition, the order states that 
health and welfare plans providing for 
disability, hospital expense, surgical ex- 
pense or in-hospital medical expense, 
group life insurance including perma- 
nent and total disability benefits, or 
accidental death and dismemberment 
benefits, may be put into effect without 
prior approval under these conditions: 

(1) If the plan covers both wage and 
salaried employes under the same or 
similar terms and (a), meets the re- 
quirements of General Wage Regulation 
No. 19 and Wage Stabilization Board 
Resolution No. 78, or, (b), is approved 
by the Wage Board for wage employes; 
or 

(2) If it is an extension of an existing 
plan to additional employes within the 
same plant or to similar groups of em- 
ployes in other plants of the same em- 
plover; or 

(3) If it is an extension or renewal 
of a plan in effect on January 25, 1951, 
or approved by the Wage Board prior to 
May 10. 1951, or by the Office of Sal- 
ary Stabilization thereafter; or 

(4) If it is a new or amended plan 
required by law. 


DODD WILL CONDUCT COURSE 
Insurance Society of New York Will 
Hold Class in “Casualty Manuals- 
Rating,” Beginning March 4 
A class in “Casualty Manuals—Rat- 
ing” conducted by the Insurance Society 
of New York will begin on Tuesday, 
March 4. The course will run for 20 
hours, from 1:00 to 2:00 p.m., Tuesdays 
and Thursdays. The fee, including reg- 
istration, is $15. This instruction is not 
available under the GI Bill and carries 
no credit under the School of Insurance 

program. 

Instruction covers the liability, com- 
pensation, and automobile manuals, suf- 
ficient to give an understanding neces- 
sary for a rater or policy checker; also 
the procedure required to prepare appli- 
cations for policy writing, computation 
of premiums, and to rate, check and 
code new business and renewals. The 
lectures are designed to assist rating de- 
partment employes and clerks who wish 
to enter the rating department. Brok- 
ers, also, who desire a more detailed 
knowledge of the manuals will find the 
course helpful. 

Donald Trask Dodd will be the in- 
structor. Mr. Dodd is senior under- 
writer for the Zurich General Accident 
& Liability Insurance Co. He majored 
in insurance at Syracuse University, 
where he received his B.S. degree. His 
insurance experience is primarily in the 
fields of automobile, workmen’s com- 
pensation, public liability, residence bur- 
glary, and plate glass underwriting. 

Registration is being taken at the So- 
ciety’s office on the fourteenth floor of 
107 William Street. Further information 
may be obtained from A. Leslie Leon- 
ard, educational assistant, at that ad- 
dress; telephone, DIgby 4-0410. 


L. D. WYKOFF IS PROMOTED 

L. D. Wykoff has been appointed claim 
manager at the Cleveland branch office 
of the American Surety Co. Employed 
at the Omaha branch office in 1922, he 
was transferred to the Chicago office in 
1941 and, in 1945, transferred to the 
Cleveland office. 


ARNOLD ASSUMES NEW DUTIES 





Becomes Philadelphia Manager of In- 
demnity of North America; Trans- 
ferred From Boston Service Office 
William P. Arnold, Jr. assumed the 
duties of manager of Indemnity Insur- 
ance Co. of ‘North America’s Phila- 
delphia metropolitan office on February 
11. Mr. Arnold will serve under General 

Manager E. S. Page, Jr. . 

Mr. Arnold comes to Philadelphia 
from Boston, where he was manager of 
Indemnity’s Boston service office, which 
serves agents and brokers in the New 
England area. He is a native of North 
Abington, and received his education 
at Phillips Exeter Academy and Har- 
vard University. He joined Indemnity 
as a special agent in Boston in 1946 and 
was advanced to assistant manager in 
1948, and to manager in 1949. 

Mr. Arnold was awarded the CPCU 
degree in 1950 and is a charter member 
and vice president of the Boston Chap- 
ter of the Society of Chartered Prop- 
erty & Casualty Underwriters. 

He is a veteran of World War II, 
in which he served in the U. S. Navy. 
He was commissioned a lieutenant, j.g., 
in 1942, and at the time of his return to 
inact_ve duty in 1945, was a lieutenant 
in charge of the Personnel Securitv Di- 
vision of the District Security Office, 
Third Naval District. 


WETTERLUND REPORTS GAINS 
Washington National Has Increases in 
Assets, Surplus, Life Insurance in 
Force and Total Premium Income 
Gains in all significant phases of the 
business during 1951 are announced by 
R. J. Wetterlund, president, Washington 
National Insurance Co., in discussing the 
company’s 4lst annual financial state- 

ment. 

As of December 31, 1951, the company 
had assets of $146,459,109, an increase 
of $12,080,776, or 9%. 

Surplus to policyowners, including 
general contingency funds, increased to 
$31,063,429. 

Life insurance in force amounted to 
$717,348,967, an increase of $57,807,662, 
nearly 9%. 

Total premium income was $45,659,125, 
an increase of almost 10%. 

Benefits paid to policyowners and 
beneficiaries during the year amounted 
to $19,816,073, an increase of more than 
12.5%. 


MELROSE ADVANCED IN OREGON 

Samuel H. Melrose, Jr., has been ap- 
pointed assistant manager of the Port- 
land, Ore., branch office of American 
Surety Co. Mr. Melrose was employed 
as a casualty underwriter at the Seattle 
branch office of the company in May 
of 1947. The following year he was made 
superintendent of casualty. In February 
of 1950. Mr. Melrose was transferred 
to the Portland branch office where he 
was special agent and _ superintendent 
of casualty. 





ACCIDENT and HEALTH SALES MANAGER 

A large and one of the oldest western life, accident and health 
companies, plans to completely revamp and revitalize its accident and 
health merchandising procedures. This creates an unusual opportunity 
for a capable and experienced man. He must know accident and health 
selling, contracts, merchandising methods and be able to apply this 
knowledge to the objective of increased production through an estab- 
lished and growing agency field force. 

If you think you are the man—write giving age, experience, family 
status—all replies will be kept confidential. 

Address Box 2070, The Eastern Underwriter, 41 Maiden Lane, New 


York 38, N. Y. 














INSURANCE COMPANIES 
Bought and Sold 


INQUIRIES INVITED 


Confidential 


sc REA MM WALKER 


BRINSOR ASSOCIATES 


1102 Waldheim Bldg. * Vi. 4466 * Kansas City, Mo 


U. S. FL & G. Reports 
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months before full benefit is realized. 

“Will the new rates solve the prob- 
lem? Not completely. They were geared 
to conditions existing at the time. De- 
velopments since then definitely indi- 
cate that they are not enough and that 
further changes will be required.” 

The company’s subsidiary, Fidelity & 
Guaranty Insurance Corp., says the re- 
port, gave a good account of growth, 
although the loss ratio on fire and al- 
lied lines, while still favorable, was sev- 
eral points higher. Inland marine loss 
ratio was up several points, there being 
a marked increase in jewelry and fur 
thefts, particularly in metropolitan areas. 
Automobjle physical damage loss ratio 
was higher by nearly ten points. F. & 
G. net premiums were $30,125,602, an in- 
crease of $7,319,000. 

Attention was called to the merger of 
F. & G. into U. S. F. & G., which became 
operative January first of this year. As 
provided in the agreement, 10,588 addi- 
tional shares of U. S. F. & G. were 
issued to acquire the shares of F. & G. 
not owned by the U. S. F. & G. Accord- 
ingly the outstanding shares of U. S. F 
& G. were increased to 1,410,588. 


H. W. Nichols, Jr., Practicing 
Ins. Law in Oklahoma City 


Henry W. Nichols, Jr. son of the 
vice president and general counsel of 
National Surety Corp., is practicing in- 
surance law with the firm of Looney, 
Watts, Ross, Looney & Smith in Okla- 
homa City. After spending three years 
in the Air Corps, young Mr. Nichols 
was graduated from Wesleyan Univer- 
sity with a B.A. degree, and last year 
he was graduated from the Law School 
of the University of Virginia. 
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Business Women 
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Industrial Workers 





BUILD YOUR BUSINESS WITH 


UNDER A CONTRACT FOR ONE OF THE 
BEST LINES OF POLICIES ON THE MARKET! 
A Stock Company 


RECENT GROWTH IN ACCIDENT AND HEALTH VOLUME 
1950 


1946 — $1,304,320.00 
1947 — $1,563,665.00 


1948 — $1,993,000.00 
1949 — $2,278,000/00 


WE HAVE THE RIGHT COVERAGE FOR: 
Families (Hospital) 

Individuals (Hospital) 
Employee Groups 

Special Groups 

Volunteer Firemen 


THE HOOSIER CASUALTY COMPANY 


333 N. PENNSYLVANIA ST., INDIANAPOLIS 


“HOOSIER” 


Best's A-Plus Rating 


$2,553,545.00 






Athletic Teams 
Farmers 
Housewives 
Children 


Polio Insurance 








Non-Cancellable 


ACCIDENT#*» SICKNESS 


POLICIES 


Guaranteed Renewable to 
Age 65 


Optional features: Hospital- 
Nurse, Surgical, Auto Accident 
Benefits, Lifetime Accident 
Coverage. 


Operating in Pa., Ohio, Del., Maryland, 
W. Va.,N.C., Fla. and Washington, D.C. 


Educators 


MUTUAL INSURANCE COMPANY 
LANCASTER, PA 





CPCU’S WILL MEET IN CONN. 


Second Annual Institute Wil! Explore 
Theme: “Income Protection for 
Buyer, Producer and Company” 
Exploring the theme “Income Protec- 
tion for Buyer, Producer and Company,” 
60 CPCU’s from eastern U. S. will con- 
vene June 17-19 for the second annual 
CPCU Institute at the University of 
Connecticut, Storrs, it is announced by 
Laurence J. Ackerman, dean of the uni- 
versity’s School of Business Administra- 
tion and director of the institute. The 
co-sponsor is the Connecticut Chapter of 
The Society of Chartered Property & 

Casualty Underwriters. 

“This year’s conference features the 
clinical analysis of the insurance pro- 
grams of two hypothetical policyhold- 
Ackerman. “One 


situation is that of the large manufac- 


ers,” explained Dean 


turing risk. The other is a representa- 
tive non-manufacturing account. By us- 
ing this case study method, the members 
of the professional group will develop 
with their lecturers a practical approach 
to the multiple-line problems confront- 
ing industry in today’s marketing condi- 
tions. 

“Discussions will include the deter- 
mination of the amount at risk with re- 
spect to the factors instrumental in pro- 
tection of income, the use of the retro- 
spective rating plans, and the place of 
the time element coverages in an insur- 
ance portfolio,” he concluded. 
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Miller Talks on Group 
A. & H. Claim Trends 


SPEAKS AT BUREAU SEMINAR 


Says Premiums Are Pared Down and 
Claims Are Mounting; Sees No Indi- 
cation of Reversal of Trend 

“Group Accident and Health Claim 
Trends” was the subject of a paper de- 
livered by Morton D. Miller, assistant 
actuary, Equitable Life Assurance So- 
ciety, before the educational seminar on 
group accident and health insurance of 
the Bureau of Accident & Health Un- 
derwriters in New York, February 7 

Saying it would appear that the mar- 
gin remaining to companies over total 
disbursements for the business as a 
whole declined to zero in 1949, and that 
in 1950 the business as a whole was op- 
erating at a loss, Mr. Miller continued: 
“There are no signs that the situation 
ss different in 1951; if anything, agere- 

gate losses may be somewhat greater.’ 

Mr. Miller cited the experience of his 
own company and said that while the 
absolute value of the ratios he gave is 
full of meaning only to the Equitable, 
he had no reason to think that the 
trends of Equitable experience differ 
greatly from those of other similar com- 
panies. From this experience, he drew 
the following conclusion: 


Will Keep Closer Watch 


“On this basis, then, we conclude that 
weekly indemnity benefits and medical 
expense benefits apparently are not giv- 
ing cause for concern, with a closer 
watch perhaps to be kept on future 
weekly indemnity experience because of 
the upward turn of experience in 1951. 
We have also seen that ratios un- 
der the hospital and surgical expense 
coverages, both for employes and de- 
pendents, are high and increasing.” 

He spoke of a number of factors 
which are the rez asons for these current 
experience trends. “First,” he said, “it 
is clear that ratios of claims to pre- 
miums are affected as much by reducing 
premium levels as by increasing claim 
payments. Since 1945, there has been a 
continuous assault on premium rates. In 
this instance, both weekly indemnity 
benefits and hospital and ee ex- 
pense benefits are involved....It is safe 
to say that the tendency toward lower 
premium rates was pretty general 
throughout the industry. Accordingly, 
it is clear to me that lower premium 
rates have contributed as much as any 
other factor to increasing loss ratios.” 

The second factor Mr. Miller named, 
applicable to hospital and surgical ex- 
pense benefits but not to weekly indem- 
nity benefits, has been the gradual lib- 
eralization of administrative provisions 
and claims practices. Such liberaliza- 
tions, he said, were made without in- 
creasing premium rates so that they are, 
further premium reductions; 
served to increase the claim 
no one liberalization 
accounts for much in itself. “It is there 
fore easy to fall into the trap of think- 
ing that they must continue to be 
made,” he said, “but sooner or later the 
cumulative effect must be felt.’ 

Morbidity Is a Factor 

The level of morbidity among the in- 
sured population is a third factor affect- 
ing loss ratios, said Mr. Miller and this 
factor is independent of the premium 
rates and is measured bv comparing 
claims with the number of persons or 
the amounts of benefits exposed to risk. 
Unfortunatelv, he added, it is impossible 
to make analytical statistical studies on 
a completely current basis and it takes 
time to accumulate and analvze the data. 

Mr. Miller cited as the fourth factor 
affecting claim ratios, the changes in 
underwriting brought about by the in 
troduction of trustee and association 
tvpe groups. He said that many new 
problems are presented by such groups 
and their experience mav be somewhat 
different from that of the regular em- 
ployer-emplove groups. “The influence 
of collective bargaining on the character 


loss 


in effect, 
thev have 
load gradually and 


of the insured group,extending after is- 
sue to the administration of policy pro- 
visions and claims,” he said, “is not well 
established but could have a material 
effect on what is becoming an ever 
mounting proportion of our business.” 

The fifth factor, Mr. Miller said, has 
its origin in the basic principle that the 
very presence of insurance tends to in- 
crease costs. He said many people be- 
come hospitalized because insurance 
benefits are provided in the event of 
hospital confinement which would not 
otherwise be available and in other 
cases elective surgery is performed 
where the operation would not have 
taken place had there been no surgical 
insurance. 

Adds to Insurance Costs 

“Along with the tremendous growth 
of hospital and surgical insurance,” he 
said, “has come increased awareness of 
the amount and scope of benefits, not 
only on the part of the insured public, 
but also by the medical profession, hos- 
pitals and related groups. In the broad- 
est sense, a re- orientation of medical 
economics is coming about through the 
spread of insurance, which continues to 
add to insurance costs.” 

As the sixth factor, Mr. Miller named 
duplication of coverage, saying that a 
substantial number of persons who are 
covered by an insured plan also carry 
Blue Cross and Blue Shield coverages 
and since double coverage usually 
means over-insurance, this is a problem 
which will probably merit increased at- 
tention in the future. 

“Finally,” he said, “inflation is a new 
and important factor affecting our hos- 
pital and medical expense insurance op- 
erations more and more every day. Un- 
der the early hospital expense insur- 
ance plans, where benefits were limited 
to a modest daily benefit for room and 
hoard and a five times allowance for 
other hospital charges, inflation was no 
problem for the insurance companv. The 
insured individual naid the additional 
costs as charges went up. 


3ut our plans have gradually been 


broadened so that we freely write plans 
providing 20 times the daily room and 
board benefit for hospital extra charges. 
Many companies will underwrite plans 
with even greater benefits. Some are 
going so far as to provide unlimited cov- 
erage for extra hospital charges and are 
even undertaking to remove the daily 
room and board limit and to provide 
semi-private room benefits. Claim costs 
under these plans, entirely apart from 
any tendency such plans may have to 
increase utilization, increase directly as 
inflation pushes up the level of charges. 

“The stipulated limits in the schedule 
protect us from the forces of inflation 
under the standard surgical coverage, 
but our newly announced major medical 
expense insurance is wide open to in- 
flationary forces. 

“The influence of inflation on hospital 
and medical expense insurance will con- 
tinue as long as inflation itself; from all 
signs this would appear to be indefi- 
nitely into the future. Not only will we 
have to keep a closer watch on our ex- 
perience for this reason, but it seems 
to me companies are under increasing 
obligation to lay before employers and 
others with whom we deal in the sale 
of our benefits, the fact that costs may 
be expected to rise on this account. The 
more specified limits on the benefits 
promised by the contract are extended 
or removed, the more important the in- 
flation factor becomes. 

Boom Will Continue 

“What conclusions. then, 
draw? On the optimistic side, it would 
apnear that the group accident and 
health boom will continue. The business 
bids fair to become a billion dollar baby 
in 1952. 

“On the debit side, premiums have 
been pared down. Claims under hosnital 
and surgical exnense benefits have been 
mounting and there is no indication of 
a reversal of this trend. Weeklv indem- 
nitv claims mav he rising. The ranid 
growth of the business has made it diffi- 
cult to accumulate adequate surplus 
funds.” 
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Continental’s Survey 
Described by Norton 


SPEAKS BEFORE AMA MEETING 


Says A. & H. Questionnaire Gave Bonus 
in Form of Suggestions for New 
Policy Forms and Revisions 


Joseph _H. Norton, resident vice presi- 
dent in New York for the Continental 
Casualty Co., described the advertising 
questionnaire and sales survey taken by 
the accident and health department of 
his company before the marketing con- 
ference of the American Management 
Association in ‘New York, February 
11-12. ; 

Speaking on the subject, “Letting the 
Sales Force Guide Sales Policy,” Mr. 
Norton said that the purpose of the 
survey was to improve, in every manner 
possible, the quality and effectiveness of 
the sales and advertising materials and 
services furnished to agents, brokers and 
salesmen throughout the country. 

“While we have always endeavored 
to maintain close contact with our field 
force,” he said, “it was felt that an 
over-all sampling of opinion from our 

2,039 general agents would give us a 
still broader basis for serving the entire 
organization better. 

Would Effect Economies 

“We also felt that better planning 
for the broadcast use of all printed ma- 
terials would help effect some valuable 
economies to the company.” 

Mr. Norton said that the company is 
acutely conscious of the need for devel- 
oping techniques to make salesmen feel 
a part of the sales organization and that 
the effect of the questionnaire and sales 
survey program has shown that. this 
idea could very well be applied to other 
phases of the company’s business. 

Mr. Norton said that out of the 2,039 
questionnaires mailed to direct reporting 
general agents in all the states and out- 
Iving territories, a return of slightly 
more than 10% resulted, or a total of 
210 questionnaires. “It is most. signifi- 
cant, however,” he added, “to realize 
that these 210 responses came from gen- 
eral agents responsible for 34% of the 
$47, 500,000 accident and_ health pre- 
miums (or approxim: itely $16,250, 000) our 
American agencies collected in 1951,” 

Mr. Norton said that although com- 
pilation of the final report required 
considerable time, the survey was put 
into practical effect as soon as_ the 
returns were in and the effects of the 
survey were reflected immediately in the 
company’s sales building and sales edu- 
cation program. 

Lists Results of Survey 

Mr. Norton listed a number of ex- 
amples of the results of the survey with 
reference to arrangements with pro- 
ducers, sales promotion bulletins, pro- 
motional folders, hospitalization circulars 
and other items and said that classifi- 
cation of features in the company’s agen- 
cy magazine according to interest was 
discovered in the following preference: 
New coverage and equipment stories; 
experience of other agents; new adver- 
tising helps. In conclusion, he said: 

“The survey has also given us a 
much firmer basis for designing sales 
and advertising materials such as news- 
paper ad-mats, direct mail pieces, sales 
contests and special sales literature to 
add to our present line of sales tools. 

“As a direct result of the survey we 
have taken under consideration a plan 
to coordinate our entire sales promotion 
and educational efforts in a way that 
should be both less costly and more 
effective. The survey returns also gave 
us a bonus in the form of many excel- 
lent suggestions for new policy forms 
or constructive revisions in ~ present 
forms, all of which are being given 
thorough attention.” 


ALLRED NAMED AT DALLAS 
John B. Allred has been named spe- 
cial agent for the Dallas, Tex., branch 
office of American Surety Co. Mr. Allred 
was emploved as a special agent trainee 
at that office in September of 1951. 
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his Central Surety Fire Corporation........ 611,880.28 — 1,088,640.28 
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STATE MUTUAL 
Highlights of 1951 











NEW INSURANCE WRITTEN IN 1951 
Individual Life $117,776,888 
Group Life . 41,017,718 
Group Casualty . 134,457,800 
INSURANCE IN FORCE DECEMBER 31, 1951 
Individual Life . $1,153,169,694 
Group Life. . . 238,312,613 
Group Casualty . 377,196,100 
GAINS IN INSURANCE IN FORCE 
Individual Life . 
Group Life 
Group Casualty . 
TOTAL ASSETS 
4950. 
1951 


6.31% 
21.44% 
30.43% 


$381,575,095 
411,490,620 


NET INTEREST EARNED 
1950 
1951 ae | 
(Before Federal Income Tax) 
TOTAL PREMIUM INCOME 
1950 . . 
1951 


INCREASE IN 
POLICYHOLDERS’ RESERVES 


$40,082,519 
44,726,738 


$20,743,730 


AMOUNTS PAID TO 
POLICYHOLDERS AND BENEFICIARIES 


1950 
1951 ‘ 
Since organization . 


$21,716,534 
24,599,519 
553,736,017 





>« Balance Sheet as of December 31, 1951 


*< 





ASSETS 
Cash on hand and on Deposit in Banks. . 
United States Government Bonds. . . . 
All other bonds 


$ 4,803,574 
64,551,312 
122,135,880 
9,723,099 
177,154,865 
7,137,123 
15,507,684 
2,663,423 
7,391,276 
422,384 


Mortgages on Real Estate 

Real Estate including Home Office. . . 
Loans on Policies 

Interest and Rents Accrued and Due . 

Net Uncollected and Deferred Premiums . 


Miscellaneous 


. $411,490,620 





LiABSILITIES 


Reserves to meet future contract obligations. . 


Dividend accumulations and policy proceeds 
payable in installments 

Premiums paid in advance 

Policy claims in process of settlement and 


estimate of claims not yet reported . . . . 


Policyholders’ dividends declared but not ye 
payable 

Deposits by mortgagors to 

Taxes and Expenses accrue 

All other liabilities 

Reserve for future changes in market value of 
investments 


$411,490,620 


$313,300,971 


60,687,038 
6,030,252 


2,169,081 


5,190,260 
464,387 
1,828,533 
990,987 


3,939,467 
16,889,644 
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